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FOR ADDED PROFITS AND SALES... 
BEAVER OFFERS YOU 
A TWO-FISTED SELLING PACKAGE! 


BEAVER’S POWERFUL 
MODEL-A PIPE AND 
— MACHINE © 


with geared tools; ' 

working space; gears 

inverted chip-free rack 
centrally located for positive 
feed. NEW POWER GRIP 
WRENCHLESS CHUCK makes 
Beaver Model-A a faster operat- 
ing machine that does twice as 
much work. 


WRITE FOR INFORMATION 
ON BEAVER’S NEW 
SELECTIVE DISTRIBUTOR PLAN 


Beaver's Selective Distributor Selling F 
many advantages which you should investigat 
a are geared to help YOU in today’s 
tive market. Write today! 


THE NEW BEAVER 
POWER GRIP 
WRENCHLESS CHUCK 


A simple, powerful, unfailing 
fast Chuck with Power Grip 
Rocker Jaws. Gives solid grip but 
does not crush or deform the 
work. No hammering, socking, 
locking or slipping. Machine 
power makes — Jaws grip 
with pipe wrench principle in for- 
ward or reverse. Modernizes old 
machines; makes them doubly 


profitable! 


BEY ER 


PIPEW~"TOOLS 


216-300 DANA AVENUE © WARREN, OHIO, U. S. A. 
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DOUBLE DUTY MEN 
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These six members of a 
Peoria industrial supply 
mmpany perform a dual 
function. Each specializes 
in a particular field, as well 
unterman 
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The management of a 
Memphis distributor firm 
found employees like it 
Read about this slightly 
different morale builder 
on page 107. 


DIVIDE DUTIES 
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Incr ased profit margin re 
ted for an lowa f 
M hen purchasing dutic 
wert plit three way 
You'll learn the deta | 
thi novel, workabl iT 
igement on page 108 





ONE INVOICE 
THE SAME DAY 
WE GET THE ORDER 


> All standard catalog items 


shipped right from stock! 


> 4 weeks or sooner—mostly 


sooner—on ‘specials’! 


> All inquiries answered by 


wire same day received! 


> That, in a nutshell, is 
Holo-Krome’s Same-Day Service 
And we're pleased to say 
t's saving H-K distributors 


plenty of time and money! 


ON AMERICA’S TOP-QUALITY SOCKET SCREWS Jitddedindedalllachceiedidha 


THE HOLO-KROME SCREW CORP. @ HARTFORD 10, CONN., U. S. A. 
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Factory Assembly 
of Pulleys, Shafts 
Saves Field Time 


To insure keyseat alignment for 
your customers’ belt conveyor 
pulleys, Link-Belt can 
pulleys on shafts at the 
tory. This, of course, also takes 
the we f held mounting 
In addi 1, the flush-hub de 
sign of Link-Belt welded stee 
pulleys minimizes shaft defiec 
tion, reducing fh boit stress 
and disc defection 

Made with either crowned or 
straight face, they are available 
with vulcanized lagging, either 
plain or herringbone. Choice of 
bolted or taper lock hubs. Gray 
iron and welded steel slat pul 
leys can also be stocked. 


Line of Babbitted and 
Bronze Bearing Blocks 
Totals Over 300 Sizes 


Along with their many 
Link-Belt babl 


and bronze bearings are Dull 


advantages 


i¢ range Of types and 
Lubrication, temperature, 
speed, type of load, atmos| 
conditions 
met. Fo 
ing an 





LINK-BELT COMPANY 


Plants on 

Indianapolis « Philadelphia 
Chicag Atlanta « Colmar 
Pa. « Houston « Minncarm 
lis « San Francisco + Los 
Anacies + Seattle 3.74 


Offices in Principal Citte 
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“Important Differences” in Link-Belt 
Bearings Improve Machine Performance 


, 
SHOT-PEENED ROLLERS LOCK-TYPE BUSHINGS 


ea 


PRE-STRESSING CLOSER HEAT-TREAT CONTROL 


These Manufacturing “Extras” Assure 
Long Life for Link-Belt Roller Chain 


ft precision to withstand impact 
Link-Belt 
long life 

t. Costly 


@ Closer heot-treat contro! 
coupled with rigid testing—in 


practice sures uniformity 


extra to the 


- @ Lock-type bushings (applied 
f the qual ma fange of 
. oO se of 

ave Link-Belt S 


mon cause of stiff chain 
natched tor 


ty @ Pre-stressing of 
width chain provides uniform 
listribution 


$1z¢5 er 


multiple 
@ Shot-peened rollers have 


ater fatigue life, added ability load 
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Coupled with the selectivity of- 
fered by Link-Belt's complete 
bearing line are distinct design 


advantages. For 
* Sales example, main 
Meeting taining align 
in Print 


ment always 
a problem due 
to inevitable 
shaft misalignment 
plished with self-contained align 


is accom 


ing surtaces enclosed within the 

rant chamber This con 
tion assures effective lubri 
lirt exclusion 
extras can (b« 


wt retention and 
Engineering 
ted tor every bearing Link-Be!t 
makes. In new “Mill Bearings 


housings al 


shown here steel! 
t protection trom even the 
most severe impact and heavy 
loads. Other important differences 
assure precision performance 

Meet every bearing need from 
the complete Link-Belt line 
shown in Book 2550 


Mill Bearings” a 


immedi 
lirectie assuring 
when 


| load Capacity even 
ected to shaft deflection and 


4) 


uracies of Mounting 


Easy to install and maintain 


with cat no 


solts are remove 


mterterence with assembly and 


7% 


yrinth Steel Seals 

innons, Oil Or grease 

n. Right, combination 
synthetic rubber contact 
for isty conditions, 


sdiieiinie seston 
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for 
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GAGE SELECTOR 





The keynote of Industrial 
Distribution is Service, and 
Threadwell’s progressive 
distributor sales policy has 
long recognized and 

promoted this important feature. 
Latest aids are the new 
THREAD GAGE SELECTOR and 
NET PRICE SELECTORS 














for taps, dies, tap and die kits, 
counterbores and keyway 
broaches. Each is designed to 
simplify the selection of 
Threadwell products — and 
emphasize the service of 
Threadwell distributors, by 
means of prominent imprint 


space on the cover. 











KEYWAY BROACHES & SETS 


ask about 

the Threadwell 
family of 

convenient service 
data— your 
prospective customers 


will be impressed 


ADJUSTABLE ROUND, 2-PIECE & HEXAGON DIES 











| Frveadtwell . 


Twetanwet Trae a nie rN 


Greentield Mare« ae | 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 


Sales will be up in °55—that’s what the 
economic forecasters tell us. So, we're 
starting out early in the year to keep you 
informed about sales and the men who 
make them. Refer to our complete table 
of contents on page 1—you'll find many 
articles listed that will be of interest and 


profit to you. 
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Francisco, Washington, D. ¢ 


McGraw-Hill World News Bureaus: in 


principal cities 
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Arch M. Morris 





District Managers: E. \. Grantvedt, Chi- 
cago; FE. J. McOsker, Cleveland; John 
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W. A. West, New York and Boston 
John W. Otterson, San Francisco; H. | 
Keeler, Los Angeles; J. Cash, Dallas; 
Business Manager, ©. H. Holdsworth; 
Advertising Production, T. W. Lowe 
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NEW-the Speedy 4510 Power 
Stud Remover 


& im 


PROTO * TOOLS 


PROTO ~: 
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TT 
POWER 
TRANSMISSION J 
MACHINERY FOR DODGE 
Mishawaka, Indiana seamen 


EW 60 HP TORQUE-ARM REDUCER 


SAVINGS EXTENDED 
TO BIG JOBS BY 
THIS NEW SIZE 


All the advantages of shaft-mount- 
ing, all the proven periormance and 
economy features of Dodge Torque- 
Arm Speed Reducers, are now made 
America’s Most Complete Line available for the big bs, with the 


























of Shaft-Mounted Speed Reducers addition to the line of a husky new 
Size No. 8. This new size, in the 
double reduction series, has a capac- 
ity of 60 hp at 100 rpm AGMA 


NEW DODGE AIR-GRIP CLUTCH IS __ “ting, and.an be mounted on shat 


up to five inches in diam 
AMAZINGLY SENSITIVE, COMPACT : — nyu No . wd 
inheren advantages or the oage 
Torque-Arm line. No foundation, no 














~ flexible couplings, no sliding base 


required—and there are no lining-up 
difficulties. The reducer is mounted 
directly on the shaft. The torque- 
arm, fastened inv fixed object, 
inchors the re I Che unit is 
driven throu in belt drive 
Stock Tar x ves permit 
any speed 

Another new member of the Tor- 
que-Arm line is the single reduction 
No. 11. The capacity of this size is 
1.3 hp at 100 rpm AGMA rating. 

Torque-Arm Reducers are now 
available, in both single and double 
reduction series, with capacities from 
1 to 60 hp, output speeds from 12 
to 365 rpm. A built-in backstop is 
nto It ' s requires available when service conditions re- 
Wher an — se quire. The Tri-Matic Overload Re- 
need qui . re bunt lease, also available as optional 
nto th . . ts i ’ pti equipment, loose ns the belts. cuts off 
equipment Cross-section View of the the power and gives a warning in 

Again it is unique d n and ad New Dodge Air-Grip Clutch case of excessive load 














vanced enginee! 


the cooler operation of the Air-Grip jack of this new air clutch is | $CHOOLSTARTS APRIL 25th 


ia ciatinective des ni ‘ t? ' wige § SIXTtV vears ot expenence in , , ' 
rh . s . , Spring term of the Dodge School of 
dise at the end farthes us rving industry's clutch needs eX- Transmissioneering will open April 25 
he pressure plat \W ‘ gene! perience which deve oped the famous | There will be thre asses as usual 
the heat inherent in clut ration Dodge Diamond D and Rolling Grip Students representing Dodge Distri- 


This. combined ati Mechanical Clutches. Thorough tests butors in all part OuntEry art 


: 2 . , coming to t fact fo full week of 
ternal ventilatio i r oolel in the held, as we ss In the labor- instruction. U pon successful completion 
operation and longer lif itory, assure Dodge dependability |] of the course they receive certificates 
severest service rovis in the Air-Grip Clutch. This new as Transmissioneers. In the 11 years 

7. of the school's ex t sduates 


number 1319 


steel 


for mechanical engagement of t itch is available in sizes from 8.5 
vich if the a ipply s tid to 460 hn at 100 rom at SO pes 


‘ 
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Sense, Cents & Scents 


— REALLY SHOULD BUY THEIR riety of odors by creating his own 
OWN PERFUME. But the Fragrance l 





imitations of nature and entirely new 
Foundation, which is devoted to the ements at this time of vear and if odors, with no natural counterpart, in 
cause of improving the olfactory ap u're interested in what the McGraw ilmost limitless quantity The obj 


sense t economists’ 


peal of the American woman, tells us { Economics Depastnent sees for tive may be merely economy, or un 
-o rll get the straight dope on 
that 65% of perfume purchases are . “dis ' f 
ie] And the lad : : 20. Here, though 1s another of ; . - tcl to ti 
\ - Ss. DY I tl CU Livy OF ; Cel ( SCT 10 
made by men. And the lade 1d ering of the economics department the concoction of a scent clo o the 
large; seem perfectly content to nd if you've ever had the experience natural flower than it will surrender 
I] ll to lar Some synthetics have littl 
1 should have the s yom : lor ir own bu 
The universal delight of women in — ; listinctiy dor of their vn but 


rmity of quality, or perhaps even 


it that way f ying perfume 


- - = ’ 1 
receiving gifts of hne perfume ind cent,” like monosodium glutamat« 
nn of men in knowing in cuisine, the natural essence 








1 or he } bint } 
ind or how much to D ire _ . 
The Civet Cat Has a Role 


warrant an investigation of t 





} ; ‘] :; 
what the lad rs li} nnther wit r+ 
f feminine fragrance Anoth ital part 


ask . at 
m of this buyer's fixative 


her fragrance, pe rhaps, an 


] 
intlessly—what it is. If you ecsent} racran 
. — 


d primarily at men 
t they will be able t 


intelligently and 


lappen to like it, pretend t 
it anvway, so you will know 
need to know to | 


After all, vou have to li 
smell, too 


ire from the result 7 
wcquaintance lear 
so much the better 
authorities vield« 

harmonious blend extent. 4 

for a field so we are happy to re 


mal taste 


Finding the Right Scent 


Perfumes, like pipe 


1round 

number is surely 

fumes, furthermore, 

mn different women 

ult of a blending 

batt] f perfum< 
Only b 

in a woman 


1 pleasant 


What Makes a Perfume Good? 


| 


lenders, 
I j f men wh 
rs, not necessity. In nature ential oil 
give flowers and other plant 1 perfume 
ragrance. So far, chemists mall part of th 
1 at least 6,000, and per I » end up with a pr 
} 


I 
sences. Pro mells good not only in the 
which som » when combined with 

ve imbedding petals in lard } woman's skin. Perfume 

c ile to achieve their purpose 


re carefully mixed, hov 


ec pro ind 


ntinued on page 10 


NDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 





LUNKENHEIMER OPENS 


= 
SS 
"; , bonnet, 


em, and hand- 


ver a 
disc, s ( . , : 
wheel) is corrosion-proof , : 
»VC, molded to precise : , ° 
olerances. Packing is self- my ‘ 
ubricating Teflon . “ 
Re of < PVC VALVES 
Fig. 2600 ae! Jf 
9 ra 
125 WP 140°r. al and FITTINGS 
= € 9 
‘ } 
7 d y, 


give you a 

big opportunity to 
increase sales 

and profits 


mii) Ya] HAL J» 


i 


a 


PAAAAAYAA \ a 
sili ee . 4 | 


The cost of a Lunkenheimer Vatve gets smaller and smaller 


ia, Corse 
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NEW DOORS FOR YOU 


where valves operate under corrosive conditions 


RESISTS THESE TYPICAL CORROSIVES — acids, 
alkalies, sulphates, caustic solutions, gasoline 
and fuel oils and hundreds of others. 


REPLACES VALVES made of or lined with 
high alloys, stainless steel, glass, porcelain, 
stoneware, rubber, and brittle or soft plastics. 


NON-CONTAMINATING, NON-CONDUCTIVE 
— luncor PVC is not only corrosion-resistant, 
but odorless, tasteless, non-toxic, non-porous. 
Luncor is a low heat conductor, keeping 


sweat to a minimum. 


MAKES POSSIBLE COMPLETE PLASTIC PIPING 
SYSTEMS—easily and inexpensively installed. 


AVAILABLE WITH A COMPLETE LINE OF 
FITTINGS — elbows, tees, flanges, unions, re- 


ducing bushings; caps, couplings, and plugs. 


Once again Lunkenheimer pioneers a revolution- 
ary new product to add to its long list of 
distinctive “firsts.” This is the first all-molded 
PVC valve designed and engineered by a valve 
manufacturer. It will open new doors and bring 
you new accounts. Your Lunkenheimer repre- 
sentative has all the details and is anxious to 
work with you to introduce this new cost-reducing 
valve in your territory. 


NEW COORDINATED SELLING HELPS 


Another in the series of now-famous “Coordinated 
Lunkenheimer Promotions” is under way to help 
you introduce and sell the new Luncor PVC Valve. 
Literature, mailing pieces, suggested sales letters, 
and demonstration valves are ready for you to use. 
Ask your Lunkenheimer representative or write us. 
And watch for the big double-page, colorful ads 
in ali the leading trade magazines. The Lunken- 
heimer Company, Cincinnati 14, Ohio. 


NKENHEIMER 


and smatter with each passing year of dependable service 


NAME 


IN VALVES 
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SUPREME is on the srow 


6. 





During the post three months, Supreme 
Products hove introduced six new models of 
Supreme Chucks. Why? Because America's 
tool makers and tool users demanded them 
These expert buyers have discovered that 
from Supreme Chucks, they get a quality of 
performance not otherwise available to them. 
One great new Supreme Model is the 15733. 
This is the only chuck made with a full capac- 
ity range of from 0° to Ye" and with such 
@ small lightweight body. Easy operation, 
light but sturdy construction, low price, com- 
poctness, ore features of this new drill 
press chuck. 

Other new Supreme Chucks are: 

1ST 33-C—Cap. 0°—r" (boll bearing lock collar) 


Supreme 


PRODUCTS, INC. 


2222 So. Calumet Avenue 
Chicago 14, Illinois 
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9T3—Cap. %"—%"; 9F—Cap. %"—%" 
8T3—Cap. 4 "—%". 8F—Cap. %"—%" 
Each of these fills a specic! need on new 
equipment and for replocement use. 

18 OUT OF 21 LEADING POWER 
TOOL MAKERS are now equipping all 
or a part of their output with Supreme. Ask 
your distributor to demonstrate them on 
your own machines. Fully interchangeab! 
with other makes. 


Order from 
Your Distributor 


| perfume s 


' | But there are some highh 


etbook. As 





Sense, Cents & Scents 


Starts on page 





dissipate thei easant va- 


they may 
pors and leave milady swathed in an 
unhappily depraved nt and in an 
unhappy mood 


in 700d perfume is to 


The aim g 


maintain the same pleasant bouquet 
throughout its use. But if the scent 
with wearing, it’s not 
mark of inferior per- 
part of the 
light scents 
that accentuate floral essences are ordi- 
ind more diluted 


tones 


fades swiftly 
necessarily the 
fume. It 


may simply be 


nature Ihe 


narily more volatile 
than those with heavier 


Must It Be French? 
rhe experts—and unpr 
at that—tell us that French perfumes 
are better if you want to pay the price. 
highly satisfactory 


judiced ones 


American brands for the modest pock 


these are frequently 


adorned with French names and made 


by French émigrés, you may not be 


able to tell the difference anyway 


The particular genius of the French 


in creating perfumes seems to lie with 


their consummate patience in develop- 


ing a blend and in a “know-how” 
perhaps we'd better call it savoir faire 


to avoid an un-French expression 
accumulated from nturics of 
tic All good perfu se the 


yt 


pr ac 


samc 


How Much Should You Buy? 


perfume industry has gener 


provided the American 


f sizes and degrees of 


male 


in pac kaging whl h will ac 
every p xet \ 

fine French 
ight for as little 
$45 for an ounce 


commodate dram 
: ounce 
perfumes can be b 
is $3. You can pay 

24 


Continued on page 14 


yf even 





Features Essential to Top 


Hack Saw Blade Performance 


Tough Alicy 
Stee! Back 


UNBREAKABLE—to saw FASTER. 


Composite construction (a 

narrow high speed steel tooth 

edge electrically welded by the MAR- 

VEL-invented process to a tough, non-brittle 

alloy steel body), means that MARVEL high-speed- 
High Speed edge can be subjected to the MAXIMUM feed pressure 
Steel Tooth that any hack sawing machine is capable of applying. 

MARVEL blades need not be “‘babied”’ for fear of breakage! 


SHATTERPROOF—for SAFETY. ‘ 

MARVEL blades never shatter or ‘explode’ as do the 
ordinary “‘brittle’’ blades shown at left which so often 
cause personal-injury accidents such as the loss of an eye 
or severe laceration and expensive damage to the sawing 
machine. Operators who use MARVEL blades exclusively 
soon “‘get the habit’”’ to apply heavier feeds, greater blade 
tension, higher speeds—to do their work faster, because 
they know they are SAFE with MARVEL. 


SHARPER, PREMIUM-STEEL TEETH—to wear LONGER. 


Teeth are accurately machined by a MARVEL-invented 
process that assures sharper tooth points and positive uni- 
formity of tooth shape and degree of set from end-to-end 
of every MARVEL blade. The steel used in the tooth edge 
is carefully selected from the finest high speed steels avail- 
able throughout the world, regardless of cost or source— 
truly premium steels, without premium cost. 


QUALITY CONTROL—to assure UNIFORMITY. 


With more than a quarter century of experience in invent- 
ing, perfecting, and producing welded-edge hack saw 
blades, MARVEL has provided its own laboratory with 
the most modern metallurgical instruments and techniques 
known to the applicable sciences for the specific purpose of 
maintaining highest possible quality control. Coupled with 
rigid tests and meticulous inspection of every MARVEL 
blade, uniform quality is assured. 


These are only a few features that make MARVEL High-Speed- 
Edge Blades such outstanding performers 


Ask for the latest MARVEL 
Cutting Tool Bulletin and 
the name of your closest 
MARVEL Distributor. 


Manufactured only by 


ARMSTRONG-BLUM MFG. CO. « 5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 
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Another Reason Why... 


RUST-OLEUM MEANS MORE 
PROFIT TO YOU! 


We're blanketing your trading area with the most 
dramatic sales-producing advertising and merchandising 
program ever seen in the protective coating - 

field to pre-sell. your customers and prospects 

and bring live leads and inquiries to you. 


RUST-OLEUM CORPORATION 
2412‘Oakton Street, Evanston, Ill. 


Rust-Oleum. It is distinctive 
as your own finger print. 
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He’s appearing reg- 
ularly in the major 
industrial magazines 
with helpful hints 
on V-belts. 


























Here’s what you should 


know to succeed... 


Ihe e Pr eading industrial 
uct is the 

The Little Pro 

t besides sup 
witt ] special 
bers tor extra 
straight side 
Durkee-At wood 


Knowledge 


\ 


the LITTLE 
PROFESSOR 
Warehouses that are conveniently located throughout 


also says... the country, with complete stocks for speedy shipments 


+ Training programs that give Durkee-Atwood distrib- 
You can be certain vters greater knowledge of V-belts, to better serve 
thei customers 


that the products 


+ Trained sales engineers who are readily available to 


solve technical problems 


and Super Service 
+ Prompt filling and prompt shipping of all special 
from Durkee-Atwood V-belt orders from the factory 


will aid your success. + Super Service in both engineering and factory output 
to meet off V-belt requirements.” 














Ask us how the Little Professor 
can werk for you... 





Find out tod 
you with new 


your success. Write Dept. ID-2 


DURKEE-ATWOOD CO. 


MAin 0441 . Minneapolis 13, Minnesota 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 








guide 


ve chen 


hnest 


+ 





womal 


lini 


that 


l, 


C de lu 


man for 


utine 
Mu ar 


rf 
rumMecs 


i 


y narmcc 


C 





NOW NEW WITH HALLOWELL 


ShopTop—an amazing top material 


NEW SALES TOOL SELLS SHOPTOP. Form 2058 gives complete information 
about this amazing new top. Cor vith prices, are available for your 
listribution. Order your supply well Shop Equipment Divisic 


it 


STANDARI ) i " Pa 





NEW HALLOWELL BENCH TOP... NEW SALES 
FOR YOU. We've added a remarkable new 
material, ShopTop, to our standard bench tops 
rhe core is of kiln-dried blocks of ponderosa 
pine, covered top and bottom with Re 

of either 4" or %&” thickness. Thi 

top is available in three widths (24 

36"") and in three lengths (4 and 6’) 
customers will like these other features tox 
Splinterproof, acid resistant. Smooth, stonelike 
ShopTop is 30°, harder than rock maple 
won't splinter, chip or peel—and is resistant 
to most acids, alkalis, oils and greases. Warp- 
free. Short blocks in the core prevent dis 
tortion of the top. Work visibility is increased 
by a natural wood finish. Tough. Surpasses 
density and wear of hardwoods—oflers years 
of superior wear. And this new top can be 
used for replacement on present Hallowell 


benches or can be ipplied with new units 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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high-quality precision fasteners deserve the best in heat- 
and SPS has done its best to provide 


them. Incidentally, Vice President Jack Friel has written 


OUGH HERE! Here 
ne, UNBRAKO Car treating facilities, 

in exceedingly informative series of letters on heat treating 

which makes good sales background for you 
They re also exce!lent pieces to leave with the technica! men 


salesmen 


quenchnes 
Moder your salesmen call on. Write for your free copies. 


WHAT’S NEW WITH UNBRAKO 


News that helps you sell 


and many other magazines read by your best prospects 


OVER 10,000,000 SALES CALLS WILL BE MADE FOR YOU 
this year—through SPS sales messages appearing } Advertising, of course, makes your sales job easier, and 
{ we're doing a lot of advertising for you this year. Here is a 


cations as Busine Week, Product Engineering 
n Machinist, lron Age, Steel, Automotive Industries sample of the UNBRAKO ads appearing this month 


ra) 
} 
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MAN-OF -THE- MONTH 


Theodore H! Bourguignon (Ted) a 13-year veteran 
with SPS, has been appointed to the sales staff, 
with headquarters at Indianapolis. Ted will cover 


southern Indiana, southwestern Ohio, and all of 


Kentucky. Before joining the Army in 1942 (he 
was an MP in France and England), Ted was first 
in the stockroom, then a machine operator. After 
the war, he became a power press brake operator, 
was in Inside Sales for the Hallowell Division, 
and became assistant manager for that depart- 
ment a year ago 


PRECISION GROUND DOWEL PINS. Al! the facts 

a valuable selling tool—an excellent mailer—a 
good point of sale piece. This 4-in-one folder gem 
is an UNBRAKO Dowel Pin folder. It lists sizes 
suggests possible applications, gives some good 
selling facts, plugs your services. Want quantities? 
Merely write Unbrako Socket Screw Divisior 

STANDARD PresseD STEEL COMPANY, Jenkintown 
13, Pennsylvania 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PEWNSYLVAMIA 


VERSATILE SPRING PINS have taken over many jobs formerly performed 
by solid pins, set screws, cotter pins, keys, rivets and bolts—and have 
done the jobs better and cheaper. In these adjustable ball bearings, for 
instance, Se.-Loxs serve as lockpins in place of 0-80 screws. Counterboring 
and tapping are eliminated, and the holes are drilled twice from the same 
side, with a time saving alone of 66°. 





SALES TRAINING ALUMNI NOTES 


The SPS Sales Training Program which has been going 
for some months now (and which is open to all dis- 
tributor personnel) has already built up a group of 
loyal—and enthusiastic—alumni 


We're always glad to get bread-and-butter letters, but 
we're enthusiastic about these, because they show that 
the program is serving its purpose in getting men 
familiar with SPS and familiar with the UNBRAKO 
products they sell in order that they may become 
better salesmen 


‘“‘We want to thank you for the privilege of attending 
your school. It was very instructive and constructive 
in the information it gave us to work with. I am sure 
we will benefit by this in future sales.” 


“From both the educational and social standpoint, it 
was, to my way of thinking, a huge success.” 


“Both boys returned from their training course at 
Jenkintown full of enthusiasm. They certainly learned 
a lot, and I am sure this is going to pay off for all of us.”’ 


Yes, the SPS Sales Training School can pay off for your 
organization, too Join this group of enthusiastic alumni 
and fastener experts. Get in touch with your SPS repre- 
sentative immediately. He'll give you the full details 
about the next course to be held here at the plant. 
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Sense, Cents & Scents 


Starts on page 7 





the glamor girl wh 
istic pose is with a martin 
holder? Something heav 
possibly tinctured with | 
in aged aunt? Something 
perhaps floral. For a ¢ 
something that won't 
mates. For the Greenwi 
ty pe? Perh ips you d bett 
scented soap 

For blondes, light scents 
prescribed. For brunett« 


sultry, continental 


brun 
streak rr blondes with t 
Perhaps Confetti and Or et Noi 
some women preter 
than those given 
lower price tags 
these tastes, most perfu 
luted versions of the 
Perfume is diluted in 
vf alcohol. Toilet water 
ette), in about 25 
classically characterized 
mav now be only 
toilet water and perhaps be even more 
diluted 
Ihe fragrance industry, as it likes 
° ° “- 
Heavy construction is a market for rth enegad 


American 1 l h yracticc 


Harrington Hoist Products too of using col 


lished 


s attempting t x 1ade 


Phe market for Harrington products is unlimited. Every indus- 
trial plant and every construction job has a number of applications 
for hoisting equipment. On this job, for instance, steamfitters and 


boilermakers are using six Peerless Packet Aluminum Hoists 


They all go for the light weight. because it permits them to move 


the hoists from job to job even over iron. For information about 


our full line of hoist products, write us. Or, better still; visit 


Booth 501 at the Triple Industrial Supply Convention, May 18 


Bearcat 
Packet tei C Electr 
Horst Horst 


J v rol 
HARRINGTON This, for what it 
THE COMPANY 1 fo what it 
Vakers of Hoists Since 187¢ fragrance industry. Fror 
+ 1] 


‘ 7) \ + 
Gravers Roap at Tue Turnpike, Plymoutu Meerine 11, Pa will have to follow y 
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SPECIAL . » » for chlorine service 


OIC 600-LB. FORGED STEEL, O.S.&Y. VALVES 








OC "40 ALLOY’ 








ALLOY STEEL 


Fig. No. 1741 screwed ~— 
Fig. No. 1740 tlanged 


Proper design and the correct choice of metals 
combine in this OIC Forged Steel line to assure 
adequate strength, safety, and long trouble-free 
operation on chlorine service. 

Hastelloy “C” swivel nut—disc—seat ring—Resist corro- 
sive action of chlorine, increasing service life. 


Monel stem—body-bonnet gasket — The monel stem re- 
sists corrosion. It is of generous size and accurately 
machined for ease of operation. The soft monel 
gasket is ideal for chlorine service. 

OIC “40 Alloy” yoke bushing — ‘40 Alloy” is an 
aluminum-silicon-bronze which will not corrode, 
gall or seize. Its use adds to the ease of operation 
and increases the valve’s service life. 

High-Grade Forged Carbon Steel pressure parts—Amply 
proportioned wall thicknesses throughout provide 
strength and safety. 


Alloy Steel Bolting 4 bonnet studs—O! proper 


OIC 


fOounocto : , 


ALVES 
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Fig. No. 2141 screwed 
Fig. No. 2140 flanged 


size and quality to assure safety and ruggedness 
at the joint. 
Malieable handwhee! — Heavy and large, shaped for 
non-slip gripping. 

Packing is resistant to the corrosive action of 
chlorine. A back seating arrangement permits re- 
packing in a full open position 


A wide seating surface of 30° included angle per- 
mits close flow regulation. Each valve is carefully 
inspected at assembly, and tested at 300 psi air 
under water. 

Write for Bulletin No. 1000, which describes 
these valves more fully. It also contains information 
on valves for black, green and white liquor services. 
Request also Bulletin No. 195, which describes the 
redesigned OIC line of Forged Steel Gate Valves. 

Contact your nearby OIC Distributor for all your 
valve needs. 


THE OHIO INJECTOR COMPANY * WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 


BRONZE & IRON 





THE 
TAP SECRET 
OF THE 
ELECTRONIC 
AGE 


r. 
r 
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VMORSE 
—.vectormatic 





Ground” Taps 





The Taps with the locked-in precision 


».»» Quality-protected by an invisible Wall of Electrons! 


This exclusjée new Morse development obsoletes all 
previous plethods of tap-manufacturing. For ‘‘Vector- 
se” is an entirely new principle that introduces 
an unprecedented new method of close-tolerance 
gaging ... with the whole gaging system controlled 
by an invisible wall of electrons activating a series 
of relays. Gaging mechanism never touches the work. 
And another exclusive feature of Morse ‘"Vector- 
matic’’ Grinding is the ‘‘Magic Mike’’ Control of 
Tap Sizing. The size-control mechanism and the 
adjusting segment of the circuit are completely 
locked in, to insure uniformity. Once the proper ad- 
justments have been made, tolerances remain con- 
stant... nearly 300% closer than old thread-grind- 
ing systems. 


These and other features of Morse ‘‘Vectormatic"’ 
Tap Grinding give far smoother finish, keener cut- 
ting edges, and longer tap-life than have ever been 
known before. And this means higher production 
at lower cost, on every tapping job. So here again 
Morse engineering leadership gives every Morse- 
Franchised Distributor another giant step forward 
in sales leadership! 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 


Worehouses in New York, Chicago, Detroit, Dallas, Son Francisco 


MORSE 


Cutting Tools 


. buy them by phone from your Morse-Franchised Distributor and save ordering time 
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Norton distributors 
grow on the service 
ehind the sale 


Norton distributors are selected with the greatest of care and backed 
with the most comprehensive follow-through technical service in the field. 
This makes for good business relations — and good business. “On 
call” technical backing based on practical in-the-field and laboratory re- 


search give Norton Distributors the edge in abrasive sales. 





World's Largest ‘‘Reservoir’’ Of Grinding Infor- uous flow of engineering knowledge and practical 
mation: Through Norton's Sales Engineering Depart experience enables Norton distributors to offer cus- 
ment flows abrasive information from the home office, 
field engineers and research laboratories. This contin- facts and service 


tomers and prospects an unrivalled source of abrasive 
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On-The-Spot Troubleshooting: Here's how a Norton Abra- 
sive Engineer and Distributor’s man give practical advice to 
a grinding wheel operator. Norton engineers are available at 
all times to help distributors solve tough grinding problems 
for their customers. 


Distributor Salesman Grinding School: Specialized train- 
ing offers practical, first-hand solutions to grinding problems, 
supplementing practical shop work with lectures, movies and 
demonstrations, all at Norton headquarters 


Distributors’ Manual Expedites Buying: This authori- 
tative, easy-to-use manual makes it possible for the Norton 
distributor’s man to quickly select the right wheels for his 
customers’ grinding jobs — stock wheels that are quickly ob- 
tainable from Norton if not in his own stock. 


Helpful Technical Literature: Packed with facts for grind- 
ing wheel users, a wide variety of informative literature is 
available to Norton Distributors, their customers and pros- 
pects. These build goodwill while speeding up sales 


Qllaking better products...to make your products better 


{ORTON 


and its BEHR-MANNING division 


Grinding Wheels + Grinding Mechines + Refrectories 
Pressure Sensitive Tapes 


NORTON Abrosives 
BEHR-MANNING: Cooted Abrasives + Sherpening Stones + 
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Here’s big news—here’s good news for industrial 
distributors. Republic Steel will be pre-selling 


. for you all through 1955 with a big, triple- 
: barreled advertising program. 


Republic's advertising will deliver millions of 
sales messages each month in the nation’s lead- 
ing consumer, business management and indus- 


” 
trial publications. These messages will be selling 
i | the Republic name and Republic products. They 
are prepared to direct business to you. 


In addition, Republic is backing you with cata- 


is doing 10 i> REPUBLIC 
~ help you 
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logs, literature, advertising reprints, merchandis- 
ing and point-of-sale aids. 

This big program means more business for you 
in 1955. Join in—get all the benefits. Stock and 
sell these fast-moving, profit-building Republic 
products:—Bolts and Nuts; Plastic Pipe; Chain 
for every farm, home and industrial use; Cold 
Finished Steels; Steel Pipe; Wire Products; Sheets 
and Tubing. 


Mail the coupon today for more information. 


STEEL 
Sttinclard, Stabs and, Stel Proclua 





ERMA CAWES RETAIL TRADE TO 


World Report SET RECORD IN “55 





Sell Republic Chain, 
the complete line of 
welded and weldiless 
chain for every home 
ond form requirement. 
Republic Chain Prod- 
ucts ore packaged for 


- 
P 
“ 
.> = 
Ard 
he 
\ 


OPTS SORE r een ew ngerever 


eose of handling, stor- 
ng, displaying, sell- 
ing. Also available in 
self-selling disploy as 
illustrated 


To help you sell a complete line of fasteners, Republic makes and 
stocks over 20,000 types, styles and sizes of headed and threaded 
products. You can count on Republic for a wide range of high- 
quality fasteners to meet your customers’ requirements. 


- 


REPU ELn - 
© 


Se eee — ee ell Se tags 


Republic Flexible Plastic Pipe is ideal for irrigation and sprinkling 
systems. It's widely used on farms for jet pumps, livestock watering 
It will not fail with temperature changes. Available coiled, in 
diameters 2” thru 3”— in up to 400-foot lengths. 


Republic Cold Finished Steel Bars and Shafting give your customers 
all the qualities they want in steel parts—accuracy of section, close 
tolerance and a bright, smooth finish that rarely requires further 
machining. Republic produces cold finished bars in all standard 
and special carbon, alloy and stainless analyses. 

REPUBLIC STEEL CORPORATION 

3156 East 45th Street * Cleveland 27, Ohice 

Please send information or 

[} Bolts and Nuts [] Plastic Pipe [] Cold Finished Steels 

[} Chein [) Steel Pipe [) Wire Products [] Sheets [] Tubing 


Nome Title — 


Company 
Address 


City Zone State —— £-1678h 





Sse iti a si cm liege ‘nia eaten di 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 





' 
d P&H ZIP-LIFT ROPE CONTROL (2) P&H HEVI-LIFT 


Pan ZiP-LiFT PUSHBUTTON CONTROL 9 
\8// 


ai) f ‘ 




















P&H HAND CHAIN HOISTS 








P&H JiB CRANES 
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The most complete line in the industry 
is the most advanced line, too! 





cope you handle the P&H Hoist 

franchise, you're selling not only the 
most complete line in the business — but 
a line of hoists that’s as up-to-date as com- 


petent engineering can make it. 


The new P&H rectifier brake is a sample 
of what that kind of engineering can do. 
Three basic engineering improvements 
give you a stronger sales story based on 
quick, easy adjustment and lower mainte- 


nance Costs. 


For instance: There is no linkage in the 
new rectifier brake — less parts to suffer 


wear. Adjustment is made by simply turn- 


pH HOISTS 


... with features such as the new PcH rectifier brake 


ing up a collar on a threaded hub. The 
armature stroke is a maximum of .035’. 
The brake contact is made on the outer rim 
of the brake pot instead of the magnetic 
core. This eliminates peening and flared 


laminations. 


All in all — the new P&H rectifier brake 
makes a good line of hoists that much 
better. And it gives you a competitive sales 


point that can mean extra profits for you. 


Use the handy coupon below to get a 
P&H sales engineer in your office. He'll 
have the full story on the revolutionary 


new P&H rectifier brake. 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4663 West Notional Avenue, Milwovkee 46, Wisconsin 


Gentlemen: Get a man on the job. We'd like to see him. 


Name 


HARNISCHFEGER 
CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 





How SPECIALTY Selling Builds 


LLL 


DOMINANT DISPLAY, CONVINCING DEMONSTRATION ‘i 


Shown above is Star Machinery’s floor display of the complete Delta line, maintained 
because prospects don’t like to buy what they can’t see. Star salesmen are always able to 
quote immediate delivery on Delta tools. And equally important, they are always able 
to take a prospect to the showroom to demonstrate any tool he may be considering——and. 
incidentally, to stimulate interest in other tools on the floor. 





DELTA QUALITY MAKES THE DIFFERENCE 





$100,000 DELTA Sales 


for Star Machinery Company, Seattle 


Delta Power Tools are “big business’’ at Star Machinery Co., Seattle, Washington. 
According to Star Machinery officials, there are two basic reasons for their annual 
Delta volume of over $100,000. First: the high quality, high acceptance, and unusual 
completeness of the Delta line. Second: the application of specialty selling methods 
based on unusual customer service. Here are highlights of Star’s outstandingly suc- 
cessful operation .. . 


DELTA SPECIALIST 


. Star Machinery utilizes the 
sales-value of specialized product 
knowledge. Walter Anderson 
right) is Star’s factory-trained 
Delta tool “‘specialist,’’ and indus- 
trial arts and vocational equip- 
ment salesman. Here he is 
discussing Delta’s new accessory 
packaging with Bob Norwalk, 
manager of the industrial equip- 
ment division. Anderson trains 
other salesmen on the Delta line, 
and helps with ‘“‘tough”’ sales. 
Customers respect his judgment 
in recommending the right tool 
for their particular operation. 


IMMEDIATE DELIVERY ACCESSORIES SELL TOOLS 


an important part of Star Machinery’s ... At Star, the sale of an accessory often 
specialized customer service. Here is just leads to the sale of additional tools when 
a part of the back-up stock of Delta Power it is learned what job the customer wanted 
Tools and accessories always carried in the accessory for. Accessories and parts 
the big Star Machinery warehotise. are kept in labeled bins for quick service. 


DELTA LINE IS BIG BUSINESS 

FOR MANY DEALERS DELTA cv siiry rower roots 
Stor Mochinery's outstanding success through applying specialty Another Product b 

selling methods to the Delta line highlights the experience of mony 4 Y Rockwell 
Delta Dealers. When Delta quality is matched by decler perform- 

ance of equolly high quolity, the result is bound to be ever lorger 


ond more profitable soles. Delta Power Tool Division, Rockwell 
Manufacturing Company, 6348 N. Lexington Ave., Pittsburgh 8, Po 








ANY CLOSE REGULATION OF STEAM 
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ANOTHER VOLUME-BUILDER 
IN JENKINS COMPLETE LINE 


For services that cause rapid wear and frequent 
failure of other valves, Jenkins Distributors 
offer this 500 Brinell Armor Seat series that 
provides Jenkins well-known extra value in 
plug type valves. 

Plug and seat ring are Jenkins JX500, a 
Stainless chromium alloy steel made to Jenkins 
high strength specifications, heat-treated to 500 
Brinell hardness. Seating surfaces are super- 
hard and mirror-smooth, offer highest resistance 
to galling, cutting, abrasion, and erosion... 
and “wire drawing” effects of close regulation 
of steam. 

Three pressures, and a full range of sizes in 
screwed and flanged globe and angle valves 
meet virtually all requirements. New folders, 
Form 202, with complete information and specifi- 
cations, now available for Jenkins Distributors. 


Jenkins Bros., 100 Park Ave., New York 17. 
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JENKINS recrwo-renew 


PLUG TYPE VALVES 
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300 Ib. 200 lb. 150 lb. Globe and Angle 
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THIS IS YOUR AD, MR. DISTRIBUTOR 


This is the day of MARKETING THROUGH SERVICE . . . through help- 

fulness as well as good products. Since Nicholson and Black Diamond 

files are sold to industry only through you and your fellow Distributors, 

you and they are the first, and direct, beneficiaries of this ad's influence. 

It appears in these leading industrial magazines: 

Tooling and Production, Feb. - Purchasing News, Feb. - Mill and Factory, Mar. 
Manage, Mar. - American Machinist, Mar. 28 + iron Age, Apr. 14 


Reprints of this ad may be hod for your salesmen’s and special customers’ use. 
How many copies can you use? 


<=, “Whaddya want 


to know about 





“POP the Foreman” is the likeable yet serious- 
minded imaginative character who for many 
years has been a “spokesman” for Nicholson 
through the pages of this and other leading 
industrial magazines. 


“Pop” speaks the conscientious industrial fore- 
man’s language on the use, care and selection 
of files. And being deeply interested in the success 
of those who employ men like himself, he has a 
lot of sage thoughts and suggestions that will 
prove helpful to efficiency- and economy-minded 
industrial managements. 


files and filing? 
Ask Pop 
—that's me” 


So the following three pages are turned over to 
“Pop,” who does some interesting “ghost writing” 
under our sponsorship and supervision. 


Nicholson believes in and has for 40 years adhered to 
the principle of selling to Industrial Users only through 
Industrial Distributors. As a result, these Distributors 
and their field men learn how to WORK FOR YOU. They 
become experts on files and filing—right down into 
your shop where the right use of THE RIGHT FILE FOR 
THE JOB counts in the way you want it to count. There 
are in the U.S. more than 875 near-at-hand Industrial 
Distributors of Nicholson and Black Diamond files. 


3 MORE 
PAGES 
















THIS IS YOUR AD, MR. DISTRIBUTOR 


This is the day of MARKETING THROUGH SERVICE . . . through help- 
fulness as well as good products. Since Nicholson and Black Diamond 
files are sold to industry only through you and your fellow Distributors, 
you and they are the first, and direct, beneficiaries of this ad’s influence. 
It appears in these leading industrial magazines: 


Tooling and Production, Feb. - Purchasing News, Feb. - Mill and Factory, Mar. 
Manage, Mar. - American Machinist, Mar. 28 - iron Age, Apr. 14 


Reprints of this ad may be hod for your salesmen’s and special customers’ use. 
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So the following three pages are turned over to 
“Pop,” who does some interesting “ghost writing” 
under our sponsorship and supervision. 


“POP the Foreman” is the likeable yet serious- 
minded imaginative character who for many 
years has been a “spokesman” for Nicholson 
through the pages of this and other leading 


industrial magazines. Nicholson believes in and has for 40 years adhered to 


the principle of selling to Industrial Users only through 









“Pop” speaks the conscientious industrial fore- 
man’s language on the use, care and selection 
of files. And being deeply interested in the success 
of those who employ men like himself, he has a 
lot of sage thoughts and suggestions that will 
prove helpful to efficiency- and economy-minded 
industrial managements. 
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your shop where the right use of THE RIGHT FILE FOR 
THE JOB counts in the way you want it to count. There 
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Heavy Filing 


USE THE RIGHT FILE 
FOR THE JOB 


Pop says: “Actually there ore thousands 
of kinds, cuts ond sizes of files. Thet is 
becouse there ore thousands of different 
filing jobs, each of which can be done 
better by using the right file for the job. 

“Therein lies the first rule on ‘How to 
get the most out of files.” From the rough- 
est cast-iron filing job (as in the illustro- 
tion above) to delicate die or fine-instru- 
ment finishing (see picture below), the 
right file enables doing the job properly, 
whereas the wrong one does no? — and 
often, in fact, ruins the work. The right 
file saves time becouse it performs cor 
rectly, and usually faster, on the kind of 
metal or work for which it is designed. 
The right file permits o grecter number of 
efficient filing strokes — per file and per 
file cost. 

Many factors enter into the selection 
of the right file for the job. In generol, 
different files are required: (1) to file o 
flat or convex surface; (2) to file a curved 
or concave surface; (3) to file an edge: 
(4) to file @ notch, @ slot, or o square or 
round hole. 

“But these fectors con become compli- 
coted by hundreds of combinations with 
additional factors, such os: (1) the kind 
of materiel to be filed; (2) the kind, 
shope ond hardness of the object to be 
filed; (3) the location, size and character 
of the surface; (4) the onount of metal to 
be removed; (5) the degree of smooth- 
ness or accuracy required. Therefore, 
selecting exectly the right file for ony 
particulor combination is no easy task. 
Experience is a good guide—but o slow 
teacher. However, with the aid of ‘File 
Filosophy (see lest panel), no mechonic 
need be for off the track to the right file 
for the job.” 


Precisive Filleg 





Right Filing 


USE THE RIGHT FILING 
METHOD, TOO 


Pop soys: “Filing is en industrial ert. Grip, 
stroke and pressure must ‘fit the job,’ ond 
the kind of file used. 


—straight aheod or slightly diagonally— 
ocross the work. (2) Drawfiling consists of 
grasping the file at each end and pushing 
end drawing it laterally ecross the work. 
(3) Lathe filing consists of stroking the file 
against work revolving in a lathe. 


“VISE FILING. For general filing, vise 
should be at about elbow height; 
whet lower for continuous heavy 
neorer eye level for delicate work. 


herdwood blocks are sometimes used. 


“GRASPING AND ‘CARRYING’ 
FILE. In most two-hand filing operations, 
handle grasp should be ‘full’ with 
tying parallel along the top. Point of file 
is usually grasped by the thumb and first 
two fingers of other hand, with thumb on 
top end approximately in line 
For the lighter thumb and fingers 
should be moved toward right-angle posi- 
tion according to pressure required. 

“To prevent ‘rocking’ in flat-surface 
filing, file should be corried forward in 


FILING ROUGH CASTINGS 
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FILING 


PRECISION 





LATHE FILING 








FILING SOFT METALS 
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FAMOUS NICHOLSON BOOK 


“FILE FILOSOPHY"— 
FILES AND FILING 


FILING FLAT AND 
CURVED SURFACES 


THE CARE OF FILES 
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““‘Do you know this famous weight lifter ?”’ 


You've seen thes 
ountry, says R. H. Da 


15 tons at a clip 


When Kansas ¢ 
fork trucks were 


» che 


W 


GaTs THERE FIRST via US. Scheduled Airlines 


CALL. AIF EXPRESS . . FAILWAY EXPRESS AGENCY 
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Special Delivery Distribution 


Supermarket service from a chuck 
manufacturer! Sounds extreme, but Jacobs 
shown above to expedite 


uses the set-up 


delivery to you... and it works! 


More than 300 different items made by 


Jacobs and stocked by Jacobs distributors are 
handled by these tracks on racks. Immediate 
eye check of on-hand items makes stock control 


easier ... and when the supply gets low the 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 
are ready to deliver the chucks you 
need and the service you deserve. 
first in chucks . . . first in service 


production schedule is reviewed to ensure 


prompt and adequate replacement. 


This kind of special delivery distribution 
has effected a 62% improvement in handling 
efficiency . . . improvement in our service to 
you, too. Service to the distributor and a 
quality line to sell . . . that’s the Jacobs story. 
It’s profitable to sell Jacobs — because Jacobs 


Chucks are wanted and the line is complete. 


Sacobs 


CHUCKS 


i it's a Jacobs it hoids 








LO 


34 





7 Tf this ad were in color 
these chips would be blue 


and blue chips would describe perfectly the Osborn Line—the 


class of the industrial brush field! 


Your selective Osborn franchise is “blue-chip’’, too, for it leads 
to the finest of all types of business . .. REPEAT BUSINESS! 


A million advertising “‘calls’’ a month help to build a ready 
acceptance of Osborn maintenance, paint and power brushes 
throughout all industry. Be sure you get your share. Osborn brush 
business is steady, dependable and profitable. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 14, Obio. 


Osbou Brushes 








SBORN MAINTENANCE, PAINT AND POWER BRUSHES - FOUNDRY MOLDING MACHINES 
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UNION DISTRIBUTORS 


SERVE THE NATION 
FOR * SPEED 


* ECONOMY 
* RELIABILITY 
| * PERSONAL CONTACT 
' CALL YOUR UNION DISTRIBUTOR. 


UNION TWIST DRILL COMPANY °* ATHOL, 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock island, Quebec 


MASSACHUSETTS 





—_ 


YOU BET THEY STAY SOLD 


ON R/M’s BIG 7 PACKING TYPES 


for maintenance simplify ordering, and reduce inventories 


Big King most plant's need only three or four 
Why not push R/M’s Big 


ourself? Ravbestos-Manhattan will support 


Packing Types 


ipp 
that with 
ntive you constantly with ads of great interest to 
on maintenance. Thev your customers and prospects. And will keep 


slso find out that they cul maintenance costs you supplied with the finest of sales aids 


PACKING TYPES MEET 95% 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. | “°°” 
PACKING DIVISION, MANHEIM, PA. } 


R/M distributors 
FACTORIES: Gridgeport 


Crawfordsville 1: Peterborough tar 


R/M’'s BIG PACKING NEEDS 





R Vv pac kines for 


maintenance purposes 








Manheim, Pa N harleston Passa NJ Neenah, Wis 
anada 

RAYBESTOS-MANHATITAN, INC., Packings «+ Asbestos Textiles « industrial Rubber, Engineered Plast 
Covered Equipment « Brake 


Bowling Ball's 


and Sintered Metal Product * Abrasive and Diamond Wheels « Rubber 


Lining . Brake Blocks . tch Fecings Far Beit . Radiator Hose . 
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TYPE 1 Universal plastic packing for 
pumps and valves 


TYPE 2 High temperature valve stem 


and expansion joint packing 


TYPE 3 A packing for high speed rotary 
air compressors 


TYPE 4 A specialist 


liquids, acids, and viscous materials 


n handling corrosi®e 


r use with chemical 


TYPE 6 Gasket 


service requirement 


TYPE 7 Molded packings for hydraulic 


and pneumatic equipme 
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Linco/n 


LUBRICANT 
APPLICATION 


PREPARED BY LINCOLN ENGINEERING CO 


News 





Modern Controlled Lubricant Application Systems For Modern Machines 





LINCOLN ANNOUNCES NEW POWER-DRIVE 
CENTRALIZED SYSTEMS AT PLANT MAINTENANCE SHOW 


| 





Air-Operated, 
Automatically 
Timed or 
Machine 
Controlled 


New Systems Solve Problem of Automatic 
Power Lubrication for Individual Machines 


Automatically lubricating individual 
machines at a frequency dictated by 
their speed of operation has been a 
critical lubricant application problem 
for years. Now, Distributors have that 
long-sought-for answer in the new Lin 
coln Power-Drive Systems. These air 
operated systems offer the ultimate in 
flexibility, and positive power lubricant 
application. Pre-determined, measured 
quantities of lubricant are supplied to 
each individual bearing. Systems may 
be automatically controlled by mechan 
of the machine, by an 


ical motion 





adjustable electric time switch, or man- 
ually controlled, if desired 


To make these Systems absolutely fool 
proof, a safety device has been incor 
porated. It automatically shuts off the 
machine being lubricated if air supply 
to the should | fail, 


lubricant reservoir is empty, or lubri 


lubricant pump 
cant supply line is damaged. Here, also, 
is the answer to lubricant application 
of machines in automated production 
lines. Now, machine units can be moved 
to different positions in the line without 
disturbing the lubrication system. For 
complete details write for Bulletin 806 
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COMPLETE LINE OF 
REVOLUTIONARY SYSTEMS 
FOR POWER APPLICATION 
OF MATERIALS AND FLUIDS 


Lincoln Distributors are now in the 
enviable position of having an exclusive 
on the answer to Controlled Power 
Application of Materials ranging from 
corrosion preventives to the heaviest 
adhesives and mastics 





The new Lincoln Catalog No. 41 pre 
sents this completely revolutionary line 
of BALANCED-POWER PUMPS in 
combination with the patented Lincoln 
Automatic Pressure Flo Equalizer. 
Both systems are packaged for Pole, 
Spray and Flo-Gun applications, to- 
gether with all components and acces- 
sories for easy assembly of 
designed systems. 


NEW LINCOLN MEASURING 
VALVES WITH CAPACITIES 
TO MEET ALL REQUIREMENTS 


custom 


To augment Lincoln's line of Measuring 
Valve Systems for metered 
quantities of lubricant to components 
and completed products on assembly 
lines, hydraulic measuring valves of any 
capacity are now available. For com- 
plete details write Industrial Division, 
Lincoln Engineering Company, 5739 
Natural Bridge Ave., St. Louis 20, Mo 


injecting 


“LINCOLN ENGINEERING COMPANY . 51. Lovis 20, Missouri 


Write for complete details on how you can become an authorized Lincoln Distributor. 
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Volume o Your Sales 


—- 











You can add bonus dollar volume to 
your sales without going out of your 
way, when you ask for the rope order. 

Rope is universally used to lift, low- 
er, tie and control. Practically every 


industrial plant needs rope for slings, 





tackle, maintenance work and scores 
of other uses. 

Ask for the rope order, and the easiest order 
to get is the order for Plymouth, nationally ad- 
vertised and promoted, known for over 130 
years as the Rope You Can Trust. 

If your house does not handle Plymouth 
Rope, ask your sales manager to get the 
Plymouth Merchandising Plan for profitable 


industrial rope sales. 











Plymouth Cordage Company Ga ve} o> 
Plymouth, Massachusetts 
New Orleans, Louisiana 








oe see 


“Plymouth Rope Order 


| bead 
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U. S. Holdtite are the amazing wonder- $ t 
working pressure-sensitive tapes of in- | U. S. Holdtite pressure-sensitive tape holding packages 
dustry! Applied with just finger pressure, ha i 
they bind, hold, mask, reinforce, pro- 
tect and serve as an indispensable tool 
for hundreds of industrial uses. They are 
so much a part of industry that the won- 
der is how industry ever got along with- 
out this wonder-worker line. Well- 
named, too, because once applicdyd 
U. S. Holdtite tape will never come loose 
by itself; it must be removed. [fs @ tape 
line that's respected by @ll industry and 
is the only tape line tha@gwill do so much, The cutting edges of precision tools are protected with 
é U. S. Holdtite. A favorite trick with both makers and users. 
so well. Order U. S. H@litite 
pressure-sensitive 
tapes from any of the 
twenty-seven “U.S.” 
District Sales Offices, or 


write address below. 


UNITED STATES RUBBER COMPANY 
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who pipes in the profits! 
line of pressure-sensitive tapes! 


U. S. Holdtite tape holds matting in place on 
slippery terrazzo floor, also prevents curled edges. 








U. S. Holdtite holds so strongly it can easily support a 


Masking chrome, glass or any part of car with U. S. Holdtite 
full-grown man in a sealed container 


tape while paint-spraying. 


Style #$01~—Crepe paper back. Strongest crepe backing on 
the market. So flexible it is the one right tape for all curve 
work. No “feather edge” when used for painting. Strips clean 
— won't flake or break. Takes up to 2 


240-pound tensile strength. The one right tape for strapping 
and sealing cardboard cartons. Will not work loose. An 
extremely powerful adhesive that makes tampering and pil- 
fering impossible to conceal. A single strand will hold boxes 
piled up on a skid 


OO degrees temperature 


Style #511—Flat paper back. Has TWICE the strength of 
conventional masking tape. Ideal for straight line masking, 
also for binding, bundling, and sealing 


Style #601 — Waterproof cloth tape with plastic coated back. 
Perfect for waterproof sealing, masking, protecting anything 
that will be exposed to the weather. 


MECHANICAL GOODS DIVISION, 


Style #503 —Crepe paper back. For high temperature baking 
operations. Takes up to 300 degrees temperature for 1% 
hours. A favorite tape on original equipment items 


Style #508 — Paper-backed glass filament reinforced tape with 


Style #604—An ideal low-cost cloth “expendable” tape for 
one-time use... protecting tool edges and fittings, bundling 
parts, keeping wrappings on toys, guarding fragile wood from 
splitting while being sawed. 


“U.S.” Research perfects it...“U.S.” Production builds it...U.S. Industry depends on it 


ROCKEFELLER CENTER, NEW YORK 20, WN. Y. 
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DRUMMING UP 


Ge Poel make 


= . aes a 


Bigger velame on Hand Tools 


It’s simple to rack up quantity orders when you push the 
Blackhawk line. That's because plants find Blackhawk 
Hand Tools stand up best under continuous assembly line 
use. Also, they have extra, work-speeding utility. 

Blackhawk is now the source for a COMPLETE LINE 
of hand tools — designed with industry in mind. 





Every department is a 
Porto-Power prospect 


Industrial distributors are doing big business 
seliing a kit of ‘‘Porto-Power” equipment for 
every maintenance crew. But your “Porto- 
Power” business doesn’t stop there! Tool en- 
ineers use these “Porto-Power™” components 
or jig and fixture work, creating single 
orders totaling thousands of dollars for men 
like you. 
Every department is a gold mine for 
“Porto-Power™” business. It’s ordered by 
methods men, safety engineers, laboratory 
technicians, field service managers, contrac- 
tors and many other hot prospects. Only 
Blackhawk builds “Porto-Power.” 
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profitable sales is 


~ Blackhawk a KEY line! 





The most complete line 
of Hydraulic Jacks 


— and they’ re full of talking points and extra 
advantages for industrial and construction 
men. New low prices on popular models help 
make you the winner in any competition. 


Pipe Benders for all electricians 


Plant electricians and electrical contractors are making this 
the most popular line of pipe and conduit benders and a rich 
source of volume for distributors. That's because Blackhawk - 
benders are more portable, handier, faster and make the crew - aie 


arabe Take a tip from 
other “blue-chips”! 


Volume and profits cause many of 








ISTRIBUTORS boost their Blackhawk sales 35 to 60% by mak- 
ing Blackhawk a KEY line in their plans. Newer outlets 
show increases up to 200%. And with the profit structure on 
this line — that’s big money. Every customer you have is a 
prospect for something made by Blackhawk . . . and you get 
effective promotion that helps you tell everyone in your terri- 


the country’s largest and best known 
distributors to rate Blackhawk a 
Major Key Line. All of these sales 
opportunities are yours under a pol 
icy consistent with the highest ideals 
of the Industrial Suppiy fraternity. 


tory about these unique products. So — bank on one source 
for all lines represented here and you'll conserve sales effort, 


cut handling costs and really stack up the profit. Here's a new money- 


maker for you! It's 
Catalog H-201 on 
Blackhawk 


“Hydraulic 
® Tools.” 


HYDRAULIC EQUIPMENT « « « HAND TOOLS 


Products of Blackhawk Mfg. Co., Dept. M-1725, Milwaukee 46, Wis. 
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NOT TO EXCEED 


3600 RPM 
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TWO EXTRA OPPORTUNITIES! 


BAY STATE distributors amd their customers benefit 
through the exclusive “Fractional Grades” feature of 
BAY STATE vitrified wheels. 

Distributors get opportunities for extra sales and 

extra customer satisfaction. 

Customers get wo extra opportunities to match wheel 
specifications to their job requirements. 

For improved service to your customers who want better 
precision grinding, get the extra benefits of “Fractional Grades”. . . 
with BAY STATE 

“WHEELS of PROGRESS”. 


HERE’S PROGRESS IN GRINDING 





(a) FRACTIONAL GRADES (b) 


The three wheels above vary only in hard 
ness. The middle one, with the figure 2 marked 


by the arrow, has an exact hardness of grade H 
‘ 


% 
It is flanked by the two extra grade divisions 
you can get from BAY STATI 
(a) 1 means 1/3 softer in grade H AX: 
(b) 3 means 1/3 harder in grade H 
Such extra, slandard specitiations mean pro : Fg “4 


gress in grinding for you from BAY STATI 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Massachusetts, U.S. A. 


Chicago, Cleveland, Detroit, Pittsburgh 


Branch Offices and Warehouses 


in Canada: Bay Stote Abrasive Products Co. (Canada) Ltd., Brantford, Ont 
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ARMSTRONG 
~~ 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion's Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industriol Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 


the-Board.” 


¢ ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE CHICAGO 30, ILL. 
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That’s what you’ll be saying again and again 

when you advertise in the ‘Yellow Pages’ 

of telephone directories... because buyers of 
Find Your industrial products look in the ‘Yellow Pages’ 


Nearest Distributor , : 
. the to find suppliers, their addresses and telephone 


‘ ’ . 
‘Yellow Pages numbers. Be sure you advertise under all 
v a a . . 

<A S| classifications where prospects look for 


the products you carry. 








Get in touch with the Classified Telephone Directory Representative at your locel telephone business office. cy 
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{l 
Te | Ad 
in PURCHASING, March; MACHINERY, February; 
AMERICAN MACHINIST, February; MODERN MACHINE 
SHOP, March; MACHINE & TOOL BLUE BOOK, March; 
MILL & FACTORY, February and FACTORY MANAGEMENT & 


MAINTENANCE, March, 


to tell everyone the importance of our Distributors. 


Heller Brothers Files 
are sold only 
through Distributors! 
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Ny you can buy Heller Brothers files 
only From your distributor! 


GIVES PERSONALIZED SERVICE 


Your Distributor keeps informed about new applications so that he can advise 
you on new types of files and their uses. He also suggests methods of proper 
care. He always has the Heller Brothers’ representative and engineering serv- 
ices available to serve you 
HAS QUICK DELIVERIES 
He maintains a full stock and warehouses countless items that would otherwise 
tie up your capital 
HAS COMPLETE “FOLLOW-THROUGH” 
He keeps you informed on deliveries, follows-up to meet your emergency needs, 
answers intelligently your questions. You're never “in the dark” with your 


Distributor 
YOU CAN DEPEND ON HIM 
You can get the exact Heller file you need for the job. Heller makes all Ameri- 
can Pattern files, Swiss Pattern files, Vixen Milled Curved-Tooth files, Rotary 
files, Carbide Burrs, Center Laps, Internal Grinding 
Burrs and Counter Sinks. You can be sure he has 
the complete support and cooperation of America’s 
oldest file manufacturer. 





to ed \ 
HELLER BROTHERS CO. America’s Oldest File Manufacturer NEWCOMERSTOWN, OHIO 
Branch Offices in New York, Detroit and Chicago 





A New Jersey Corporction 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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“NOCA Seong 


These ads are pounding the pavement for you 


RB&W ads 
instead of 


executives this year, 
fasteners 
u to supply requirements 


standard 


s how they can ring up important 

by specifying standards. Convincing 
business and engineering publications like 
ESIGN and FORTUNE prove conclu- 
1 careful look at a fastening opera- 

being done economically 

an RB&W distributor 
You're interested in selling your are we. Now the 
lesmen down the road after these ads 


& FACTORY, MACHINI 


RUSSELL, BURDSALL & WARD 


110 YEARS MAKING STRONG THE THINGS 
THAT MAKE AMERICA STRONG 


y that often it takes or 


tion to tell whether or not it's 


hat’s building business you as 


stock — sO 
PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK 
FALLS, iLL; LOS ANGELES, CALIF. Additional sales offices of: 
ARDMORE (PHILA.), PA.; PITTSBURGH; DETROIT; CHICAGO; 
DALLAS; SAN FRANCISCO. Soles agents at: NEW ORLEANS, 
DENVER, SEATTLE. Distributors from coast fo coast 


thing to do is start your sa Plants at 


and capitalize on the interest in standards they're creating 
Russell, Burdsall & Ward Bolt and Nut Company, Port Ches- 
N.Y 


ter 


=< 


EASIEST CATALOG TO USE is RB&W’’s illus- 


NEW, STRONGER PACKAGES of rigid kraft 
board (larger sizes are corrugated) cut 
spillage, breakage. Stock handling gets an 
assist now that RB&W furnishes cap 
screws in standard case quantities 


»0 


INDUSTRY'S BROADEST LINE of high- 
quality bolts and nuts includes cap screws, 
finished nuts, rivets, machine, carriage and 


lag bolts. Allows you to meet ali customer 
requirements easily and exactly. 
19 
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£ 


trated catalog, double-tabbed for instant 
reference. Jam-packed with all types, sizes, 
weights, construction features all the 
facts you need 4.14 





Gat 


CONDITIONS OF SALE 


MOTORS. GENERATORS. CONVERTERS AND CONTROL 





*GUARANTEE 





Ce eae 


Sud promt by the excodlent reputation 


aud customer acceptance of 
Performance-Rated MOTORS” 
Says Stanley D. Petter 


| Managing Partner, Henry A. Petter Supply Company 
Paducah, Kentucky 


We've been successful with our Century line for two reasons: 

First of all, Century has a most excellent reputation and acceptance 
with our dealers and industrials. Secondly, the advice and cooperation 
we get from our Century representative helps us and our customers 


in solving engineering and technical problems. 


We appreciate this kind of service!” 


SELL quality every time on every job with the complete 
Century Performance-Rated line 


You can meet the requirements of every motor application with 


precisely the right torque, speed, mounting and frame 


© % to 400 H.-P. ratings @ All torque characteristics 
© 9 to 3600 r.p.m. @ Selective Speed Drives 


one Ge 
© Geer Motors — % to 150 H1.P. © Drip Proof, Splash Proof, 
@ Single phase and Polyphase Dust Proof and Explosion Proof 
e AC and DC Frame Protection 





For full information, write... 


Performance- Rated es| CENTURY ELECTRIC COMPANY 


1/8 to 400 H.-P 
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Regular slimline, left, gives 620 units of light. New High Output Rapid Start lamp, right, gives 840 units of light. 


NEW GENERAL ELECTRIC FLUORESCENT 
LAMP GIVES /3 MORE LIGHT 
THAN ANY PREVIOUS FLUORESCENT 


LIGHTS ALMOST INSTANTLY—(« 


the mos nporta ac 
amp 


light 


lamp previously 


c High Ourput 


lamps ofter this ght without increasing the 


number of fixtures or maintenance costs 


This big increase in light, with no increase in lamp size, 


has been achieved through a special cathode developed by 


General Electric which permits a boost in lamp wattage to 


190. Because the cathode is of the famous General Electric 
triple coil design, these Rapid Start lamps light up almost 
nstantly. General Electric High Output lamps have a rated 


fe of 7,500 hours, the same as al! Genera 
lighting fluorescent lamps 

A new G-E base and socket design protects the lamp 
ntacts by recessing them. A simple push-pull! sets the lamp 
in its hxtures 

HAS VARIETY OF USES 

The new General Electric High Output fluorescent 
lamp is especially suited for use in areas with high ceilings, 
1 factories, warehouses, offices and stores Also in store 
u want higher 


New 


1] soon 


windows, showcases and other places where y: 


lighting levels in keeping with the modern trend 


fixtures designed for the G-E High Output lamp wi 
fT lientir 


y fixture manufacturers 


be available from a number 
F or information, write to Lamp Division, General Electric 


Dept. 166-[D-2, Nela Park, Cleveland 12,0 


Company, 


Progress /s Our Most /mportant Product 


GENERAL 


ELECTRIC 
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EVERLASTING #ASTENJAG 


\ 


reasons whly 


Harper offers more to distributors 


o 


The H. M. Harper Company is the largest 
exclusive manufacturer of bolts, nuts, 
screws, washers and rivets in non-ferrous 
alloy and all stainless steels. There are 
eight good reasons why you should stock 


and sell Harper Fastenings: 


This ancient Greek Infinity Symbo! 
chorocterizes the everlasting 
quolity of Horper Fastenings. 


Experience—the largest manufacturer specializing 
only in corrosion-resistant fastenings. 


2 One source—one bill to pay, one invoice to write, one 
account to keep. 

r Broadest range and most complete line. 

os Better profits because of a higher selling price for non- 
ferrous metal and stainless steel fastenings. 

s Small space for stocking. 
Stocks move rapidly and there is no obsolescence, no 
deterioration while in stock. 

a High quality. 


s Compleie stocks ready for immediate delivery carried 
in Harper warehouses with branches in every major 


market area. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, III. 


The H. M. Harper Company 
8219 Lehigh Avenue 
Morton Grove, Illinois 


SPECIALISTS IN ALL HA RPER Please send me 


CORROSION-RESISTANT FASTENINGS 


BRASS « NAVAL BRONZE « SILICON BRONZE 
MONEL « NICKEL « COPPER «+ ALUMINUM 
« ALL STAINLESS STEELS 


CO) Catalog C) Distributors Discount Sheet 


Company.... 


Bee ccvsccessbsonns 
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we The greatest improvement in chain 
ACCO since the invention of electric welding! 


product 
ACCOLOY 


“New chain... OW ELD 


e At last—a chain with welds as strong or stronger than the material 
. . welds that won’t break when links are bent sharply . . . welds made 
with two projecting lugs that absolutely prevent dangerous kinking of 
the chain... welds that provide 2 times the welded area found in 
normal flash or butt-welded links. Accoloy X-Weld 125 Chains hang 
straight as a die. This newest method of chain welding assures that 
every link is perfectly formed. These are some of the benefits enjoyed 

by users of this great new chain. 
Accoloy X-Weld 125 Chain has almost countless uses: Slings, bundling, 
elevator, traction, towing, genera! utility chains...It can be fur- 
nished in special analyses and heat treatments to provide greatly 
extended life and use on tough jobs... corrosive jobs... abra- 
sive jobs... hot jobs. If you specify Accoloy X-Weld 125 for 
your next chain job, you'll gain a new concept of chain per- 
formance, economy and value. Available in \", %", 4’, 

54” and %" sizes. 

Ask our nearest district office for further information 
on ACCOLOY X-WELD 125 Chain, or write the American 
Chain Division, York, Pa., for descriptive bulletin 


Check these features: 
Jv in hundreds of destruction tests .. . straight pull and 
bending ... Accoloy X-Weld 125 Chain has never 
broken at the weld 


The Secret is : Vv —— ——— times area in usual butt or 
ash welding 


in the Weld! ' Vv Every X-Welded link is perfectly formed... 
- . chain always hangs straight as a die 
¥ X-Weld Lugs are designed to 
positively prevent chain kinking 
Vv Special analyses and heat treatments 
link wes ground end etched available for tougher jobs 
to ews Wig weleed eres y x V¥ Maximum strength-size ratio 
—2% times the size of . . . - 
welded area possible with X Vv Field tested and proved under 
ether welding procecees. x severe service conditions 
This means more then dovu- Vv Will withstand normal 
ble the security at the weld elongation under 
—and only X-Weld hes it! standard test 
procedures 





ALCO — American Chain Division 
AMERICAN CHAIN & CABLE 





Better 
York Pa., Chicago, Denver, Detroit, Houston, 
ai Los Angeles, New York, Philadelphia, Pittsburgh, Value 
um Portland, Ore., San Francisco, Bridgeport, Conn. 
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Now! The Oldest Name in Chucks adds Two Great NEW Lines 


HORTON CHUCK 


announces 


Tru-Set WINDSOR 


MEEHANITE CHUCK 


Adjustable " 
To .0002” T.1.R. Moderate Price 


These quality additions made in England 
to HORTON Standards will be introduced 
to your customers and prospects at Booth 
No. 1023 A.S.T.E. Exposition= Los Angeles, 
Calif., March 14 -18. 


Now HORTON distributors can offer a 
wider range of chucks with economy and 
quality backed by a name famous since 


1851— HORTON. 
een 
a Nin ah, | 


See your Horton Representative Now — SCAU: c¥ 


or write direct 
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“DAYTON HELPS DEVELOP AND 


That's why Ed and John Paterwich, co-owners of Reliable Belting and 
Transmission Co., Toledo, Ohio, changed to the Dayton V-Belt line. 


ir ( 


ilirty V-Bele line, we can factory helps us give our customers better service. Orders 
V-Bele that's righ if ure delivered rapidly and accurately with properly branded 


1 packaged merchandise V-Belts are always perfectly 


matched. That makes a b 


ra , 7 i ‘ in 


ix 


lifference to the customer who 


needs V-Belt replacements right NOW 

Also, we can count on Dayton for well organized and 
strong sales support. Experienced factory-trained representa- 
tives assist us by making calls with us in the field and by 


experience, we know helping with plant surveys 


omplete V-Belt line on the All this backing and team work certainly help us develop 
the exclusive Dayton and serve our market better ... a market which is protected 
V-Belr, our cus- from over-distribution by Dayton's Selective Franchise. No 


every applicat wonder our customer contact improves every day with the 


new Dayton V-Belr line! 


DAYTON 
RUBBER 
V-SELT ORIVES 


uble Belting and 


warehouse Make 


tf huaehis 
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SERVE OUR MARKET BETTER!’ 


= 


Factory Service. John Paterwich, Reliable (left 
J. Sly, Dayton Rubber Co. rey 


presentative. Customers’ V-Belts that 


1S assisted by 


are matched with new Daytons into new sets 
matching, belt checking 


ry in matchin very Dayton 


Factory Preventive Maintenance 
Paterwich, Reliable 


Preventive Maintenar 


by John 
f Dayton’s 


National 
Cement Pro ts ( 


Dayton V 


Factory sales assistance. Typical of the many ways 

s this informal! conference to discuss Dayton V-Belt features as 
applications Re iabie $ John Paterwich right ana Ww arren kK 
Fellabaum, partner of the National Cement Products Co. (cen 
ter), examine Dayton V-Belt sections while J]. Sly. Dayton. adds 


technical information on proper use of each belt 


Complete line is a big asset. Ed Paterw 
right), checks V-Belt order with Carl 

sales representative. Ade 

and Drande 


istomer 


For complete details on Dayton Selective Franchise write to Industrial Division, Dept. 772 


~~ DR. 1955 


*TM 


aw t Ta FL wi lq ly 7 World's Largest Manufacturer of V-Belts 


Dayton Rubber Co., Industrial Division, Dept. 7772, 
Since /905 Dayton 1, Ohio 
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“DAYTON HELPS DEVELOP AND 


That’s why Ed and John Paterwich, co-owners of Reliable Belting and 
Transmission Co., Toledo, Ohio, changed to the Dayton V-Belt line. 


“With Dayton’s complete, top-quality V-Belt line, we can factory helps us give our customers better service. Orders 
right for are delivered rapi 


in 


r customers with the V-Belr lly and accurately with properly branded 
Most and packaged merchandise V-Belts are always perfectly 
the customer who 


matched. That makes a big difference to th 
needs V-Belt replacements right NOW! 
n Dayton for well organized and 


make 


iS ncreased sales prove it— Also, we can count o 
Dayton backs us up right down the line in every strong sales support. Experienced factory-trained representa- 
I ) 


tives assist us by making calls with us in the field and by 
helping with plant surveys 
All this backing and team work certainly help us develop 


the exclusive Dayton and serve our market better... a market which is protected 


from over-distribution by Dayton’s Selective Franchise. No 


f V-drive experience, we know 


omplete V-Bele line on the 


} 
omine nd 


Thorobred V-Belt, our cus- 


for every application wonder our customer contact improves every day with the 


from the new Dayton V-Belrc line! 


OAYTON 
RUBBER 
V-BELT ORIVES 


Reliable Belting and Ts 
and warehouse make {| 


on the complete top-qual 





group of highly diversi 
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SERVE OUR MARKET BETTER!’’ 


Factory Service. John Paterwich, Reliable (left), is assisted by 
J. Sly, Dayton Rubber Co. representative. Customers’ V-Belts that 

able are matched with new Daytons into new sets 
for further service. To assure precision matching, belt checking 
machine is same typ y factory in matching every Dayton 


V-Belt prior 


Factory Preventive Maintenance ant vey nducted by John 
Paterwich, Reliable (center), and J y, I f part of Dayton’s 
Preventive Maintenance Pr f i fr, foreman, National 
Cement Products ( oints t e of the two matcl sets of 8 


I 
Dayton V Be ts wi 


Factory sales assistance. Typical of the many ways Dayton as 

is this informal conference to discuss Dayton V-Belt features as 
applications Reliable 5 John Pate rwich right , and w arrten kK 
Fellabaum, partner of the National Cement Products Co. (cen 
ter), examine Dayton V-Belt sections while J. Sly, Dayton, adds 


technical information on proper use of each belt 


Complete line is a big asset. Ed Paterwich, co-owner of Reliabl 

richt), checks V-Belt order with Carl Buckingham. Reliable 
sales representative. Adequate stock of V-Belts, properly matched 
and branded, makes for prompt, accurate deliveries to satisfied 


istomers 


For complete details on Dayton Selective Franchise write to Industrial Division, Dept. 772 


© OR °TM 


World's Largest Manufacturer of V-Belts 


- oa Awbbex 
el Uj t ) Dayton Rubber Co., Industrial Division, Dept. 772, 


Since /905 Dayton 1, Ohio 
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WHICH TYPE IS BEST? 


Since different fire hazards require different types of fire protection engineering service to help you serve 
fire extinguishers, PYRENE—C-O-TWO manufac- your customers better. To be specific, you become 
tures all types the finest and most complete an actual part of the foremost, nation-wide field 
line on the market today organization selling fire fighting equipment 

When handling the well-rounded PYRENE— Remember .. . handling the top quality, fully 
C-O-TWO line, you're in a position to give unbiased approved PYRENE—C-O-TWO line is now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there’s the backing of an expert and see for yourself. 


a PYRENE- C-O-TWO 
ne NEWARK 1 - NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 


portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


CARBON DIOKIDE «+ ORY CHEMICAL *« VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL 
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SIMONDS 


ABRASIVE CO. 
— — 


snagging 
wheels 


Sell extra safety —and extra savings with this exclusive Simonds feature. You can with 
these rugged high speed resinoid bonded wheels . . . strong enough to take more than double the force 
usually encountered in grinding under norma’ conditions of use. They’re advertised 
consistently to your customers. Let them build business for you. 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Brench Warehouses: Boston, Detroit, Chicege, Portland, Sen Francisce + Distribyters in Principal Cifles 
Division of Simonds Sew and Stee! Co., Fitchburg, Mass. « Other Simends Componies: Simonds Stee! Mills, Lockport, N.Y., 
Simends Cenede Sew Co., Lid., Mentreel, Quebec and Simonds Cenede Abrasive Ceo., iid., Arvide, Quebec 


SCRAPER FLIGHTS es 


BUCKETS 


: PULLEYS 
PILLOW BLOCKS : 
RACK AND . 


ELEVATOR BOOTS SLATS SPROCKETS PINION VALVES 


Need replacements 
oe, quickly? Standard 


CHAINS AND _— o parts carried in stock 


Many large industrial concer 


veyor parts and accessory equipment from Jeffre 


ns buy all their con 
y sales 


offices and distributoys find the complete 


Jeffrey line covers each iten 


4 few of the standard units are shown here — the 


will a Ip yOu speed produ tion and cut costs 


SPIRAL FITTINGS 


SPIRAL TROUGHS 


+ > Tata > 
vhich shows many types of Jeffrey stock parts 


SPIRAL FLIGHTS 


APRON FLIGHTS 
S ° VALVES AND cHutes 


“JEFFR 


IF 17S MINED, PROCESSED OR MOVED 


.. ITS A JOB FOR JEFFREY! SED SOUTH arrica 
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BUTTERFIELD 








A COMPLETE LINE OF QUALITY cuttin, 


tools is now available from your Butterfield distributor. Taps are made 


o the same exacting standards as Butterfield Milling Cutters, Dies, Drills, 
FOR FAST, ECONOMICAL SERVICE oat 


“a YO" BUTTERFIELD 


M Y 
oe N DISTRIBUTOR 


Reamers. Counterbores and End mills 


UNtON 7, a 2 DRitt 


BUTTERFIELD D 


° 
i ! 
Line VER MON 


c 
Vv 
t 





4 


MILWAUKEE QUALITY |. 


Get One Supply Source Service... 
* HERE’S HEADQUARTERS FOR GOOD BUSINESS 


¢ The close cooperation and 
service you receive from MIL- 
WAUKEE makes it possible for 
you to always be in an excellent 
sales position. 


You can depend upon MIL- 
WAUKEE as a supply source 
for Industrial Brushes. 


These days your Industrial cus- 
tomers are looking for every 
possible means of lowering 
costs—they are being faced con- 
tinually with high operating 
costs—also, today’s competitive 
market is cutting profit margins. 





MILWAUKEE gives you a one 
supply source—you are assured 
of quality, uniformity, and serv- 
ice. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
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IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


here is 
-what we 
offer 











’ v 
oa ta 


Ps 


PILLOW BLOCKS © BRONZE BARS * BRONZE BUSHINGS * GRAPHITED BUSHINGS © SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


Write today for details on how to become a Randall distributor! 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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between 250 and 275°F. are insulated with 2 es of 8 Magnesia 


K&M “FEATHERWEIGHT” 85% MAGNESIA INSULATION 
KEEPS OPERATING COSTS DOWN 


pi 
" | 


f K&M Hy-Temp 


ination tions » obtain all det 


KEASBEY & MATTISON company - AMBLER - PENNSYLVANIA 


Noture mode asbestos Keosbey & Mattison hos mode it serve mankind since 1873 
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and 





whatever the job... 


~Permacet TAres 





“WE FEATURE WISS SNIPS 
BECAUSE THEY SELL BEST 
WITH FEWER RETURNS” 


WISS METAL MASTER SNIPS: « 
I 


WISS INLAID SNIPS 
Hig 


J. WISS & SONS CO. =A" NEWARK 7, NEW JERSEY 


( . G . re 








Torque-Limiter . . . slip-type friction device Full-Complement Clutch ... stops Hy-Vo Drive . . . from 50 to 
for automatic overload protection reverse shaft rotation; rollback 5000 hp.—rotative speeds up 
of conveyor feed mechanism to 3600 rpm. 


#° 


Stock Roller Chains from %” pitch to 2” pitch; a Taperlock Bushings . . . available in Morfiex Radial Coupling . . . capac- 
corresponding Stock Sprockets in ° Type 8 Sprockets with bore diam- ities from .06 to 13.80 hp. per 
Types A, B, and C eters ‘2 to 3” in increments of 1 / 16” 100 rpm. 





How Morse can help you with 
your power transmission sales! 


As a power transmission specialist, you are undoubtedly inter Complete information on Morse power transmission products 
ested in a complete and dependable line of transmission products is readily available. Attractive and detailed catalogs quickly show 


' 


We can offer you both a size and a type of product which will sui your customers the quality, price, design and maintenance of Mors 


vour every need products. These catalogs will explain the many ways it pays them 


Morse power transmission products are a quality line; each one to do business with you as the local distributor for industry's number 


skillfully machined to American standards, brought to a smooth, 
clean finish, and built to special Morse high-quality specifications quality power transmission 
products . Morse Chain 


one producer and seller of 


Association with the Morse Chain Company makes you an integral 
part of the Morse team. Any power transmission problems you may 
come up against will be personally worked out with you by Morse Join the successful power 
until a satisfactory solution has been reached and the sale made transmission specialists and 


Company 


listributors working with the 


Morse aids you, as a distributor, in still another way. Heavy 
Morse Chain Company. Write 


advertising schedules carry the powerful Morse story to purchasing 





agents, plant engineers, buyers on all levels of operating manage us today for complete informa- MECHANICAL 
ment throughout industry. These informative ads help reinforce the tion. MORSE CHAIN COMPANY, POWER TRANSMISSION 
excellent Morse reputation for long service life, less maintenance 601 Central Avenue, Detroit paooucts 


“downtime” and low operating costs. 10, Michigan. 


FOR 24 conics MASTERS OF MECHANICAL POWER TRANSMISSION SINCE ot 


Beet eels ee w 


WiGH DOUBLE-PITCH | ‘ . | AUTOMOTIVE 
ENDURANCE SPONGLOMK | TROLLER CHAIN Treo CABLE | 0 ATTACHMENT WENT SILENT CHAIN HY vO ' Tuan CHAIN 


ROLLER CHAIN 
ROLLER CHAINS . — 4 : DRIVES 


ROLLER CHAINS SPROCKETS SPROCKETS ' (HAIN CHAINS CHAINS SPROCKETS Deives pants | 


P| “ | @ ' v f 

enamne,) me) 1 aa | 16 sm | am ease! 20 onc} 1 renee | 72 0 | 7 cm | 24 
TOMES t 1 i 

COUPLINGS COUPES | ened counimes | DRIVESHAETS courmes CLUTCHES CLUTOMS CLUTONES CLUTCHES GuiGKgs | Commons 


‘ 








——$—— ——— 
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MR. W. P. MARSHALL, JR, OF MARSHALL SUPPLY & EQUIPMENT COMPANY OF TULSA SAYS: 


“With Black & Decker Heavy-Duty 


Saws—seeing is believing!” 


“Our salesmen say that customers don’t fully realize what 
a fistful of power Black & Decker Saws have until they 


see them in action. So our men carry one with them and 


give demonstrations on calls. They point out all the im- 
special B&D-built motors that deliver 
more than enough power for even the toughest jobs; tele- 
scoping lower blade guard with king-size lever arm; 
quick, easy adjustments for depth and bevel control; 


rugged construction and light-weight. They prove each 


portant features 


point in the demonstration. Then they get the customer 
to try it. That really sells “em on B&D Saws! No won- 
der our men like Black & Decker for extra profits and 


‘sold’ customers!” 


Mr. Marshall is typical of progressive distributors 
everywhere who handle Black & Decker. Make sure 
your salesmen carry and demonstrate B&D Tools... and 
watch them sell themselves. Tue Brack & Decker Mrc. 
Co., Dept. 2402, Towson 4, Maryland. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black& Decker 


PORTABLE 
ELECTRIC TOOLS 























oye) 




















maybe it’s because 
we don’t make mouse traps... 


. . . but we don’t hold to the “mouse trap” theory of doing business. 
You know, the one that says if you make a better mouse trap the world will 


beat a path to your door. 


We do make better valves. But we aren't waiting for customers to look for us. 
We look for them and help you look for them through an advertising 

program that reaches all the important buying influences in industry 

When you call on prospective valve buyers, you'll find they know about O-B 


valves and will accept them without question. You take it from there, 


If you aren't already handling O-B valves, why not write to us? 


We'll be glad to discuss our valves and sales policies with you. 
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Bearings 19 years old... and still going strong... 
THANKS TO KEYSTONE NO. 44! 


speeds 


19 years ago the Greenlee 120 
Planer pictured here went into 
service at the mill of a prominent 
Southern lumber company. From 
the very first day of operation 
Keystone #44 Grease has been 
used exclusively as the bearing 


lubricant 


Six years «go the machine was 
pulled out of production a few 
days for routine check-up and 
maintenance. Here’s what inspec- 
tion of the planer head revealed 
in the words of the plant super 


intendent 


“Those bearings had run continu 
ously for 13 years, so I removed 
the planer head to satisfy my 
would still have 


bearings. I 


curiosity. They 


passed ' 4 neu 


repacked and reassembled the 
planer head and it has been run- 
ning ever since. This is a total of 
19 YEARS WITHOUT BEAR- 
ING LOSS!” 

tributes like this 
uncommon where 


Performance 
one aren't 
Keystone +44 has been on the 
job. They help explain why this 
durable grease is to be found in 
approximately 75°% of all wood- 
working machines, and why many 
manufacturers of woodworking 
equipment recommend #44 for 
use in their machinery! 


Other fields, too, find Keystone 

14 providing marked perform- 
ance economies. As a general 
lubricant throughout industry, 
it is used over a wide range of 


up to 20,000 rpm—and 
for temperatures up to 225° F. 
It is endorsed and recommended 
by equipment manufacturers 
and leading producers of ball 


and roller bearings alike. 


MR. DISTRIBUTOR 
history “‘success stories” like this 
one can help bring in new 
customers for Keystone +44 and 
pave the way for sale of other 
Keystone products. Take advan- 
tage of this hard-hitting 
help. KeYsTONE LUBRICATING 
ComPaANy, 21st and Lippincott 
Streets, Philadelphia 32, Pa 


Case 


sales 


SPECIALIZED 
LUBRICANTS 
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SERVING INDUSTRY SINCE 1881 


Complete line ... stocked by the @ The Standard Tool Man, Serving Industry Since 1881, 
Standard Tool Distributor in your area 


can help you on your milling jobs. He has years of ex- 
perience on metal cutting problems. The Standard Tool 
Man is backed by the modern facilities of Standard’s re- 


search laboratory. He is at your service without obligation 


Call him! 


Milas C ¥ 








money-making tip 


66 > | 9 
customers man 


“Just ASK ME about all the new angles on 
rubber-cushioned finishing . . . how burring, 
cleaning, finishing, polishing can be handled 
in one operation, with time-savings of as 
much as 509)! Your tip is ‘buy Brightboy’ 
for sale to firms like the one I work for.” 


Rubber-cushioned Brightboy is now obtainable not only in either ALUMINUM OXIDE or SILICON 


CARBIDE GRAINS, but each of these texture combinations comes in grain sizes ranging all the way 


from extra coarse to extra fine, in soft, firm and tough rubber binders. Your customers can have an 
abrasive exactly “matched” to the job. A Brightboy quality finish is frequently the final polish. 


Brightboy’s abrasive and rubber work together. 
giving a combination-action that will be a revela- 
tion to your customers... a revolutionary concept 
of finishing . . . applications far beyond the range 
of other methods. And 
it also takes up where 
other abrasives leave 


off! 


INVESTIGATE NOW HOW BRIGHTBOY CAN 

ROUND OUT YOUR ABRASIVES SERVICE, 

BUILD YOUR PROFITS. BUY—AND SELL 

BRIGHTBOY NOW FOR QUICK DELIVERY! 
Write us for details. 


- 


he Zz 2? 


DPA nos? 


RUBBER CUSHIONED ABRASIVES 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Adhesives 
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The Johns-Manvi 
Packing of the Month 


... one of the leaders i 
ina ity li 
f , quality li : 
profitable business in i ene Ki a 
ckings 


and VALVE 
KING 


STYLE No. 10, 
for general service 


H TEMPER 


STYLE Nos- 13, 
for superhea 


Where to sell them: The petroleum, chem- 84¥4FS treated with @ heat resistant lubricant 

ical, food processing, power, and many other and coated with graphite. 

industries are prospects for these packings- JM High Temperature Valve Stem Packing 
4 heavy oils, tf, molasses Style No- 398 owes its lasting sealing efi- 


and other heavy: uids are handled, ciency to 1 unique construction. High purity 


you can recom jewe Style No- 10. It is asbestos yare with Monel wit insertion 15 
also suitable for general service against steam, braided over * special heat-resistant plastic 
fresh of salt, hot of cold water; air, ga5> and core, and jubricated with mica. 

certain chemicals. How furnished: Jewett is available in coil 
and ring forms, * yp. Style No. 10 has 4 
especially ? oh ve heavy-bodied lubricant, 4 lead ribbon core an 
stems in high pressure and high tem i d. Style Nos- 13 and 14 have a spe- 
service- oi i ure lubricant and no lea 
ribbon core: The former is graphited, the 


What their selling points are: Jewett 
latter mica-coated. 


Packing is unusually rough, strong and resist 
ant to wear. Its high quality, long fibre asbes- j-M High Temperature Valve Stem Packing 
tos yarn has fine coppe® wire inserted for is furnished 19 coil, ring and spira 

added strength and durability. Braided jacket- 1, inch to 1 inch. Style No- 398 is 
over-jacket 00 @ lead ribbon Core, it is formed wire inserted. 


Note to salesmanagers* For copies of this advertisement for distribution to 
your sales organization, write to Jo ns-Manville, Box 60, New York 16, N. Y. lo 
Canada, write 199 Bay Street, Toronto |}, Ontario. 


INDUSTRIAL DIST 
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ask your 


Bunting 


distributor... 


solution 
problem 


For quick replacement wherever and 

whenever a finished, ready-for-assembly highest 
quality bronze bearing is required, simply phone your 
local Bunting Distributor. Even extra ordinary 
requirements can be met from the vast assortment 

of finished Bunting bronze bearings 

in his comprehensive stocks. 


Satta 


THE BUNTING BRASS A BRONZE COMPANY 
TOLEDO 1, OnIOo 


BRANCHES IN PRINCIPAL CITIES 
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Ss S YOU MONEY 


Your Bunting Distributor carries 
in stock for your money saving 
convenience completely ma- 
chined and finished Bunting 
Standard Stock Industrial Bear- 
ings, Electric Motor Bearings and 
Precision Bronze Bars in a com- 
plete range of sizes, meeting all 
your usual production and main- 
tenance needs. You will find him 
listed in the classified section of 
your telephone book—most like- 
ly under the heading Bars, 
Bronze or Bearings, Bronze. 
Your Bunting Distributor is an 
industrial distributor or a special- 
ist in certain industrial items. 
He has been especially selected 
for his responsibility and his 
understanding of bearing re- 
quirements. Ask him for the 
Bunting Catalog or write. 


This advertisement appears in 


tron Age ¢ Mill & Factory ¢ Modern Mechine Shop 


Sevthern Power & Industry © Steel 


1955 
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CHUCK-ABILITY — The ability to SPEED 
your work . . . ELIMINATE fatigue . . . 
IMPROVE your products . . . and REDUCE 
your costs .. . through design and selec- 
tion of the right work-holding devices. 


give 










K 





Typical Manually Operated Cushman Chuck- 
ability Chucks designed for Engine, Tool 
Room and Manufacturing Lathes; 






the key to 





machining efficiency 








If you don't hold it right, you can't machine it efficiently or 


@ positive truth for any chucking 





economically . . . 







operation, whether it is the everyday simple routine job, 


or complex machining operations with many 












surfaces and close tolerances. Cushman Chucks give i" P 


you Chuck-ability . . . the answer to efficient and economical 
machining of the new steels and alloys at high spindle speeds. ,) we 
CFE 
Chuck-ability is available to you in Cushman's complete line f 


4. _ 








of manually and air operated precision chucks, an 







invaluable combination of Cushman's exceptionally broad 






engineering experience plus know-how of the 






leading chucking specialists. Write today for catalogs 


fully describing Cushman Chucks. Consult us on all 









of your work-holding problems . . . standard or special. 







THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 
aworid standard for precision 








CUSHMAN 
CHUCKMAN 


CHUCKS SEE YOUR INDUSTRIAL DISTRIBUTOR 








Visit us et Booth No. 1079 
ASTE Western Industrial Exposition 








Air Operated Chuck 





Power Wrenct 


Great Ne WC reo 


industrial division 
WAINOUWNCCE 


new “BIG 10” procrRaM FOR 
INDUSTRIAL DISTRIBUTORS! 


@ Something is cooking at Graco that 
may mean more sales and volume for you 
in 1955! 

And what a package it is! The Graco 
line, in its entirety or in clearly defined sec- 
tions, is designed to fit into most modern 
or growing types of distributor organi- 
zations. Graco products are proved... 
accepted ...in use today the world around! 


Read the basic Graco “Big 10” points on 
the opposite page. Study the product array 
below. Every step has been taken to make 
this Graco line easy to handle, attractive 
to sell, and very profitable. 

To learn more, write on your letterhead 
for the brochures and catalogs described 
below. A few minutes’ study of the line 
and program may mean new volume! 


INDUSTRIAL LUBE EQUIPMENT 


Greco offers a complete line of lubricotors, 
guns, valves, packers, eftc., for plant lubrication 
operations. This is ‘shelf’ merchandise — easy 
to stock, easy to sell. Good volume and repeat 
business 


“POWERFLO” HEAVY MATERIAL PUMPS 


Rugged, high powered direct-from-drum pump- 
ing of heavy moterials such as mastics, odhe- 
sives, sealers, etc. Many sizes ond types, tor 
spray or extrusion. Hundreds of prospects! 


THE RED HOT “FAST-FLO” 


Fast-Flo is an air-operoted direct-from-drum 
pump thot fits 2) bung openings or open -heads 
Wherever you see ao drum of liquid, there's a 
Fost Flo prospect. Re-orders run high sell one 
many more follow 





READ ALL ABOUT IT! 


The 402 catalog covers the Graco lube equipment 
line, accessories ond fittings. The 452 cotalog 
covers Graco'’s “direct-from-drum” pumps in a 
range of types, sizes, ond applicotions. Write an 


your company letterhead for sample copies 
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FAST-MOVING LEADER PRODUCTS AND IMMEDI- 
ATE MARKETS. Literally every industry can use 
several Graco products. No “luxury” items. Strong 
time and labor saving features. 


BROAD, COMPLETE LINE. Study Graco 402 and 452 
catalogs. Where lubrication is needed, or where 
poils or drums of fluid are used, you hove logical 
prospects! 

DEPENDABLE MANUFACTURING ORGANIZATION. 
Graco is young (25 years), experienced, growing, 
alert. Continuous product research program. Quality 
controf throughout 


CLEARLY STATED COMPANY POLICY. No chance 
of verbal misunderstandings. All points covered in 
black and white in Graco policy manual 


ATTRACTIVE, UNIFORM DISCOUNT POLICY. No 
confusing special deals. Every Graco product carries 
same liberal, profitable discount 


NATIONAL ADVERTISING. Intensive trade paper 
advertising program, topped by 13-time BUSINESS 
WEEK campaign. 


DISTRIBUTOR PROMOTION. Graco makes a special- 
ty of advertising assistance straight from the distribu- 
tor’s own point-of-view. Ask about it! 


FACTORY CO-ORDINATED DISTRIBUTOR SALES 
TRAINING PROGRAM. intelligently planned, new, 
streamlined, how to recognize applications, etc. No 
waste of time! 


INTEGRATED PARTS AND SERVICE PROGRAM. 
Graco’s 4-way service set-up is available to all 
Graco distributors. Authorized service agencies and 
depots all over the country 


HANDY REGIONAL OFFICE STOCKS AND SERV- 
ICES. At Graco Regional Offices, all equipment is 
displayed operating. For use in training, demon 
strating and selling. 





a7, 4 lier 


ice 





= 











SUPPLIES AND ACCESSORIES GREASE FITTINGS 


For small or large spray-finishing operctions Groco’s complete line of hoses, couplings, Graco greose fittings ore pock in several 
Greco hes a broad line of ‘‘direct-from-drum adapters, nozzles, etc., enable you to give woys to insure for you minimum dling, easy 
Powerfilo pumps. Graco systems are both eco brood service to pump customers ond lube de- displey and quick ordering by customers. Ex- 
nomical and highly efficient. Engineering service portments. Graco's simplified stocking system acting quality construction throughout. Bulk or 
ovailable cuts down inside work pockage deols 


“POWERFLO” PAINT PUMPS 





GRAY COMPANY, INC. 


Engineers and Manufacturers 
15 GRACO SQUARE © MINNEAPOLIS 13, MINNESOTA 


Re gional Offices, New York « Philadelphia 
, » letroit Ch 

Warehouses and Factory Detroit « Chicago 
Atlanta Son Francisco 


Service Departments ashinaten, 0.C 
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eine Only Sarco makes 5 qj 7 
Sarco steam specialties, 5 


. with Sarco you get the most complete line of steam 
traps available from one source—plus a compre- 
hensive line of related steam specialties. This one 
line means lower handling costs, more profit for you. 














nationally known and poe 


. throughout the country, in all types of industry, 
the biggest and most respected names specify Sarco 
steam specialties over and over again—proof of 
their quality and complete dependability. 


move fast—are easier to 


month after month, over a million effective Sarco 
ads and direct mail pieces go calling on your 
customers. They arouse interest and create a pref- 


erence for Sarco—they make it easier for your 


salesmen to sell more in less time. 


T pays to handle Sarco. Let us tell you more about 

how profitable it can really be. Call your local Sarco 
representative, or write today to Sarco Company, Inc., 
Empire State Bldg., New York 1, N. Y. 


A Complete Line of Steam Traps ~ 
A Heating Specialties ~ Strainers ~ 
Temperature Controllers 


vr 
iF 


Dias Radiator Electric Valves Stramers 


Water Blenders Electric Self-Operated 
Thermometers | Traps and Valves (solenuid) Temperature Tempe 
Controllers Controllers 





e} 
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rAX DEDUCTION: Santa Claus stopped by the home 
of Mr. and Mrs. Frank Badalli (Standard Equipment & 
Supply, Hammond, Ind.) early in December and left a 


7-Ib. 4-0z. son, Fred Joe . . . They say he looks just like 
grandpa, Joe Badalli. 


digg iisii 


CHECK NO. 1: Harold Torell 
the other dav that 
ently uncovered its No 
! lox il bank l'eb 


Supply 





cus 
It was 


made out 


PAID IN FULL: Bob Hamilton (Dumore) was quite 


surprised recently when he received a letter from a con 
tucked 
vict in a southern prison . 


HISTORICALLY SPEAKING: 


Vay in uur files or vo memorn 


. . He teaches in the prison 
lI I I ning iny < 
ll shed light on the ] ar workshop and was trying to buy replacement parts for a 
that will shed hght on the history o istrial sup - . 
= ee 17-year-old tool . . . Inasmuch as the particular tool had 
I roing 
~ re long since been discontinued, Bob sent the convict new 
ndustry ¢ 
_ equipment as a gift . . . Right back came a thank-you 
irse, that the ae ” 
letter saying “I'll repay you in some way. 


If you do, drop u ote We 


“> .. It wasn’t 
ra their long after that Bob received a trim model of a 50-ft 
m ciation 1S 


harbor tug . . . Next time you visit Bob ask him to take 
you into the conference room so you can see the model 


niversary this ' 


Id) 


ELECTED: Gordon Schutzendorf 


Bunting) has been 


el d vice-president of the Empire Staters, a New 
York organization of rial 


; 


il LIOl 


salesmen Congratu 


A DREAM COMES TRUE: After many years of dream 
ing of visiting Honolulu, Mr. and Mrs. Jack Perkins 
(J. H. Williams) were scheduled to be sitting on the 
WATCH YOUR HAT: Ed Alberter (Somers, Fitler & beach at Waikiki as you read this 
lodd, Pittsburgh) regularly w i hat of an unusual 
aske a s weenle ence nto trouble in getting MODERATOR DELUXE: After assisting in staging 
hack his own hat in restaurant gs were different two informal meetings of Virginia and North Carolina 
though. when Ed visited Youngst ind went out to distributors, Keri Ferguson (Kester Machinery, Winston 
unch with John Llewelyn, | nanager Salem) got a job moderating a session for South Caro 


Thev were just about t nt when Ed lina distributors at Columbia Jan 


1 though 
of the me mak¢ e return t his own MANY THANKS: 


1 he dis 


red that the hat he ha 


On behalf of all of the editors on 


1.D.. I'd like to say many thanks for vour Christmas and 
| he t have his owt How wrong New Year cards 


»} 


R. W.B. 
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Card proudly introduces a select line of 
precision gages, with the same quality of 
manufacture associated with Card taps 
over the past 80 years. Inspect these gages 
at your distributor's now. 


Contact your local Card Distributor for prompt 


deliveries and helpful service. 


ne 

- A ¥ Pe D) 
yA. i > 
(ualitY 
ee 


S.W. CARD MANUFACTURING CO. 
MANSFIELD, MASS. 


DIVISION OF UNION TWIST DRILL CO. 
TAPS - DIES - SCREW PLATES - GAGES 


Ein} 
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Determine the needs of your account, his working conditions and his 


hose applications. 


Use your Republic Hose Catalog to show him how to match his speci- 
fications to the proper Republic hose for his needs, 


Follow through on his delivery requirements and suggest other Republic 
Industrial Rubber Products for his consideration. 


Sounds easy — and it is. When you use Republic’s General Purpose Hose Catalog, 
you'll make it easier for your prospect to buy. 
For more information on how to use Republic catalogs—or on any of the 


many sales helps available to you as a Republic Distributor — write to us today. 
Well do the rest. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC’S 5-POINT SALES POLICY 


A LINE of rubber items tof A QUALITY of oroduct un A PRICE datis inducing and FREEDOM from competition SELLING helps of reaton- 

ficiently complete to permit formiy qood and capable of mating powble aeggretiuve from his source of supply able amounts so that bis 

effectively woeplyrg fhe re delivering service results thet competition with reasonable either direct or indirect sales force may be aiven the 

Guirements of the trade should reatonebly be en profit return among the trade covered by advantage of specialized 

solicited pected his day to day so.citations training and a knowledge of 
the product sold 
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industrial Distribution 





Let’s Stop Talking, And.... 


ryyopay is a day for “burming,” and I’m in full 

flame. Not that there hasn't been plenty of 
smoldering in the past, but new winds have whipped 
ip the fire. Here’s the cause of the present con- 
flagation 

To my way of thinking, our industry—distributors 
ind manufacturers alike—has given pitifully small, 
yes niggardly, support to the new industrial dis- 


tribution course at Clarkson Colleg« 


Out-fumbled Again 


Let’s take this matter of scholarships—or, lack of 
them. Six were made available to four-year students 
who enrolled in the fall of 1954. There is not one 
new scholarship available to students who might be 
induced to start in this course in the fall of 1955 

The Clarkson people are out now, talking to high 
schoo] seniors about this new course in industrial 
distribution. What a spot in which to put our friends 
from Clarkson! Sure, th ndustry worked this 
President 


onvention 


ourse up with the Clarkson fa 
Van Note was invited t 
last vear at the Waldorf 


talk and 


1 talk and 
committee repor ind backtracking and 
side-stepping 

But, as of now, not 
has been made available f lass beginning in 
the fall of 1955 

This apathy on the part of our industry is little 
short of monumental. We need \ uined men 
This course will help to meet that n But, we've 


hip dollar 


got to start pickmg up some of the tab yurselves 
There is nothing inherently glamoro ibout this 
industrv that would make 

the bill for u 


Even last year, the help we gave by way of scholar 


vant to pay 


hips was so small as to be laughable, i were not 
horribly serious. From all this gre ind glorious 
industry, just TWO—repea 


| distributors 


underwrote $500 scholarshiy hat is .0008 of the 
distributors in the industr he industry owes a 
personal and everlasting debt of gr ude to Llovd 
Mize and Gene McCarthy 
At least these two distributors did: it on their 


kunked.” 


hands—and pocketbooks—and hope that somebody 
else would do the job for them 

Neither have the manufacturers in the industry 
any cause for unbounded pride in their performance 
in this program. Hundreds talked about maybe 
doing something some time, but just TTWO-repeat 
TWO-—manufacturers underwrote scholarships. That 
is .002 of the number of manufacturers in the field 
Their batting average is better because there are 
fewer manufacturers and the same number of 
scholarships. Let’s pay deserved tribute to these 
two manufacturers: The Henry G. Thompson & 
Son Company and Norton Company 

To complete the tally on scholarships, I want to 
take a bow, with justifiable pride, for the publish 
ing part of the industry. INpusrriat DistrisvTion 
and Mill and Factory each underwrote four-year 


scholarships 
Who's Got A Buck? 


What are we talking about, money-wise? The six 
present scholarships are $500 per year for four years 
That will take a boy from his freshman vear through 
graduation. With corporate taxes as they are, you 
can get this bargain for fifty cents on the dollar 
When you underwrite a scholarship on this basis 
vour net profits will suffer by a little more than $20 
per month. What an heroic measure of sacrifice this 
imposes! 

Here’s an idea. If this sounds like too much for 
your pocketbook, perhaps four or five distributors 
in a town could go together and set up a Springfield 
of Syracuse or Buffalo or Cleveland scholarship in 
Industrial Distribution. If you could get a group of 
five, it would cut the individual cost down to $4 
per month. Of course, if you belonged to a regional 
distributor group with 20 members, it woukl cut 
the cost down to $1 per month. If you can’t afford 
that, write me, and I'll send you a buck 

See why I’m burning? 


AO gee 
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Before Freight Packing Unit 
Truchkful of orders 
filled in worehouse Chute to 
shipping 
Packing foble with partitions used 
to store orders 
ff . 4 pending poaching 
’ 
BACK AND FORTH 


Employee aa 
BEFORE oo fpeetr clamategpia 








By R. A. Paulson 
Operating Manager 
J. E. Haseltine & Co Before Shipping Room Scale 
Portland Ore 
hat Chute 
from 
7 pocking 





Package slide 


TT TTT Tx] Poctoge 
See aea eee, 
OT, } Door to 
hhh hhh hnloclihnhhnhihchihi chchhochodo aa sidewalk 


Masonry wo 











aie ~ 


. ~«-Seom fype sco/e 











BEFORE sone ACING 


List of Duties 


Before 





pocking ond poper worr 











me + 


Postoge 





See 


BEFORE RELOCATION 
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operations and personnel management 
Freight Packing Unit Cate & aren't hard to understand. Operations 
\ shipping involve people and people affect op- 
erations. An understanding of both 
is a fundamental requirement for the 

best results. 





Bin for individual order 


And, to get results you 


“TTT ne T T 1. Start out with the idea that 
— everything is wrong. Since perfection 


___—~ Packing} toble-working height 











is unattainable anyway, you're pretty 
safe with the assumption. With that 
idea in mind, “you quit hernia meth 
ods and go in foz conveyors.” The first 
few weeks that you're in a place are 
the time to notice what is wrong, if 
anything. Your approach then is fresh 
lhe longer you stay in a place, the 











Roller conveyor 


more natural every operation seems 
This must be offset by always asking 
yourself: Are these methods necessary? 


Develop an objective, inquiring mind 


Change with the Times 
Many methods you question may 


have been necessary once, even th 





Uw : 
a best ones possible it the time they 
Dial were adopted, but you are concerned 


reading . 
scole - os with the present, not the past. As an 





example of how original purposes be 


Masonry woll come obscured, let me cite the case of 


LLL ALAA AAA AAA 





engineers in a large auto plant wh« 
were sent to find out whether certain 


holes in auto frames could be mor 








economically punched o1 
made an important di 
the start: the hok 
needed! 

Remember I 
human beings when | 
ing changes. You've 
idea to people. You 
them understand that 
wut to increase labor effort 

ut to incr labor eff 
[he ratio 
effectiveness 


Own experience 





proved that it i 
It is curious how n 

first be brought home to 

ils, regardless of their level 

wement. There is a natural i 

ill of us that resists chang: 

inertia must be overcome. Once 

favorite practi ¢ of leaving well en 


Pockoge slide ilone is conquered, any person 





assumes nothing and studies an 





; 


tion with a questioning 
mind, cannot fail to effect an 
provement in any job he analyz 


Just how is this theory applied in 


Al TER practice? It’s all relatively simple vith 


ARTICLE CONTINUES ON NEXT PAGE 





Increase Employee Effectiveness, Not Effort (Cont’d.) 


mind. I 


plant 


an objective nquiring 


making a tour of the 
md stopped by an der pick 


rut ye ball 


Solved by a Seale 


YOU QUTI hernia metl 
for conveyors,” says R. A 


iting Ma if Hase 


slow 
this 
to the 
and 


ncw 
opcrations 
ule to become 
Tr experien ‘ 
inquiring mind 
familiarize himself 
iobs in the 

is distinct ad 

ik bottlenecks 

more pro- 

ter ippre 
ontribution to 

ire. A home 

h permits the 

n the same building 
nal warehouse 
f th sort of 


; 


iting from 


rdditi 


Management Should Lead 


that emplovees can 


rowal 


It obvious 


ntribute much improving 


wn < Ive ; put manage 
nind that 
ind 

+} 
la 


ill 


the importan 


mor; i} 
7 y TT ; 
employee effective ; > re I i st and 
During tr 


moved (with their consent) from job st to r it may be too in- 


ining, employee re ns n operation may 


volved bjective achieved 


Whatever re yn 


to job to improve staff versatility and 


" whe > . 
to give them a greater understanding whether the 
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building is old or nev If 
Haseltine’s 
present building (property has 


rufiny 
and criticism 
been 
purchased and 

the planning stage), 

It had been 1 


the telephon 


mium 
general office away 
which inside salesm 
ited If 


desk, the operator had to 


i call came in 

ring 

desk. If he wasn’ 
Since the 


side salesman’s t 


there, she had to page him 
sales desk receives m 

ing calls (and 
portant « ills 
delays were some 
instances, costly he situation was 


rot busy 


challenging so we g ind studied 


the pt »blem 
Balconies and Mirrors Help 


The ideal 


board 


was to have the switch- 
uuld see 
fice. The 
construction of a 
which the city 
located The 
was “hung’ n a little 
Moreover system of 


over the switchboard 


where the operator 
practically everyone in the 
inswer was the 
mezzanine on sales 
desks were 


switchboard 


te lephone 
balcony also. 
enables 
lesk of each 
salesman and tell immediately whether 
or not he is 


mirrors 


the opcrator to see the 


at his desk. Then she has 
the option of paging him referring 
the caller to someone else who could 


take care of his re juests 


Part That Telephones Play 


We also made a cost study of tele- 
phone service, revealing the number of 
trunk lines that are necessary to handle 
the company’s volume of 
efficiently. Too 


divert sak 


business 
most frequent busy 
signals can This study 
was based on a busy signal check, basic 
osts, consultations with the telephone 


operator and th teel warehouse, 
which is located on the n 


acquired by th 


w property 

company 
main 
number 
savings 


ind hence deta m the 


With 


lines n 


quarters 
trunk 


have been 


lequate 


ubstantial and service has 
been improved 
An analysis of printing ts 


busi 
ness form ertising mia 
terial, etc d to the establishment 
which has 
expenses. Another analysis of 
operations included a time 
study translated into labor losses un- 


Continued on page 178) 


f a printing department 
saved 


elevator 





New $500,000 building of Warren & Bailey Co., Los An- 
geles, was located where new freeways could be used to best 
advantage by trafhc-weary will-call customers and delivery 
drivers. Three-acre site is stone’s throw from Santa Ana 
Freeway, in suburban Central Manufacturing District. 


Warren & Bailey Building Features Roominess 


Wide-open spaces outside are inviting to customers’ trucks 
and cars. This is loading dock for the will-call department. 
Parking lot adjoins it 


Spacious front lobby sets tone of building's interior. Walls 
are of solid ash veneer. Private F.M. system pipes in soft 


music, can also be used for announcements 


“Everything was planned with the customers convenience as 
the main objective,” says the management. Los Angeles 
moves on wheels, so adequate parking and ease of access were 
the first considerations. Here Harry, Irving and Samuel 
I'uch, partners, complete final moving details. 


Inside, order department adjoins special lobby for will-call 
customers. ?neumatic tubes facilitate paperwork. Intercom, 
public address systems are also used. 


Salesmen work and have mectings in this large salesroom 
where walls are lined with literature. Another room is 
equipped especially for manufacturers’ men 
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They're Regular Countermen T 


But They're Also Specialists 


that each tim they make a pi | I n Couch & 
Heyle’s delivery department is cased ) his opinion 

varrants a concentration on cal! bus 
Not only do our men have a go ge of repair 
° taker parts. but im most lines we carry stand mits,” say 

make on Mr. Bennett When a man conx 
hase, sales, and tool of some kind which need 
him use one of ours until his tool 
ialists and purchas All the men wait on. the general trade, t if istomer 
has a responsibility wants specialized information, a call i in for the 
itside men. as far as nan who handles that line. A sixth nter man i 
ttilized to wait on the counter generalh ike care 
ing takes the men off the floor pretty of all non-specialized call orde 

so we have a call board which tells whether a The consensus of the six men is tl & Heyl’ 
n the floor or in back. When the floor get system enables cach of them t n Oo two item 
we call the bovs from the basement or the back thoroughly, while providing a w edge of the 
uns of a call bell—three rings means drop every rest of the stock. Another benefit of tl pecialization 
und come running.” is that it is ideal sales training, and at least one of the 

Bennett estimates his daily counter cash volume men is slated to go on the road in the 
250. and also figures that 40% of the daily charges But its top benefit, they believe, is the fact that it 

. 


munter sales. Further, since most of his customer nables the counter men to supply am e the cus- 


breweries maintain pickup trucks, he figures mers’ needs quick Tor ugh] 
: > ’ 
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VALVE AND ELEC 
turer hools prepared Dave 


turers 


CHAIN SAWS are the 
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10 also 


works on pump 


Ty, 
EXTINGUISHERS, 
exclusive 
system helps y« 


he savs 


~~ 
pre 
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. . 
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rRIC DRILI 
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problems 
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ha 


welding 
eight 


more 


training by 


for 


manufac- 
pecialties 


which man 


INDUSTRIAL DISTRIBUTION 





HAND TOOL SPECIALIST Gentry 


bears the title assistant purchasin 
Loo 


loose strings of purchasing 
takes car all call orders 


SUPERINTENDENT 

hand tools 
of men 
the quickest v 


Guy 
sanders, ov 


He 


tools and 
activity 


system 15s 


ounter 


CASTER SPECIALIST Bill Barlowe 


department as well as his floor duties 
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Marshall 
cTsccs 
be he ve 


produ 


lhetford 


iwcnt he 


right) als« 
tie up th 


s all-around man 


ns 
| 


NI 


specialist in 
the floor 


( Ou h 
} 


powe! 
orreiatt 
& Hevk 


¢ tool experts 
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E. B. Langston 


Parker, Helms & Langston 
Jacksonville, Fila. 


Customers are the pso- 
ple who keep you alive 
and should be appreciated. 
| made no regulor calls 
during the recent holiday 

period. Two weeks were devoted entirely to enter- 
taining customers at football games, and the like. 

| think of my customers as good personal friends 
and get orders without the formality of an order 
book, or asking for their signatures. 

Formerly, | was on the sales staff of Louis Wolfson, 
generally recognized as a business success. He never 
questioned expense accounts. Only sales results. 

There were four rules for salesmen: |. Always 
pay the bill. 2. Keep fit. Work out in a gym at least 
twice a week. You can’t sell without enthusiasm 
and health. 3. Always have an ample supply of money 
in the pocket, both for emergencies, and the psycho- 
logical effect. 4. Always be well-dressed. 








Roger Cauch 


The Adom-Hill Co. 
Sen Francisco, Calif. 


As | see it, entertaining 
a customer is a gesture 
to show you appreciate 
his good will and past 
business. Entertainment is 
something a friend is entitled to; you shouldn’t use it 
to buy his business. If it’s put on that basis, you 
might shell out $5 and have someone else take away 
his business for $6. 

| think it embarrasses a prospect if you entertain 
him lavishly after your first or second meeting. | 
make repeated business calls for several months 
before | ask a customer out. We've thoroughly dis- 
cussed our products in his office, so the conversation 
is likely to be purely social—especially if his wife is 
along. However, occasionally the customer wants 
to discuss business. 

| think there’s a trend away from lavish enter- 
taining. | ask a customer to lunch or dinner, occasion- 
ally a round of golf or a football game, if | know 
he’s a fon. 





What Do YOU Think? 


How extensively should a salesman 
entertain customers and potential customers? 








Chuck Litchfield 


Northern Industrial Supply 
Chicago, Ill 


Seems to mea lot enters 
the picture on a question 
like that. How good is the 
customer? What is his po- 
tential businesswise? De- 

pending cn the answers, | entertain some customers 
a lot—others | limit to a lunch. 

It’s the old story—I'll spend a buck to make two. 
In that respect, of course, lavish entertoining is a 
gamble. But | don’t limit it if | feel that it'll swing 
@ good order my way. 

You see, | think entertaining is a part of selling 
yourself—the salesman’s main job. 








William Scroggins 


Industrial Supply Corp. 
Richmond, Va 


| entertain my custo- 
mers and like it. When we 
get together for relaxo- 
tion, the exchange of 
ideas always proves mutu- 
ally beneficial. It is an opportunity to become better 
acquainted, and we find we have much in common. 
This is never with the idea of “buying business.” 
However, | am sometimes able to get an insight 
on his needs and problems, and can better serve my 
customer and my firm. | endeavor to create confi- 
dence by cultivating friendship. 
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Merritt T. “Mike” Wilson 


R. C. Neal Co., Inc. 
Buffalo, N. Y. 


| believe that it is per- 
fectly fitting and proper 
for a salesman to take a 
buyer, or potential buying 
influence, to lunch on 
occasion. 

It is also all right, in my opinion, in certain cases, 
depending upon one’s personal relations with the in- 
dividual, how well one knows him and, of course, the 
value of his account, to go somewhat further in the 
way of entertainment—such as taking him, or possi- 
bly him and his wife to hockey games, or other 
sporting events, or such spectacles as the Ice 
Follies, etc. 

In my case | also sometimes like to help a customer 
obtain some piece of equipment he particularly wants 
for his own personal use, such as a drill for his home 
workshop. In most cases, rather than making an 
outright gift—again depending upon the circum- 
stances—the personal relationship, the value of the 
account, and my own pocketbook—! usually just get 
the item for him at a discount. This does not make 
him feel under “obligation” to me. Most of these 
fellows do not want something for nothing, but they 
do like to feel that they got a good “deal” 


John Buthod 


Marshall Supply & 
Equipment Co 
Tulsa, Okla. 


| believe entertainment 
of customers and potential 
customers is necessary in 
our business. However, it 
must be controlled and 
good judgment used in selecting the type of enter- 
tainment to fit the particular individual. This can 
only be accomplished by close association and knowl- 
edge of the customer’s likes and dislikes. Normally, 
this information is not acquired while selling in the 
customer’s place of business. In my opinion, it is poor 
business practice to use any method of entertain- 
ment which would tend to make the customer ill at 
ease or indicate obligation in any manner. 

| find lunches, sporting events, and occasionally 
the theatre or dinner with a customer and his wife 
excellent forms of entertainment. The fact that 
Oklahoma is a dry state eliminates the use of night 
clubs and intoxicants. 

The purpose of customer and potential customer 
entertainment is to create good will, become better 
acquainted, and permit expression of appreciation 
for business received in the past. How frequently 
the customer or potential customer should be enter- 
tained is dependent upon the size and type of 
account, and the amount of dollar volume potential 
available in our type of business. 











Roy Houck 


Sonnet Supply Co. 
Hawthorne, Calif. 


|, personally, don’t be- 
lieve in extensive enter- 
tainment of customers 
and prospects. | think it’s 
easy to overemphasize en- 
tertainment and neglect service—which is what your 
company is paying you for, and what the customer 
wants. 

| was in engineering before | came into selling, 
and | know that the salesman | called wasn’t the 
goodtime Joe but the guy who could give me the 
answers. If you base an account on service, you keep 
it. If you base it on entertaining, all a competitor 
has to do is entertain more than you. 

| have good friends among my customers, and | 
like to take them to lunch occasionally, but | don’t 
talk business. The place to transact business is in a 
business establishment—if you can’t sell a man in his 
office, you can’t sell him anywhere. 








Glenn William Hudson, Jr. 


Briggs-Weaver Machinery Co 
Dallas, Tex. 


My personal feelings 
toward entertaining a cus- 
tomer differ from many 
salesmen in that, until | 
have had at least a degree 
of success with a new prospect, | never entertain 
him—thereby eliminating all chance for the too often 
criticism of—Buying Business. 

Too, in the steady association with my customers, 
| consider them my closest personal friends and an 
evening or afternoon spent with them and their 
families is o pleasure for me and, | hope, for them. 
At these times business is not a topic of conversation. 

However, | do think that business can be trans- 
acted over a lunch, which helps to eliminate tele- 
phone calls and interruptions from other office per- 
sonnel, thus giving a buyer time to consider every 
aspect of your proposition. 
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Turn Mistakes ~_" 


To Your Own Advantage 


Here are three ways > — 1. Make a friend by satisfying 2 complaint 


The whvs of a lost order can be as important as the order 
tself. Sales Manager Howard C. Hansen imvestigates every 
ale that missed, finds out which of three causes is respon 


By Robert Slater sible: price, delivery, ill will remedies situation 


Associate Editor, Chicago 


HERE MAY BE NO USE “crving r spilt milk’’ but, at ucts were known to be tops in qualit ind thev had 

T e Machinery & Supply Co., when someone never made a complaint to us that had not been promptly 
evervbody benefits Spilt milk” may ind fairly handled te their complete satisfaction 

Howard C. Hansen, sales manager, works on another 


an osing a juicy order, a customer 
aspect of the question—lost orders When an order’s 


because a clerk error delaved his 
xecial tool turned imto a lost,”” he savs, “I find it hinges on on hi things 
ecification price, delivery or ill will. When I hear about a lost order, 


stri poli vy where customer I'll go to a lot of trouble to find out why 


We treat cach complaint If the sale went to some other company because 

t ymplaint we had ever received, Interstate’s price was off, Mr. Hansen says, Interstate 

M igerly, president \ complaint n be vants to know about it—and to take steps to remedy 

1 proper! the situation. If delivery is the cause, the firm wants 

Neves Sind tip Bepense to decide whether it should have stocked the item in 
question 

And, of course, if the man lost the order because of 

t ill will—that is, poor salesmanship, or poor public rela 

tions—that’s where I step in,” Mr. Hansen says That's 


finn why I take trips throughout the salesmen’s 


c Xp TSI 


tremendou powe handk 


Mr. Edgerly cites as an exampk 
trip he and a departme nt manag wok simph 
$50 complaint 
Fifty dollars isn't going to make or break any 


g 
in this business,” he says, “and it certainly cost us a lot frequentiv—to roid such occurrence 


more than $50 just to make the trip. But, here's th« 
, lig Out the Reaso 
we proved to our custome that we had a real i € eR - 


| 


ind very genuine interest in his business. We proved In two instances Mr. Hansen found that the cause for 


the lost sale was weak product knowledge on the part 


of the salesman. The result was concentration on product 
atalog 


that we thought enough of him to make a 100-mil 


trip to talk over his complaint with him 
Ihe result, according to Mr. Edgerly, is that Interstate knowledge, and increased stress on utilization of 


now has a satisfied customer; it’s in on the ground floor material 
By reading over orders that are sent in, | can tell 


n another proposition in which the customer ts inte1 
salesman is using his tools,” says Mr. Hansen 


sted; and the firm has an additional salesman in the vhich 


territory—the once-disgruntled customer You can tell if the men are using their catalogs by the 


A couple of years ago,” says Mr. Edgerly, “we placed descriptive material in an order.” 
1 bid with a municipality for a large quantity of equip Another lost sale was traced to the fact that a salesman 
of being iad sold only two out of three partners on his linc 
Management called him to task—teiterating the policy 
f the council members got up on his hind legs and that it’s the salesman’s job to sell evervone before he 
onsiders the deal sewed up 
investigated a lost sale from every angle,” 


ment. This time we got the order (in spite 
higher than one of our competitors ) simply because on 


moved for the acceptance of our bids on the 
that they had done business with us for years, our pr After I've 
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2. Boost yourself by boosting the competition 
Grin when you lose a sale,” says Salesman George Wilmes, 
tell the customer he made a good buy—and add some con- 


structive information of your own. Next time, he won't 


ven consult ompetition—be ase knew tools better.’ 


says Mr. Hansen, “I call the salesman in and ask him 
why he thought he had lost the sale. Then I explain what 
I had found out. Threshing the thing out like this turns 
the lost sale into a lesson that the salesman won't forget 
saving us some big sales in the future 

George Wilmes, salesman, knows he benefits from 
mistakes, too. “I’ve been in the business for 36 years,” 


’ 


he says, “and I’ve seen salesmen spend a lot of money 
n entertainment—trying to build up good will. It costs 
a lot less, I think, to straighten out problems—holding 
mto customers and often rest 
tional business 

And when I lose a sale—which happens to every sales 
man sometime—lI tell the customer that he’s made a 
good buy. It’s important that you don’t knock the other 
guy's product—it reflects on the buver’s judgment 

After I've established the fact with the buyer that 
I’m not weeping, I tell him something technical about 
his new machine that the rival salesman didn’t know 
Next time he buys, he doesn’t ever nsult the com 


petition 


Back up the Salesman 


Mr. Wilmes pointed out that occasionally an error 
an be expensive—but that, when a mistake happens, 
Interstate always backs up the salesman regardless of 
expense, taking the material back and furnishing the 
ustomer with the merchandise he wants 
“The man who never made a mistake never did very 
much,” Mr. Wilmes says. “Often new salesmen can’t 
understand how they can have so much trouble—but it’s 
a part of the business. And it’s surprising how you can 
develop more business out of it 
Sometimes it’s the customer who makes the mistake,” 
says Mr. Wilmes. “It’s hard to turn that into a profit— 
but sometimes it’s possible. We once supplied a customer 


its in building ip vddi- 


3. Improve salesmanship by studying lost sales 


Disgruntied customer—properly soothed over—makes an addi 
tional salesman for Interstate, according to President D. M 
Edgerly. Adjusting a complaint can be an expensive propo 
sition—but it’s more expensive to ignore it 


with a lot of grinding wheels on an out-dated order which 
he had mistakenly duplicated. He wanted to return the 
extra wheels for credit. If we hadn’t accepted them, 
there would have been hard feelings. I worked out a 
proposition whereby our loss was at a minimum by get 


ting him to place an order with us for a quantity of 
usable wheels—he was happy and we got more business 
A customer will often try to make up a loss by giving us 
an increased volume of business—he feels that we're 
entitled to it 

“I once had a case where a customer complained to 
me about grinding wheels not being up to par—the 
wheels were breaking. So I surmised that he was running 
them too fast. Sure enough, he had lost track of which 
of his machines was high speed—he was putting 5-in 
wheels on 6-in. wheel machines 

“I checked the grinders with a speed indicator, found 
which was the 3600-rpm machine, and told him to paint 
it red. He appreciated the help, and when he was ready 
to buy some new grinders, I got the order—hands down.’ 


Watch the Office, too 


Mr. Wilmes also describes a time when Interstate’s 
order writing routine was bogged down. “There had 
been a change in the personnel who handled orders all 
the way through,” he says. “The girl who was writing up 
the orders had other duties. As a result, a good part of 
our orders weren't getting immediate attention. She was 
informed of the importance of prompt order writing, 
and service became better than it ever was 

“It’s surprising how you can develop more business 
out of trouble,” says Mr. Wilmes, “but it can be done. 
The important thing to remember is that if there's a 
correction to be made, do it as fast as you can and get 
it out of the way. Don’t waste any time. Then, work 
to turn the mistake to your own advantage.” 
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A director of purchases for a manufacturing concern with 


annual sales of approximately $17,000,000 tells . . . 


“Why | Buy From Industrial Distributors” 
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LOCAL DISTRIBUTORS help keep 
r machinery running and maintain 
sa\ George I Brown 
rchas for F. € Huyck 
vital to us for, in 
mm its raw state t 


prod t) 

dir f pu 
& Son And that's 
pt of wool ft 

finished product, a complexity of ma 


' 
! d, machimery we cant 


WNerT\ 


ifford to } 7\ t down 


After 
have been dismantled, 


tine hecks of 


the machines 


ur equipment 
we invariably find that important parts 


bearings, chain 


need replacement 
ct And the 


we don’t carry in our stock 


need is usually 
ven on Saturdays and 
in call the local distribu 
their stores and 
W hen you 


elim 


opm } 
lelive the items to us 
think of the money 


ing machine 


saved by 
down-time you i 
if whi \ velcome tl 

f our local distribut 
A licensed professional 
ince 1933, Mr. Brown started with 
I { Hluvek 34 I g is chief 


raftsman, and then becat issistant 


enginec 


lant ene 192 ] 
aTIT ¢ v1 ' / \ 11K 


ralized 

pul ng DArTtTi | | ‘ he has 
been directing nec. Today, Mr 
Brown has three buyers on his staff 
Although Mr. Brown, in the 


; 


caks hignty f distributors, he 


main 
has a 
uiple of admonitions for distributor 

Our buvers look for assist 


FEBRUARY 


1955 


salesman 
his own cata- 


ance. If we find a distributor 
loesn't even know 


sman hasn't been trained, 


who 
log, that sak 
he doesn't know am t 1 we do, 


ind he can’t possibly be of service 


to us 
Purchasing Prime Contact 


Considering Mr. Brown’s _back- 
ground, it is interesting to note an- 
other point he stresses. “All distribu- 
tor salesmen realize that the 
purchasing department is their prime 
contact. Many company 
our size, there may be three separate 
individuals in different departments 
who want to see the same distributor 
salesman on his next call. If the sales- 
man wandered in the back door, he 
would have no way of knowing this. 
But, by clearing through our purchas- 
ing department, he can be directed 
to the interested plant personnel.” 

Mr. Brown adds, “The distributor 
salesman should learn that, al- 
though plant personnel should know 
what they want, it doesn’t always work 
yut that way. Not only do we, in our 
purchasing department, keep abreast 
of new developments on the outside, 
but we are also part of top level man- 
agement and are informed of our com- 
pany’s future plan While specifica- 
made bi isers in the plant, 

signers, the pur hase 
yogotiations must be made through 


should 


times in a 


also 


tons 


the purchasing department 


while production 
that a certain ma- 
chine, with so much capacity, is ideal 
for their needs, it may not be so. Be- 
cause of our knowledge of future plans, 
we may realize it is more economical 
to buy a larger machine with sufficient 
capacity to handle future production 
requirements.” 

Mr. Brown conclude It is the pur- 
chasing department's job to keep the 
production departments running—eco- 
Fortunately for us, we can 
distributors’ 


For example 


men may believe 


nomically 
depend upon our local 


cooperation 





PHOTOCOPYING at Grayson-List & Co., Secaucus, N. J., saves firm both 
trouble and money when future reference is needed to important papers. Let 
ters, delivery receipts, complex orders on customers’ forms are often duplicated 


To Save Trouble Later, Keep a Copy 


W@ ORRY, YOU NEVER DELIVERED THE ORDER 

This response from a customer in a controversy 
over billing can only be answered by producing the signed 
delivery receipt, and obviously it’s best to have an exact 
duplicate on hand. Duplicates of important letters and 
orders originating outside the firm may be equally valu- 
able at other times. 

At least, so management reasoned at Grayson-List & 
Co., Secaucus, N. J., when they set up a photocopying 
department recently. 

Whenever there exists a fair possibility of error or 
misunderstanding for lack of positive proof, a copy is 
run off on the firm’s small photostat machine. “When 
in doubt, keep a copy” is the policy 


Losses and Errors Reduced 


It saves trouble and money in the long run, says Fred 
List, partner 

For example: 

1. When a customer sends in a long, complex order 
on his own form, with involved specifications and pos 
sibly drawings, this will probably be a special or will have 
to be back-ordered. So the distributor takes a photocopy, 
which he keeps, and sends the original to the supplier. 
If an item is scarce, and several suppliers must be con- 
tacted, copies can be sent to each. If necessary, the cus 
tomer’s name can be blanked out on photocopies sent 
to suppliers, for the distributor's protection 

2. Letters from customers relating to orders or bills 
can be copied quickly, without retyping, in case copies 


are needed later to furnish proof of a statement or trans- 
action. The photocopy, of course, reproduces the sig- 
nature. 

3. Receipted packing and delivery slips can be dupli- 
cated, showing signatures, so misunderstandings can’t 
arise as to whether goods were delivered. 


Method Is Inexpensive 


Of the three methods of reproducing copies of data 
from outside the office—retyping, custom photostating, 
and duplicating with the company’s own equipment— 
the management decided that doing their own work 
would be the cheapest and easiest. Retyping takes time 
and does not reproduce signatures, and the cost of having 
outside photostating done, management discovered, came 
close to $4 or $5 for each job. Since the office has occa- 
sion for 10 to 15 duplicating jobs a month, it seemed 
reasonable to own the equipment, at an original cost of 
about $300. 

Not much larger than a typewriter, the photocopying 
machine is a self-contained unit that processes and dries 
prints in one operation. Clerical personnel can run off 
10 to 15 copies in a few minutes’ time at a materials 
cost of 8 or 9 cents a copy, management found 

The machine has not been used as yet for office forms 
or direct mail, which are produced by mimeographing 
or secured outside. 

But Mr. List feels that the new photocopying depart- 
ment pays for itself in the prevention of costly errors 
and lost orders 
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ENJOY WRITING ind management 
eading—call reports at Heald Mill Supply, Inc 
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: 


’ 
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ire easy to carry around, simple to fill in 


ording to Salesman Kenneth Johnson 


sheet 


ind, most important, provide a permanent, omplete 


urrent record of each customer's personnel and potential 
lus a history of my progress. And, with this system, the 
tiresome weekend job of planning itinerari elim 

nated.’ V 
Reports are written and mailed every night, and 
be complete yet concise. If it was 


made to that effect 


rn 
Ty 


i? 


the salesman’s job to 


merely a routine call, a comment 
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Management's enthusiasm for th: 
ecord system is explained by Guy W 
#t the firm: “It keeps us posted on the salesman’s activi- 
nen are away all 
week, it is imperative that I know what they are doing 
Not as a check on their time, but so that when 
n the salesmen’s absence, 


we on the inside have the necessary data to handle the 


very day 
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WRITING REPORTS cy 
Kenn th Johnson Jr 
d doesn’t return 


eep office posted on activities and pr 


x Salesman 
Monday 


d Paley PS 0 


CAREFUL ATTENTION is given t all 
Heald ecretary, Carla Fitzmaurice, who types 
\otations, delivery follow ups wi 
rrespondence requested by salesman 


reports by Mr 
letters, 
ipphier und other 


istomer’s needs promptly and intelhgently. This way 
I'm also kept current on competitive conditions. The 
salesmen 
vhom and what we are concentrating on, and what 


report also enable me to show our upplier 


ress we are making.” 

After Mr. Heald reads the reports and takes necessary 
action, his secretary receives them and inserts pertinent 

espondence and invoices into the folded reports. They 

then placed in the itinerary file compartment corre 
ponding to the day and week designated by the salesman 
for his next call 

When the salesman comes into the office Saturday— 
and that’s about the only chance he has to be in the 


ofice—he checks the itinerary file, and riffles through his 


PROMPT READING of reports is given by President Guy 
W. Heald as soon as mail is received. Thus, if customer 
phone or write in salesman’s absence, Mr. Heald is current on 
what his salesman has accomplished 


ITINERARY FILE is home-made with four tiers, of five 
compartments each, for working days of the month. Re- 
ports, with inserted correspondence and invoice copies, 
are filed according to salesman’s specified date of next call 


most recent reports to see that everything has been han 
dled. Then he picks the reports in the compartments of 
the following week’s tier, and is all set to work on that 
itinerary. 

When there is no further room left for comments, the 
sheet—according to the individual salesman’s wishes 
may be filed permanently or stapled to a new sheet 

“We believe,” concludes Mr. Heald, “that with a mini 
mum of paper work we have accomplished the dual task 
of planning, and recording, where we are spending our 
sales-time based on existing potential. And it is compara- 
tively simple for salesmen and management to determine 
if we are spending our time effectively on worthwhil 


goals.” 
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Stop Those Drowsy Sales Meetings 
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vr dat that # a aed { i nas cullen quselone 
of i : ) 











Product Quizzes Keep Them Awake 
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By Don McGill 


Associate Editor 


HEN IS A SALES MEETING NOT A SALES MEETING? Give 
up? Simpl when the assembled salesmen start 


1 ’ 
falling asieep 





That is one answer which W liam G. Hoffman, sales 










unager of Baltimore's Carey Machinery Co., can give 


to the riddle of some manutfact iles meetings But 
Mr. Hoffman has an even better answer—dispense with 
+} =a sin ltogett nd find a workable 
nese imoprous I } i rC ine I 1 a WorTkKaDEe 





subst tu 





ixc up oul 
men’s time witl meetings that didn’t catch 


it 


products, 
















Wherever practi 


Mr. Hoffman. who during his vears as an outside DRAFTING an examination 
a . lee m . : 
man suffered through unnumbered somolent gather: sales manager, W. G 
Hoffman w nlist help of the local representativ 
ng On too many occasions, manufacturers sent in . gt pecs . 
? plier W hose produc t 
. l, red a1 r? ; meet fad rs . 
1 who hadn't prepared an nf na I ing for ou SIDA prod ict information bulletins 
n else who weren't capable of getting the subject nce books used in running examinations 






hance to 
But quite apart from the merit lemerits of manu 
facturet ales meetings, there was the inability of anv 
eting of this kind to make product knowledge stick 


ith the salesmen. It was while he was pondering some 















er g 











way of following up on meetings to mak rtain salesmen 
had absorbed what was told them that Mr. Hoffman got 
the idea for a substitute for inadequate meetings 

Again ,there was the simple problem of time A two 
to two-and-half-hour sales meeting per year on each of 
yur 16 leading lines,” Mr. Hoffman says, “would not be 
sufficient to keep us up-to-date on ar f these 16 lines 
Actually, if we continued the neetings every other 
week, 32 weeks would elapse bef ve had made the 


yunds 





Quiz Gets the Biz. 


ination at home is sales 
The practical substitute Mr. Hoffman worked out 3 : 
. . men are ntn las 
namely, written examinations—was simple enough, but so meeting “where som 
far has proved highly effective is.” Salesmen so far 


It works this way: Mr. Hoffman enlists the help of a 
upplier in setting an examination paper ontaining ques- 
tions which will truly test the salesman’s knowledge of 
a product. The salesman is apprised of the various reading 
sources (among them the Product Data Bulletins prepared 


by the two distributor associations ind spends sev- 










BONING UP on taps and dies prior to taking written exam 


















ral evenings at home briefing himself Then he is 


given the test, which he takes home and on the honor 









system fills out the answers in a space provided. Nor- 
mally, the salesman is allowed a week in which to com- 
plete the examination 

[he papers are then sent to the factory representative 
und marked. Mr. Hoffman reviews the grades, and goes 


ver any glaring mistakes with the salesman involved. 














These written examinations will not replace the better 
ik meetings, nor sales meeting illed 
periodically. And. of course, they won't ” ilesmen’s 


training urses at manufacture! lant 
te, these written examination ! en their POST-MORTEM on 
th in a verv substantial wav—sak € product lines held between Mr. Hoffman 
’ ue , Mr. Hoftman, the writt 
salesmen have been own ; 
I : cll ld i i efe tiveness in higher 
x mprovement red H 








controversial examination question 1s 
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PACKAGES AND PRODUCTS must 
, + read +t : : 


Cs Indust Sarvs { 


eretereecuae 





AISLE INDEX, which 1 


i rage space 


STOCK 


it ; : i 


Good Housekeeping Really Pays Off 
When Policy Is Clearly Defined 


By Jack Wertis 


Senior Associate Editor 


OOD HOUSEKEEPING and good practice in the stockroom 
G s a well-defined, strictly-maintained policy at the 
ell Industrial Supply Co., Seattle, W ish., and the 
for it is not hard to understand. Maintenance of 


licy, says Wallace Campbell, president, has con 


ncy 


_amp 
i 


<d materially to (1) rapid, accurate filling of orders; 


| 
rapid, accurate counting of inventory; 3) reduction 


f “lost” items; (4) efficient utilization of space; (5) im 
proved employee relations 

What constitutes good housekeeping and good stock 
room practice, aside from neatness and orderliness, Mr 
Campbell explained, is a matter of individual experience 
elating to type of stock, volume, size of inventories, facili 
ties, etc. A sound housekeeping policy seeks to make the 
nost efficient use of manpower and facilities at all times 

It is one thing, according to Mr. Campbell, to establish 


1 good housekeeping policy and quite am ther to maintain 


t. When the company’s old quarters im 
Seattle burned in 1942, Mr. Campbell was determined 


’ , 
r force good housekeeping in the new building on 
sn I > 


downtown 


98 


the outskirts of the city. There were difficulties, however 

Bulletins were issued imstructing employees on methods 
f handling stock. But bulletins have a habit of disap 
pearing. Employees got ideas which they felt improved 
nethods. Other employees were moved up or resigned 
ind new faces appeared. The new employees also had 
their own ideas of how to handle the stock. The result 
was a melange of highly individualistic methods not at all 
mducive to efhcient use of manpower and facilities. It 
wasn't a question of whether the ideas mtroduced by the 
employees were good or bad, the fact they weren’t co 
wdinated minimized their chances of achieving good 
housekeeping 

When approached by the adjustment clerk for a new 
yuulletin to bring order out of the chaos, Mr. Campbell 
decided that bulletins didn’t go far enough. He decided 
that the big companies had the night idea, a manual of 
Policies and Procedures” to govern all functions per 
by the company. The idea was I 


TEXT CONTINUED ON PAGE 100 


rmed 
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Directive No. 10 
March 17, 1954 


The Proper Housing of Stock 


The following rules an I nust be stock or housing a factory shipment, if you are 
idhered to not certain where the product belongs or how 

1. Keep items in original carton it should be stored, consult the p.a. or the indi- 

2. If merchandise is furnished by a manu vidual in charge of the department rather than 
facturer in bulk or in poor packag effort mis-house it 
must be made to package tl naterials: (a) Ob 7. Do not stock packages upside down or 
tain cartons or boxes—marh label the boxe: backwards. Always take time to replace the cover 
with the name of the product umber and size of a package. Good housekeeping speeds service 
b) carton or package in unit quantit TO ex and improves accuracy 


Robbing Parts 

Broken Packages 1. Never rob a product of a part. Parts must 
be ordered from the factory special. 2. If a part 
is damaged in transit and a replacement must be 


; 


an iCCUTa 


dered, hold the item in the receiving depart 
ment until the part arrives. A product short a part 
nust not be on the stock shelves. Speed must be 
xercised by our receiving clerk or stock clerk 
ind p.a. te that the necessary part is ordered 
ind the product is restored to saleable condition 
Cleanliness 
. Merchandise is to be kept clean and free of 
Housing dust at all time If you are responsible for a 
All items are t t helve section of inventory, use the electric vacuum 


ravon or pencil 


bins in numerical habe der read cleaner whenever it becomes necessary. Never 
ng from left to right ' quare bolt type permit an order to be filled with a package cov 
ins are used in place of adjustable shelving ered with dust 
tock is to be housed horizor P > 
2. In housing new st ipment ilways Using Tools & Merchandise 
the old stock forward, s will be sold first 1. We cannot make used goods out of our 
If inventory quantitic re enlarged, ware stock. Each operating department has its own 
3 stockmen are to consult the purchasing issortment of tools for use. See that that assort 
gent and plan for increasing e space allocated ment is properly housed. When it is necessary to 
rather than housing an overstocked quantity in use a screw-driver, hammer, flashlight, pliers, 
me other part of our buildin ladder, etc., go to our “tools for use’ cabinet or 
4. If, after consulting the | s found box and then return the item when you have fin 
necessary to house a surplus quantity apart from ished using it. Go to the tool box, not the stock 
the main section of stock, the main section is shelves 
to be tagged with a BLUE OVERSTOCK tag 2. Merchandise removed from stock for com 
informing the size and quantity of the product pany use, such as electric light globes, tools. et 
werstocked and indicating where the surplus must first be approved by D-S-B and properls 
quantity is housed charged on a monthly expense sales sheet to the 
5. When it is nacessary to move a line of company 
merchandise across an aisle or into another aisle 
or another part of our building, always leave a Out-Low Reports 
tag in the old location stating that the product When filling orders and it is noted that the 
has been moved and telling where. Also imme stock is running dangerously low or out, you fill 
diately change the stock index located at the en out one of the YELLOW OUT-LOW forms 
trance of the aisle. This is very important; it and turn it into the purchasing department as 
issists those from other departments who must quickly as possible. Don’t leave this important 
quickly locate the product that has been moved duty to someone else. The secret of our business 
6. Extreme care must be exercised to avoid is in having stock on hand for our customers 
misplacing inventory. Merchandise misplaced is when they want it. Report when stock gets low 
merchandise lost. In returning merchandise to rather than wait for it to run out 
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Housekeeping 
Pays Off 
When Policy 


Is Detined 
(Cont‘d.) 


r tem n the she 


NUMERICAL OR ALPHABETICAL LISTINGS 


at 


man mn question 


vould mandator An) 


ipp! ve 


. | 
mpt i ! 


1 by management 
manual h weve 
1 week, a month 
In panies which generally ig ) 
One way to overcor his problem een te 
will 


le it piece meal through the 


then b 


hgured, was to tackle 
quipment 


The directi c 


to keep directive n was the experience 
It is pretty clear and concisé 
ements of good practice as determined 


f directives, each directive to outline adopted 


‘ 


for each phase of the busin 


rcedur©res 
ind thinking 
l orn um the ar 


alesmen, sampk 


; 7 
rol, special orders and proj 1S perience and observation. But rules and itions 
! 


not of themselves achieve good practi Mr. Campbell 
immed. You have to follow up. Department heads are 


to the ruk yu inagement 


is and with 
f 1 ] hould 


m “Proper Housing 
nprehensive set of rules and regulations mimeogs esponsible for adherence 
to all dey Cad [ ) yw its interest bi frequent 

r critici Exception 


DI kept in Mr. Camphb« 
t , ce | )} a minimum or they ma 


rforated sheets and issued 
tle and 


oom hanaget I l ) 
2 } 
arROwW Wwhcr¢ 


CTMPIoOy 


I 


TOOLS FOR USE are available so th no nee m CLEANLINESS 


; 
are tiie! 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 


100 








$207 MeGEE STREET, RAMSAS CITY 2. wO 


Expediting— MACHINERY & SUPPLY CO. 


COPY OF PURCHASE ORDER 


It's Done 


Automatically 
A Gites snacknowledge 


rders is being ed su 
Ellfeldt Machinery & Su 
City. The fe 


h the 


the 
it 
he original order 
pace for longhand notation 


os al item a , - gligit le i s GENTLEMEN: THIS IS AN URGENT REQUEST FOR SHIPPING INFORMATION ON THE ABOVE PURCHASE ORDER 
Pa f Ellfeldt four page pur PLEASE ADVISE IN THE SPACE BELOW THE DATES WE CAN EXPECT SHIPMENT ON THE FOLLOW 
wder it ts ae “aad san ING ITEMS 
der, if is printed on sensitizes | ITEM SHIPPING INFORMATION 


and contains all the infor 
tained on the original order 
the order ornginates, tl 
form is filed in follow 


ft an urgent customer PLEASE RETURN THIS INFORMATION TO US IMMEDIATELY. MANY THANKS. 





ivery information, it 
ivailable. Otherwise the 
matically pulled in the event I 
no acknowledgement withi HASE ORDER COPY, part of a four-part for printed on sensitized paper 


itically gives all original order information, provides space for special it 








hed time (a week to ten day 


ind answer 


ps made on the Bruning 


and forwarded to the manufa 

Two Differences ( n the copies, 
The pian r the 

diting 


mil 


intag 
time saver. It 


virtually elimina ‘ 


m the ubject ind it 


manufacturer the time it 


earch his re 


ind ft 


cm 

but 

t Some 

times this automatic request for de 

the clerk mer ‘ ile or ider livery dates remains unanswered—and 
items in the a f rder reh n the phone and air mail 


endor'’s addre if the chief advantag hi ut the load has been lightened 
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What 


Does 


It 
Take 





To 
Sell? 


By George L. Bottari “Ww I KNEW THE COMPLET! 


ANSWER to that question,” says 


— 


Salesman “Len” Lyons says: 





Assistant Editor 

Herbert L. Rosen, treasurer and man 

M t' ager of the supply department. “But 

anagemen s my experience with Len Lyons and 

Danny Kave has taught me one thing 

‘ there is no one ideal tvpe salesman 
Conclusions > for this busines 

I igrec with my brother.” ivS 

Benton H. Rosen, president of the 

company But these two salesmen 

have one thing in common—drive or 

enthusiasm. Watching them work 

in their individual ways—I've come t 
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‘1 @ CANT SPEAK FOR OTHERS, but | know what it takes 
for me to sell,” says Daniel “Danny” Kaye, salesman 
for Franklin Supply Co., Providence. “It takes serious, 
onscientious, hard work. 
Despite my name, I’m not a personality boy 
business, I have to make plenty of calls, look for trouble 


lo build 


copious records of my customers’ personnel, equipment, 
and requirements. | plan my itineraries carefully, so 
that I always have a good, well-thought-out reason for 
marking a call. Work at home is customary; to me, the 
preparation that precedes a call is an important step in 
the effectiveness of the call. Fortunately, my wife is very 


helpful; she types reports, records, and occasional letters 


I concentrate on selling engineered products. First, I 
for me.” 


try to benefit the customer fer something better, 
cheaper, safer); then, after I've helped him, I wind up 
with the business for replacements and perishable items.” 

Forty-year-old Mr. Kaye has been selling for Franklin 
Supply over five years. As a staunch advocate of product 
knowledge, he spends as much time as possible working 
l'o keep himself up-to-date, he 


What Service Means 


Realistically, Mr. Kaye observes that he has nothing 
to offer his customers that competitor salesmen don’t 
have—except service. “But service means more than 
prompt deliveries,” Mr. Kaye points out. “It is knowing 
enough about your products to enable you to help cus 
tomers out when they are on the spot. All buyers are 
concerned about efficient production at lowest cost 
that’s what they're paid for. It’s my job to show buyers 
that I can help them attain that goal.” 


with supplier salesmen 
attends suppliers’ schools at every opportunity, and 
ntinually studies all available literature so that he is 
amply equipped to engineer and service all the products 
that he sells. 
I'm a detail man, too,” Mr. Kaye says 


7 keep 


‘I'm the serious, conscientious type. Guess | sell by the book.” 





their habits and hobbies. By 


lp ARD “Len” Lyons, Franklin Supply's other top sales in a customer's plant 
man, minimizes product knowledge and places the building up personal relationships during working hours 

and socializing at all local events, I find I get the call 
when the customer is in the market. It seems to me my 


job is not to be an expert, but to make contacts. I’m a 


emphasis on making friends 
I've always liked people,” says Mr. Lyon I worked 
yn the inside for eight years, and found I had the ability 


sting relationships liaison man between the customer and what my company 


to make friends and build up 
Maybe I’m more interested in people than products, but 


it pays off for me.’ 


has to offer in the way of services 


uervtihine cle heine ; Customer Knows His Needs 
v< \ mng Cis¢ CIng Cqua pri 


Mi. Lyons has observed that th pul hasing agent buys 
from the salesman he most likes » business with 

Thirtv-seven-vear-old Mr. Lyons, wit 1 total of 17 
in their uses. “In most cases,” he says 
what he wants. When he doesn’t, and the item is techni 
cal beyond my experience, I can always call in a technical 
man from the company or our supplier. Why commit 


Despite his emphasis on the personal side of selling 
Mr. Lyons, during his 17 years with Franklin Supply, ha 
accumulated a store of knowledge about products and 


years at Franklin Supply, observe vy often does the customer knows 
ndustrial supply salesman actually pic! p worthwhile 
ders on his calls? Invariably, the the big, 
emergency items during the periods between your calls 
This is not high-pressure selling ng-range lling 
When the buyer picks up his phon WI it an 
order, he thinks of his friends first 


Mr. Lyons continues, “I try to get to know everyone 


"I'm the friendly, relaxed type. 


uicide trying to pose as a “know-it-all”? 

As long as customers learn they can dep nd on me 
for the service to keep their plants running economically 
they'll continuc to bear me in mind when they're in need.” 


Primarily, | try to make friends.” 





doing a fine selling job on the Rosen And then we were both 
struck by his persistence. He didn’t 
have an industrial background, but he 
wanted to sell industrial supplies 
Danny's persistence got to us; we de 


the conclusion that a potential sales 
man must have some strong points building good will, and selling 

handise I suspected he could 
» the same on the outside. But Len 


ifraid of it, wasn’t sure he’d make 


plus a willingness to develop and us 
them to the utmost.” 

Considering that Mr. Kaye and Mr 
an outstanding jol grade on the outside.” 


their sak Benton Rosen adds, “We're sure 
n gave it a try.” 


cided to give him a try.” 

What does it take to sell? Benton 
Rosen sums it up as follows 

Danny and Len have been our top 
producers over the past four years 
They're different in selling techniques, 
but they've got what I think are the 
priceless ingredients—ability to work 


Lyons have done 
running neck-and-neck in 
attainment, it is interesting to not id | 
how they began selling Five vears ago,”” Herbert Rosen re 
Herbert Rosen recalls approaching Danny Kaye came to see us 
Mr. Lyons with the idea of becoming t a job. We weren't very much 
I'd notice Nothing happened that 

number of customers who cam first interview. But Danny came back.” 
the counter and asked for Len right,” Benton hard, and desire to make progress.’ 


an outside salesman 


agreed 
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SERVICE DEPARTMENT EMPLOYEE, Jerry ! 
f q k 0 n ( 


i ‘ trat 


Cooperating with your local university is one key to... 


Finding and Developing Good Employees 


Participating in plar sitation | rams which 
ve high school t 
Exchanging information with ille college 
mnel 
While we have our trouble in tim f high empl v 
ment,”” Mr rr says. “we have been fort in finding 


college 


ADVERTISING MANAGER John A. Mueller came t VICE PRESIDENT-SALES is Bernie W 

Orr j 1947 wil : | , le ¢ lleg anhon f+ n Orr Iror mn 1935 from a teachin } 

taining his BS K ned t any full ee. Mr. Weira ws, “TI 
4 : that of bei » tea 
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INVENTORY 
Jerry M. Hed 


on a part-time 


' 
while atte 


i 
, 
4 


rn a livin 
vents Orr Iron’s full-tis 
firm, and often turn 


ifter graduation 


Case in Point 
ich case is that 
who joined the 
vhile a sophom 
yf Orr's inv 
full-time work 
had obtained hi 


with a major in 


vansville (¢ 
ind =the 
uid I 
fice bo 
Mr 
to substitut 
titute for ten 


cin 


4 t 
High School 
\\ " mad 
vy the att 
saling function 


iwnorance on 


n to it in high 


n this directi 


occupies 36 hours of part-time-worker 


; , 


g at a degree in Busi ‘ 1 Manageme \ajor 


ge than the local high schools. About 
i ! lid, however, participate in a plant visita 
tion, « by the Evansville Manufacture Asso 
ciation 
I his f involves bringing bus load 
of industrial and 
establishment ! f which our plant 
Since we have littl f I il nature t 
trate to the teacher vote our efforts t 
them in the importance of the wholesak 
iddresses given by the executives of our firm 


charts and blackboard illustrations 


Exchange of Information 


Relations with the college have extended ov ng 
period of time and have been valuable in both direction 
Ihe firm has consulted with the head of the Marketing 


Department of Evansville College on the ontents oO 


his curriculum and has furnished the department with 
films on wholesaling and distribution 

Ihe advertising manager often ha msulted on direct 
mail advertising with members of th ollege staff and 
this staff with reprint 


f articles on their various operations which appeared 


in return, Orr Iron has furnished 
in 
INDUSTRIAL DISTRIBUTION 

Members of the college faculty in the Busine Admim 


tration School recently attended a seminar at Orr Iron 


in which the execut ' i picture of the whok 


aler’s function in the national economy, the operation 


#f Orr Iron, and a re 1c cost of doing busin in 


the industrial upply fhe 


During the 1952-53 y hree students chose the On 


Iron Co. as the basis of a survey related to their thesis 


They chose different aspects of the business as a result 


of their interest in wholesaling, and made intensive 
studies of different phas« f the operation 1 part 


vf their research 
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“More Competition but 
Better Ethics Today” 


That’s the opinion of a Newark distribu- 


tor who’s spent 60 years in the business 


By Van Ness Philip 


Assistant Editor 


OMPETITION 1 BETTER BUSINESS ETHICS 


in anothe 
me practice 
he basis of per 
ller led to numer 
desp custom of informal! 


loons further mitigated agaist good 


Ssomnc¢ yur 


vould not look at a 


street for 


miess he first took em across the 
nk,”” Mr. Wilcox recall 
But 


developed im the old-time salesman 


more thoroughly 
In those days, the 
nen spent longer periods inside before they started sell 
ng. And thev had to know their stuff, with all the rest 
vf it. But today too many salesmen have lost sight of the 


product knowledge, he feels, wa 


} — 


; 


weed for knowing their prod t seems. Some seem 


Charles R. Wileox 


‘ 


even afraid to answer a customers ques 

Still, the salesman of the 1890's wor) 
Normal pay for an outside man wa 
ommission plans wert And the 


lependent 


1 modest 


reward 
eek, ind ¢ 
calls could be a long, slow grind, 

the ubiquitou trolley car and the salesman’ 
» get from 


Wilcox 


7 
itis te dav 


It would take me half a day t 
Newark to East Orange to make one call,” M1 
‘A salesman can make many mo 


wel 


remembers 
n a car, even though industry is far more spread out than 
it used to be.” 

Purchasing agents and formalized purchasing functions 
rare in the old days, he recall Salesmen dealt 

for the most part with foremen and production 
managers, a custom that had advantag “ is draw 
to order 


backs. For one thing, these buvers wer« 


more at one time, well ahead of need There was less 
mphasis than now on service ind the distributor's 
tocking function 

Price cutting, says Mr 
he feels that certain old-time practices served to hold it 
in check 
one house against another, since it was common practice 
to deal with one distributor only. And 


Wilcox, is nothing new, but 


There was not so much opportunity to play 


for a customer 


with production men instead of purchasing agents as 


buyers, price was not apt to be questioned rmuch once 
1 distributor was “in.” 

Direct selling? “It hasn't changed much. There is more 
mphasis nm price 
But then 


direct than they would through a good house 


to be sure, and we quote mor¢ often. 
is today, most manufacturers would not sell 
heaper 
good houses in those days, up-to-date in all 


s 


There were 


their methods, just as there are today 


Started As Clerk 


Mr. Wilcox started with Rowe & Conover as a clerk 
inder Isaac Rowe, brother of W. S. Rowe who founded 
the Harrison, N Nine years 
became a salesman for Montgomery & Co., 
Manhattan machine shop supply hous ind in 1903 
returned to Newark to join J]. B. Conover Co., a new 
firm that had grown out of the old Rowe & Conover 
T'wo vears later he was back with Rowe & 


]., firm of the same name 


later he 


organization 


Continued on page f 


- 
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—" 


me 


Hazel Murchison 


secretary 


it's wonderful, relaxing and re 
freshing in the late hours 




















yo SHOULD 
the offices of Pidgeon-Thoma 
’0., in Memphis, Tenn., the char 


HAPPEN 10 CA 


50-50 that vou will find 
1. unusually quiet and 
filled with the soft st 
ght classical or popular 
Music is piped into their ofh 
neering department ind ware 
a regular schedule 
We have no tangible 


Pidgeon ice-presidet 


J 
lovee efhciency has in 


result of the music, t 








Gwen Haberstroh 
bookkeeping 


it's a boon to industry and | por 
ticularly like the luncheon music.” 


We've received many oral 
n compliments from them.’ 
npany has had the piped-in 


tem operating for about three 


iccording to Mr. Pidgeon 
negligible. A poll of em 
en after the initial 30-day 
it the outset showed that 
; thought music made th« 
nore desirable to work in 
il popularity is attested to 
t that, when originally in 
vas omitted from the 


iles department. After sev- 


e from this department had 
offices where they heard 
requested that thei: 
included in the service 
mething goes wrong with 
isting, employees are vecty 
eporting trouble. In short, 


niss it immedi 


n Dusimecss an 


m explained 
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Luther Guest 
assistant 
warehouse manager 


“When the volume’s right, | kind 
of like it.” 





supported by many statistics showing 
production increases in office and fac 
tory, particularly in cases where the 
work is of a routine nature—clerical, 
machine operation, checking, inspec 
tion, and so forth. The theory is that 
music, properly controlled as to vol- 
ume and selections, invades the sub 
onscious mind and keeps it occupied 
‘above and beyond the concentration 
required for a particular routine.” 


Holds Concentration 


This “above and beyond” the con- 
centration point on a given routine, 
according to Mr. Pidgeon, isn’t as 
mysterious as it sounds. When a per- 
son becomes proficient at a given task, 
he no longer uses his maximum 
powers of concentration. It is at this 
point that his mind begins to wander 
and errors result in the task he is per- 
forming. Music, penetrating from a 
background, absorbs this surplus ca- 
pacity for concentration and keeps it 
in a sort of neutral, uncomplicated 

Continued on page 176 





Would you like to 
increase your margin? 


decrease back orders? 
cut down on mistakes? 


speed shipments? 





You can, if you... 


Divide Purchasing Duties 


Ww HEN IT WAS FIRST PRO 
Uy siechenies duties, | wa 
Morgan, purchasing agent for 
Co., Davenport, Iowa, “I wa 
ent me from being in close enough 
we've used the system for 
ibove the national 
yur purchasing setup 


i 
Increased profit margin is not the only benefit claimed 
Mr. Morgan for his breakdown of purchasing duties 
He has found that it frees him for executive duties, and 
it gives him time to devote to another activity for which 
he is responsible—counter and warehouse arrangement 
Back orders have dropped to a mimimum, few order 
ire made, shipments are prompt, service 
and it is now possible to keep close tabs on each 
which leaves Globe 
stem was set up. Mr. Morgan brok« 


purchased by Globe. These 


is how the s\ 
by suppliers, all item 
re divided into three groups, with an equal numbet 
active items in each group, so that no man would 
ITY ge a load 
Mr. Morgan retamed wire brushes, paint, electri 
ols, machinery, bronze and solder, welding equipment 


vy too iar 


md miscellaneous items for himself. He is responsible 
the turnover of these items, and for the maint 

if stock balance 
Buyer Allan A. Arp signs orders for all 


ain aon acueede : —~e pipe httings, steam specialties, packing, hose, air oj 
PURCHASING AGENT MAX MORGAN sli we alves, belting, transmission goods and casters. At or 


it left him more time for execut . ’ ' 
time, threaded products had been included in Mr. Arp’s 


three way 
enabled him to concentrat nter and 
» duty he formeriv had glect st; the extreme activitv of these items made too big a 
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turnover in his classification. Globe Davenport is proud of 
its 30-day turnover 


BUYER GLENN FRIEL handles one third of the purchas- 


ng, interviews supplier salesmen, is responsible for item 


id for him, so they were ass gener 


Glenn C. Friel handles expendab!l 


ts, machine screws, bolts, hex 


thire ided 

du sCTCWS, 

ket head sets and caps, abrasive iri 

itters, copper tubes and fitting nce t ise is a 

f Globe Machinery & Su Moines, 

items occasionally are grou from 
mother house to get volum 
The three men also servic« 


1) gets the orders in the m 


] 
milling 


orders Mr. 
parates them 
as possible according ‘hen each 
in preposts and enters tl 


nearly 
1e OF ind takes 
them to the shipping room 

In addition, they extend 
dex, (in this cardex 


post 
50.000 


n the car 
mn stock is divided among 
n each), price, and take 


cardex 
h man 


If 


to trouble-shoot tl 
r? 


tomers 
quently. 
wht stock 
tock turn 
man who 


wn trouble 


BUYER ALLAN ARP handles valves, pipe, steam special 
ties, hose, and transmission equipment. System has elimi 


1 order filling delays, increased 


nated most back ordering a 


neta efh 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 








1. GAGES 


One of the simplest, and most popular, types of 
inspection equipment is the gage 

There are a number of types and varieties of fixed, 
indicating, air and electrical, and optical gages used 
by modern industry. The above drawings illustrate 
some common types of fixed gages 

How many can you identify correctly? 


-_ apostate an aaa 
JO 


at | 








3. HACK SAW BLADES 


Hacksaw Harry defines a hacksaw blade as “just 
a short strip of steel with cutting teeth on one edge.” 
Actually, some blades have teeth on both edges, 
and lengths and widths vary. Also, there is a hole on 
each end of the blade for attachment to a mounting 
frame which holds the blade straight under tension 
while it is operated 
Even Hacksaw Harry knows that, like most tools, 
hacksaw blade life depends upon proper usage. 
A. “If you break a blade,” advises Hacksaw Harry, 
“be sure to insert the new blade in the old cut.” 
True False 
B. “For faster cutting,” says Hacksaw Horry, “you 
either increase the pressure, or the speed. | 
can never remember which.” Can you? 
C. “I preter finer teeth for cutting harder materials 
like alloy steels,” says H. H. Do you agree? 
Why? 





2. FIRE HOSE 


Industrial fire hose, or “mill hose’, designed pri- 
marily for fire protection in factories, represents good 
potential sales in most any territory 

Fire Hose Phil has some sound information, and 
some misinformation, about fire hose 

Check your knowledge of fire hose against his. 

A. “I try to educate all my customers to take care 

of their fire hose,” advises Fire Hose Phil. “That 
way they not only save money, but possibly 
lives too. There are three or four tips | stress 
on proper care.” Any idea what tips our sales 
man has in mind? 
“Think I'll start selling unlined linen fire hose,” 
says Fire Hose Phil. “It’s easier to handle, can 
be used anywhere, and is good for 500 Ibs. test 
pressure.” Any advice for our fired-up friend? 
“Flat cure hose,” says Fire Hose Phil, “has a 
tube cured in a flattened position so that the 
hose can be racked or coiled without placing 
the rubber under tension. Because rubber 
deteriorates more rapidly under tension, flat 
cured hose lasts longer than round cured hose.” 
Is our friend on the ball with this sales story? 
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5. CARBIDES 


The unique wear and cutting characteristics of 
carbides make them equally useful wherever heat, 
abrasion, or a combination cause destruction of parts. 

Today, shaped cutting tool bit blanks are available 
in every shape and form, requiring only mounting and 
grinding. And solid carbide insert tool holders make 
full use of the entire piece of carbide 


A. To check your knowledge of carbide tool nomen- 
clature, identify all the letters in the drawing. 

B. In addition to other operating factors, selection 
of the proper grade of carbide for the tip must 
take into account: ——-_____—_—_—__ to be 
cut; and the ,—— and of cut 

. Carbide tools have been found most efficient 
when the point of contact between work and 
tool tip is ————————_. Why? 


4. PULLEYS 


Flat belt pulleys in common use fall into three 
general classes: steel, cast iron, and paper or wood. 
If you know your stuff, you'll know when to agree, 
or disagree, with Pulley Pete in the following situa- 
tions: 
A. Pulley Pete, as you can see in the cartoon, pulled 
a boner when he ran a regular cast iron pulley 
at a rim speed of 150 feet per second for about 
90 seconds. When he comes to, what advice 
should you give him? 
Here's a test of your powers of observation. 
“Most pulleys,” claims Pulley Pete, “have six 
arms. But, when you get pulleys 5 ft. or larger, 
they usually Save eight arms,” Is Pulley Pete 
right or wrong? 

. Here again Pulley Pete seems to know the 
score... “If your customer has a 10-in. wide 
belt all he needs is an I!1-in. wide pulley. 
Remember this rule of thumb,” Pulley Pete 
counsels, “For belts less than 12-in wide, the 
pulley should be one inch wider; for belts 12-in 
or wider, the pulley should be two inches wider.” 
Do you agree? 








6. UNIT HEATERS 


Unit heaters are enclosed, factory-made assemblies 
of apparatus for space heating. Unit ventilators are 
somewhat similar assemblies whose purpose is to ven 
tilate by circulating air in a specified area, or to 
introduce air from the outside 

Here are some questions designed to help familiar- 
ize yourself with unit heaters which are enjoying 
increasing use in today’s plants. 

A. What does a unit heater usually consist of? 

B. What are the two general types of unit heaters? 

C. The heating function of a unit heater may be 

accomplished by electricity, and what other 
means? 

. In addition to space heating, unit heaters may 
be used advantageously for such industrial 
processes as and Where mois 
ture-laden air is present, unit heaters may be 
employed to 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to 


Land a 


- ; 
LJ 


ee 


1. Gages 


The fixed gages in the drawings should be identified 
as follows 


A 


B 
Cc 
D 
E 
F 


Double-end taperlock plug 
Self-aligning—ball bearing pilot plug 
Standard taper plug 

Adjustable snap 

Thread ring 

Woodruff keyway 


Sales Quiz on pages 110-111 


4. Pulleys 


A. 


Cc. 


When Pulley Pete regains consciousness, you'd 
better tell him that cast iron pulleys should not 
be run faster than 100 fps; (7000 fpm is O. K. 
for specially designed and balanced pulleys.) 
In general, recommend 85 fps (4500 fpm) for 
regular iron pulleys, specially balanced (solid 
or split). 

Pete knows his pulley arms; he’s 100°, right on 
this. 

Though it sounds good, Pulley Pete is all wet 
here. Your customer should have a 12-in wide 
pulley for this 10-in belt. And the correct rule 
of thumb is: pulley should be 20°; (1/5) wider 
than the belt 








2. Fire Hose 


A 


Tips on fire hose care: At least once a year, 
tests at 142 to 2 times working pressure should 
be made; hose should be reracked once a month 
to prevent cracks in rubber at the bend; hose 
should be dried by suspending it from a tower 
or on an inclined rack so that water runs out 
without wetting nearby hose or equipment, and 
so that cotton can dry in freely circulating air. 
Also, in the average plant, four or five spare 
lengths should be kept around so thot tests wil! 
not reduce number of units available in an 
emergency 

Before our half-cocked friend starts out to set 
the world on fire he should be told that, though 
there is a good market for unlined linen hose, 
it is intended for emergency fire protection 
inside buildings. And it is made to withstand 
test pressure of 300 Ibs 

Fire Hose Phil certainly has the story straight 
on flat cured hose 


5. 


a 


. Kind of material 


....» held to a minimum. 


Carbides 


T—+tip thickness 

W—tip width 

L—tip length 

ECEA—end cutting edge angle 

SCEA—side cutting edge angle 

NR—nose radius 

SC—side clearance 

FC—front clearance 

BR—back rake 

SR—side rake 

speed, 
feed and depth 

A nose radius is in- 
creased, the angle between work and point of 
contact with the tool is increased, also. In 
turn, pressure between work and tool is in- 
creased, which often results in drag, shorter 
tool life, flaking and chatter. It is advisable 
to keep nose radius on small side. 








3. Hack Saw Blades 


A 


Cc 


Our friend Hacksaw Harry isn’t even half right 
on this. You should turn the metal over and 
start a new cut from the other side 

All Harry has to remember here is to increase 
pressure, not the speed 

Hurrah for Hacksaw Harry—he’s right this time. 
With finer teeth there are more cutting points 
in action. Also, finer tooth blades cut more 
slowly than coarse with less risk of tooth breok- 
age, and give a finer finish 





6. Unit Heaters 


A. 


A unit heater usually consists of a fan and 
motor, heating elements, housing and diffusers 
or outlet vanes for distribution of heated air. 
Two general types are overhead and floor types. 


. In addition to electricity, the heating function 


may be accomplished by steam or hot water; 
gas, oil or coal-fired arrangements. 


. In addition to space heating, unit heaters may 


be used advantageously for such industrial 
processes as curing and drying. Where mois- 
ture-laden air is present, unit heaters may be 
employed to absorb moisture and prevent con- 
densation on ceilings, walls and other cold 
surfaces in the plant 
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A Sales-Winning Three From... 


MIGHTY 
HANDY 
Wteface 





New! MIGHTY HANDY WYTEFACE TAPE 


New Mighty Handy Wyteface Steel Tapes are 
extra rigid because they are extra wide... 3/4 
inch! On one edge are feet, inches, and 1/16 
inch markings. On other edge are continuous 
inches (1-120) and 1/16ths. 10 feet long. Pack- 
aged in plastic boxes of attractive design and 
shape. Offered to you in self-display cartons 

a most unique and eye-catching tape display! 


New! HANDY WYTEFACE IN PLASTIC BOXES 


You can expect even faster sales from top-selling 
Handy Wyteface Tape Rules! Now ate oe in 
attractive transparent plastic boxes, they will 
have even greater consumer appeal than ever 
before. 6’, 8’, and 10’ lengths. New self-display 
cartons show them off to best advantage. No 
increase in price! 




















New! FAVORITE WYTEFACE IN PLASTIC BOXES 


K&E’s famous Favorite Wyteface Steel Tapes 
(25', 50’, 75’ & 100°) are now packaged in 
octagonal-shaped transparent plastic boxes. Fa- 
vorite Wyteface Tapes feature red foot markings 
repeated at every inch, with black graduations 
and numbers ona white background. New counter 
display cartons show the product off to best 
advantage. 


KEUFFEL & ESSER CO. 


Est. 1867 
New York « Hoboken, N. J. 


Chicago - St. Lowis - Detrot - Sen francisco + Los Angeles + Montreal 
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U.S. TOTALS 


November 1954 
Compared with 


October 1954 


-6% 


November 1954 
Compared with 
November 1953 


-9% 


First 11 Mos. 1954 
Compared with 
First 11 Mos. 1953 


-10% 














Md 











Vdd 





Y; 








Supply Sales Trend 


Final Figures For November 1954 





November 1954 
Compared with 
October 1954 


November 1954 


Compared with 
November 1953 


First 11 Mos. 1954 
Compared with 
First 11 Mos. 1953 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 1% 
-17% 


- 3% 


-10% 








-11% 
22% 


-13% 


-12% 





-14% 
21% 


-14% 
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NEW POWER...NEW FEATURES... 





“You can take my word for it. “This die head, for example. “And this exclusive patented 


This new model of the famous It’s a quick-opening, adjustable, ‘Auto Grip’ Chuck eliminates 
Oster ‘Pipe Master’ has every- floating type, with top opening the need for bar or chuck 
for thread inspection and bot- wrench. The chuck automati- 
tom opening for chip disposal. cally grips the pipe just as tight- 
ly as I wane it. 


thing you could ask for in a port- 
able pipe and bolt machine. Just 
look at some of these features 





...the most 


POWERFUL 
Ae ole) acolo) (= 


pipe machine 


io 
PE em RD reyaWndal-Matletd-¢-) a. 


“Ie’s lighter, too. And for mov- 
new machine threads faster . . . ing it around, just take a look at 
it’s a new, more powerful mo- this special stand, with those big 
tor. Universal, geared-head type rubber-tired wheels, available 
-reversible, variable speed. as optional equipment”. 


“Here’s the reason why this 





The all-new No. 552 Oster “Pipe Master” now offers you greater 

profit opportunities than ever before! Improved design . . 

lighter weight . . . and new, more powerful motor offer your 

customers even greater value than the famous No. 502 “Pipe 

Master” which preceded it. MANUFACTURING CO. 
Oster’s strong national advertising campaign currently is telling tty OR ent Pateme 

your customers and prospects about the revolutionary new 2064 East 61st St., Cleveland 3, Ohie 


“Pipe Master”. Take advantage of this powerful selling help 
ho - = New York Factory Branch Sales and Service, 
... push the new Model 552 NOW! 25-36 Jackson Ave., Long Island City 1, N.Y. 


BUILDERS OF LOW COST THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont'd.) 





November 1954 
Compared with 
October 1954 


November 1954 
Compared with 
November 1953 


First 10 Mos. 1954 
Compared with 
First 10 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
W voming 


PACIFIC 
California 


Oregon 
Washington 





- 1% 


- 3% 


-11% 


- 2% 


+ b% 











- 2% 


+ CT% 


-12% 


+ 1% 


+21% 





3% 
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TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP... YARWAY Fine 


Screen Strainers. 
the modern steam trap with the little valve "Potice the pipe- 
that floats on the condensate load. Continuous — 
condensate discharge gets equipment /ot in a i 
hurry and keeps it hot! Small size, lightweight, 


stainless steel construction. 


YARWAY FINE-SCREEN STRAINER... 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE .. 

32 trained Yarway Steam Trap Engineers 
working with distributors from coast-to-coast 
on trap selection, installation and maintenance 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


e@ Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area 


impulse steam traps 


And Yarway Fine Screen Strainers 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 








Price Index for 19 Product Classes 


(1947-49— 100) 

% Change 

Nov. Oct. Nov. From 

NAME OF PRODUCT CLASS 54 54 "53 Year Ago 

Abrasive Products 116.9 116.9 116.9 0 

Cutting Tools 125.9 124.9 121.5 +3.6 
Fans and Blowers 143. 143.7 
Fasteners 157.1 156.3 
Incandescent Lamps 47.: 136.9 
Industrial Rubber Products 133.6 
Lubricants , 69.7 


Materials Handling Equipment 134.2 
Mechanics Hand Tools 143.4 


(Files, saw blades) 
Metalworking Accessories 127.8 
Motors 109.9 
Paint 112.8 
Portable Power Tools 120.3 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 
Pumps and Compressors 131.9 


Steel Products 144.7 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 130.9 


Welding Machines 124.3 
(Equipment, rods) 


Total Index 129.8 


Source: Bureau of Labor Statieti 
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LIGHTWEIGHT 
HOISTS 


Compact, spur-geared, all-steel 
. « « built for one-man handling 
with complete ease and safety 


The new Chester Zephyr Hoists are engineered to give better 
all-around performance . .. made for safe, one-man handling 
by riggers and millwrights. 

Designed, built and tested to exceed standards common 
to the hoist industry, their fully enclosed and sealed construc- 
tion makes them more shock resistant and more durable 
under practically any operating condition. 

With the Chester Zephyr’s compact and lightweight con- 
struction, one man can move it and handle it... and many 
close-quarter, minimum headroom operations are possible. 
Sell the greater economy and efficiency in materials 
handling offered only by the all-new Chester Zephyr Hoists 

. write for complete information now. 


For complete information on the new Chester 
Zephyr Hoists, write us now for this descriptive 
specification folder. 


4 Chester Zephyr Hoists are available in 2, 1, 1%, 
or 2-ton sizes. 


CHESTER HOIST DIVISION 


The National Screw & Mfg. Co. 
Lisbon, Ohio 





Hodeli Chains A Chester Hoists 
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The Outlook For Business 





By 
Now that 1955—what the 
Not at all bad, according to a quick look-around by 
the McGraw-Hill Department of Economics. For 


were in are prospects? 


instance 

Steel and non-ferrous metals output will hold up 
well, but the machine tool people will have a tough 
vear 

Chemical industries, however, will perk up. 

Auto-makers and plane-makers will maintain pro- 
duction, and the construction industries (along with 
construction material industries) will boom; never- 
theless lumber production may dip 

Railroad equipment industries won't be happy, nor 
will there be rejoicing among farm equipment people. 

And competition will mark the year for eiectrical 


r'\ 


Office equipment makers and manufacturers of 


apparatus, appliance, and radio and producers. 


electronic controls, computers and engineering in- 
struments will start riding a rising crest 
Steel and 


ingots castings 


; 


Nonferrous met: 


Manufacturers of chemicals 


vhen t ne-t 


The machme tool industry, 


eh activit 


ind 
} 


ime number 


Auto parts pr 
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gineering instruments, and controls but a short 


The Economics Department, McGraw-Hill Publishing Company 


of 


closed down 


In 


nufacturers 


the plant tf auto parts 
trikes. In 
1954 
But it will be a year of real competition between the 
and the 


IKCI iddition, some 


were becausé 
OvVCT 


55 output of auto parts should increas 


major auto companies pushing their own parts 


independent parts manufacturers 
I) ds llv in 1954 
books of freight car 


Lhe 


Railroad equipment production fc 
left the 
uilders and diesel locomotive manufact 
this the ry poor 
ilmost con te. Orders for 


lly negligible. ¢ 


Phere few orders on 


ire 


out 


look for industry for ihead 


I] 


il 
dieselization program is 
v freight « 


fell this vear 


ars have been practi irload 


Aircraft production declined 
rmment spent fewer dollars for 


1953. Next year spending on 


So production may be stabilize 


Construction machinery manufacturers ma‘ expect a 
1955. Ali types of heavy will 


boom in 1955, with the exception of industrial building 


iw vear m onstruction 


Ihe increase in the highway program alone should mean 
of sales of all t 


ll ty f earth mov 
ind road-making machin 


much greater volume D 


equipment 


Office machinery ha 
nt years. In 1954 thi 
nd sell larger quantities of machines for office 
be fore even in 
uction). As the 
mendous demand 
office we 


been running ahead of a 


im ré 
produce 
use than 


industn 


industrial 


in 
up there is 
machines to 


ker office equipment 


From clectric computers to electronic computers, en- 
step 

By 
modern 


It 


1 automat 


r] ndustry, too 
nd of mn many old pla ll be 
the installation of 


ted that some plant ll be | t] 


ihead 


has trem 


xt vea 
IS CX 
nev 


secs in | 


Electrical apparatus may not ha 
1954. New 


nt declined through mid-1954 o | log 


55 as nm orders for trical equip 


although 
ke I ibly 


' 
: 
tT 


relatively high, have i¢ down nsi from 


vious peak levels. C ie electric 


ty industry for this year and planned 


expenditures for 
running somewhat k thar 1 | 
onstruction materials produ 
iT¢ h icil 
Next vear mav be the 

It will probably be 


madustr 


gypsum products 
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It costs no more to get 


L. ) 6 
1%. 


all of these Ul. t \ extras 


© STRONGER—higher tensile strength, no sand 
holes. 


® TAPER TAPPED—<all pipe threads tapered to 
ensure leak-proof joints in every installation. 


© PROTECTED—galvanized fittings zinc plated 


after fabrication for maximum protection of all 
surfaces, including threads. 





© CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 





* ALL CAPITOL FITTINGS MEET FEDERAL é 
SPECIFICATIONS 250* UNIONS 





¥ SQUARE HEAD PLUGS HEX BUSHINGS STEEL CAPS 


= _— ~ 


SAVE FREIGHT nl a ee Se 3 | a. 
Combine shipments of 
all CAPITOL fittings for Decietrenintetnired 


freight allowance 
WELL SUPPLIES CAPadapters REDUCING INSULATING 


COUPLINGS NIPPLES 
and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 














‘ 


’ 
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\ DISSTON / in 


\ 
/ 


\ HAS THE EDGE, ; 


Finest power and 


hand hack saw 


blades ever made 


Cut yourself a bigger share of America’s 
growing tool business with the great new 
Disston quality hack saw blades. Disston 
tough tempered blades with their rugged 
hardened teeth are milled ground by a special 
Disston process. They’re the sharpest, 
cleanest, best-cutting hack saw blades ever 
made, outstanding ior accurate set, unilorm 


teeth, hardness and straightness 


There are Disston blades for every power 
and hand use: For high-production barstock 
cutting or for fine tool and die work 
Supplied in types and sizes to meet various 
industrial needs. Make sure you carry stocks 
of Disston hack saw frames for complete 
customer satisfaction. They come in 

five styles with strong plastic handles 

in either pistol grip or ¢ losed handle types. 





if J 
a 


‘ 








hack saw blades'! 


DISSTON 


HAS THE EDGE, 





Greatest advertising campaign in hack saw history 


I Know about and Factory, Factory Management and Maintenance, Pur 
lor advertise- chasing, Steel, Machine and Tool Blue Book, Modern 
ids through- Machine Shop, Purchasing News, Western Metals and 
"Disston Western Machinery and Steel World. Here’s complete adver- 
we're advertising tising support that will pay off in increased sales greater 
n Machinist, Mill profits to you 


**e- Plus Cash In on this great new promotion from one 


s greatest tool-makers. Stock, display and sell 


Sensational Sa les Helps A aocomgr al saw blades. Henry Disston & Sons, In 223 


The Disst : Iacony, Philadelphia 35, Pa. Other Factories and Branches 


Toronto, Seattle, Chicago 


HENRY DISSTON 4&4 SONS, INC 


NEW HACK SAW BLADE SELECTOR 


NE W POSTER FOR WI N DOW AND Piease send me the free Disston hack saw merchandis 
WALL DISPLAY ing kit, including selector, poster and literature 


NEW DIRECT MAIL 


Name Firm 
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Chicago Supply & Tool Co. Holds 3-Day Open House 


A. Y. Loftus & R. W. Pascal 


Newark House Names 


Vice-President. Sales Head 
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L. S. Starrett Co. Marks 75th Anniversary 


t Starrett plant was this small machine shop which began making Starrett squares 
7 vas purchased by L. S. Starrett in 155 


1 plant Athol, Ma emploving from 1500 to 
tion i treamlined pr duction 


Rust-Oleum Holds Five-Day Sales Meeting 


& | 


fty of the company’s representatives from throughout the country attended the 
t product and marketing t f Rust-Ok Cor Evanston, I] 
\. Ferguson, presides tlined sale Dia 


FOR ADDITIONAL NEWS SEE NEXT PAGE ==> 





Worthington Holds Distributor Refresher Course Republic Supply Buys 
Mission Pipe & Supply 


For San Diego Outlet 


( ul 
\I 


Repu S ( 


| 


Ray Clark Retires 
From Jacobs Mfg. Co. 


KX 


tors. Shown here are N. M. Fales, Pumy 
Mass.; John LaMarsh, Maripet Sup; 
S. A. Seaman Mill Supplies, In Reading 
Allentown, Pa.; ]. McCaff W 
ilkes Barre, Pa Iter Will 
ry. Manut rs ] é 


Ray Clark 
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Good cheer was the keynote as evidenced by the smiles of 
Pete Schwann, Sterling Pro Anne Green 
tary of the group nd ry PP r, Pulver Mach 


Supply 4 


E. A. Hirshon Retires from W. S. Wilson Corp. 


Hirshon, one of five ; 
W. S. Wilson Corp b 
vy, has retired from the 

+1 vears in the supply 


other, Hugh Hirshon 
rganize the Manhattan 
firm in 1917 and ha 
les with th ompan\ 
s recentiv executive 
nd sales manag 
Jacksonville, Il] Mi 
nded clementary and 
in Brooklyn, N. ¥ ind 
rst job in the industry 
d B. B. Neal Hardware 
Ono H. Shurdell nhattan in 1913. Later he 
' with the former 


Pattison Superintendent & Supply Co., New York 


Retires after 56 Years 
Otto H. Shurdell iperin Sa A i — - E. A. Hirshon 
, | I 1 has been a familiar figut 
“4 Ch W M Pattis ns Ip} ly n S. Wilson outings over the 
nd, has retired after >< ir n the early ’20’s he was W.S. W n sales personnel 
mpan her for the firm’s baseball team, ored him at pecial lunch 
ed work with the fin tl Vilco Wonders ust before his retirement 
it occupied the old 
St ( lair Ave » | 
Cleveland Public 
For the past 20 years he h Orr Owensboro Branch Three-Day Meeting 
en superintendent of the compan Changes Location Held by Wendt-Sonis 


+ 


operations 


B t Supply of Owensboro, Ky.. Wendt-Sonis Co. held a three da 
of Orr Iron Co., Evansville, general sal meeting at the Palmer 
moved to a new location at House in Chicago recently for ex 

tt at 3rd ecutives and 15 sales representative 
w quarters have undergone lec Sonis, president, and Georg: 
remodeling, ard besides the Herrick, sales manager, participated 
entral location, provide Ihe group discussed plans for a di 
parking facilitic Branch ributor program and means of fur 
Jones Baber ther develoy n rvi to distributor 


FOR ADDITIONAL NEWS SEE NEXT PAGE omentD 





Hucksters Attend Annual Banquet & Meeting 


Hansen & Yorke’s 25-Year Club Meets Sisley Gadhia Mdeiaine 
, — = Retires After 39 Years 


| sales man 
I imp 
Division, has retired under provisions 
the company s pension plan ifter 
nearly 39 vears’ service 
Mr. Parker started hi ireer with 
New York Edison ( 1 salesman 
in 1916 jomed lison Lamp 
he became salesman and 
les manager for Miniature 
mp Division 
Hle was assistant gC ral sales man 
r of Edison Lamp orks in 1930 
it the time of its m rom Harrison 





“Rather Be a Plumber?” Einstein Gets Tools, in Case 


Dr. Einstein had been quoted as 
uld be a young man again and had t 
1 living, | would 
entist or a scholar or a t 
hoose to be a plumber 
find that modest degr 
iilable under present circumstan 
Howard A. Mikesell, Toledo Pi president 
uid in a letter to th ientist ou h achieved 
ke idership with outstanding success first thre 
cations, and the third vou mentioned plumber 
ilso an honorable prof 
that Dr. Einstein would 


small piping jobs about 
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There's a Yale Hoist for every lifting job! 


The Yale Pul-Lift gives 
one man the strength of 150 


YOU CAN OFFER CUSTOMERS THE HOIST THAT DOES HUNDREDS 
OF JOBS— QUICKLY, SAFELY, ECONOMICALLY 


Your customer ry industr in use the amazing power 

yt the YALE P Litt H 1 Hoist that allows a single worker to 

iit or pull loads up to tons! Universal ratchet action makes it as 
simple to operate as a wrench. Portabie, versatile, designed and built to 
YALE's exacting ity standards, the Pul-Lift will go anywhere 
handle routine or s] 1 yobs with equal ease...outwork 


ind Outlast any 


Ofter your rs the important savings that the rugged power of 


the YALE Pul-l 


Y A L E * INDUSTRIAL LIFT 
TRUCKS AND HOISTS 
Gas, Electric, Diese! & LP-Gos Industria! Trucks « Worksovers 


Weorehousers * Hond Trucks « Hand & Electric Hoists 
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IDEAS: 


How vou can... 


... keep out the retail trade 


... promote “good housekeeping” 
‘ t ' 4 New y r 


. use loose-leaf binders for perpetual inventory 
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Ads like this appear in Business Week and 
leading trade publications every month 


Ask Your 
LYON Dealer 


e Hunting for the best source of 
steel equipment is time-consuming 
and not at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of qual- 
ity steel equipment. (A few of Lyon’s 
1500 standard items are shown be- 
low.) Equally important, he can 
show you how to get the most out 
of steel equipment in terms of saved 
time, space and money. Call him 
and he’ll come a-runnin’ with a 76- 
page catalog brim-full of equipment 
and ideas. 

Lyon METAL Propucts, IN¢ 
Gen. Offices: 253 Monroe Ave., Aurora, III. 
Factories in Aurora, Ill. and York, Pa. 











Lyon also has complete facilities for manufacturing special items to your specifications 


STEEL EQUIPMENT 
_ for BUSINESS- INDUSTRY - INSTITUTIONS 
_ >, STEEL KITCHENS for THE HOME 





























A PARTIAL LIST OF LYON STANDARD PRODUCTS 


re ts . Toters Economy Locker Rock ervice 


© ; e 


> . 
r Rocks . 

eT Boxes eT 
. 


. 
7 
. 
© Ports Cases . 
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ON THE MARKET... 





Trae 


wat SS thee ry 


> 
' 


passssbebetsd (17/77 die 


Hydraulic Jack 
Faster Retraction, 
Quicker Positioning 


I 


Metal Hose 
For Oil Feed 
and Coolant Lines 


; 
' 


Magnetic Conveyor 

For Handling Ferrous Socket Screws 

Small Sizes 
Standard Items 


Materials Up Steeu Incline 


N 
For All Kinds 


Shelving 
Of Storage Needs 


t HH \ 
i 
« 


1955 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





minimizing the effects of the blow 

be manufacture toleran Ihe new pneumatic headband cush 
aa ion is said to consist of a series of 12 

vinyl plastic air cells, located between 


ind the shell of the 


ymmpletely interchangeabk 
down, the comp the sweat band 
' hat. Its function is to resist and dis 
tribute the impact of lateral blows 
m the perimeter of the head. ‘The 
ibsorption and distribution of impact 


is said to be accomplished by small 


wifices between the air cells 
The shell of the new hats is molded 
of Fiberglas reinforced resin Both 
iwvailable in five 


that components an 


hats and caps are 


colors: yellow, red, green, gray and 


white 


Willson Products, Inc Reading 
Pa 


Car Door Puller 


Weighs 1212 Ibs., 
Has 27 ft. Reach 


\ new car door puller, Model 


HDR-27, featuring a total pulling ca 


f 3000 Ibs., has been intro 


re ich TI 

fa powel 

yn bina 

frame is said to 


in hor iZ¢ 





Pipe Machine 

Will Cut-Off All ting in ccording ’ 

Sizes From ‘ to 2-in tactur 11 Piece 
— — Socket Head 


' 
; : ' 
PU } ) 

CKCT I i vrench 


Safety Hats 
Geodetic Suspension and 
Pneumatic Headband Cushion 


. | tet 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 139 





BALANCED, GAGES 


>. Now availaple 


to Winter Distributors and their customers —a complete line 
v of standard Plug and Ring Gages, threaded and piain. These Balanced Action 


Gages share with Winter Taps the reputation for quality and accuracy. 
All Winter 


‘CALL YOUR WINTER BROTHERS COMPANY, Rochester, Michigan, U.S. A. 
WINTER stributors in pr te >¢ 


rancisco . Los Angeles . Division of Nationa! Twist Drill & Tool Co 
DISTRIBUTOR ’ 


ors in principe! cities. Branches in New York + Detro Hicego + Dalles 








Sell 
long-wearing 
cutting edges 
for punishing 





metalcutting 


operations... 


Reaming, counterboring, 





and spotfacing call for sturdy 
tools. It's the cutting edge 


that does the work. 





Nationals are the tools that 





give your customers the edge 





NATIONAL TWIST 
DRILL AND TOOL 
COMPANY 


Rochester, Michigan, U.S. A. 


Distributors in principal cities. Fact 





Branches: New York « Detroit «+ 


Dellos * Son Francisco * 





All National 
advertisen 
CALL YOUR 
“J NATIONAL 
DISTRIBUTOR 








ininm 


| @ TWIST DRILL 





(kb VA ier Steel tie 
for the SHOP too 
ee by STEEL- PRIDE, makers of 


the lockers and cabinets 
your customers like 


Foremen's Desks 

Service Carts Shelf Box Cases 

Cabinet Tables Stacking Boxes 

Drawer Cases Nesting and Stacking Pans 
Shelf Boxes Tool Boxes 

Too! Stands Metal Shelf Doors 


Three pieces of our new 
durable, practical shop 
equipment of heavy gauge 
steel. (Above) Shelf Box 
Case that holds up to 252 
or more sections for small 
parts. (Right) Shelf Box, 
with dividers. (Left) Fore- 
man’s Cabinet Type Desk. 


, broaden our usefulness to you and to your 
customers, we take pleasure in announcing that 
through our purchase of the production facilities of 
Advance Metal Products Corp., you can now sell 
your customers the quality steel equipment they 
need for their factories and shops — as well as the 
famous Steel-Pride lockers and cabinets already well 
known in their offices. They'll find greater conven- 
ience, greater economy — and so will you — from 
placing all these orders with the same source. 


Steel-Pride Cabinet and Locker, both made 
with the famous JET-LOK® Construc 


tion, which saves hours of assembly time, 
and makes these lockers and cabinets All of this equipment is of heavy-gauge steel, hand- 


rigid, durable, pilfer-proof. some, and built to stand rugged wear. Send the 
coupon today for the complete catalogue and price list. 


We are equipped to make special items to your specifications 


WE SELL ONLY THROUGH DEALERS, 
NEVER DIRECT * STEEL SERVICE MANUFACTURING CO. 1D 255 
Steubenville, Ohio 


Please send me catolog and prices of 
C) STEEL-PRIDE shop equipment: [) lockers and Cabinets. 
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A MESSAGE TO AMERICAN INDUSTRY © THIRD OF A SPECIAL SERIES 


FINANCIAL AID TO HIGHER EDUCATION 


Business Aid for Our Colleges — 
Voluntary or Involuntary? 


Previous editorials in this series have shown 
that: 
@ As a group the nation’s independent, pri- 
vately endowed colleges and universities are 
in grave financial trouble, and 


@ There are many different means by which 
business firms can extend a helping hand to 
these institutions. 

This editorial, one of a series devoted to the 
financial problems of higher education, submits 
this proposition: If business firms do not 
voluntarily go to the financial aid of high- 
er education, there is every prospect that 
they will soon be providing more financial 
support for higher education involuntar- 
ily, through taxation. 

If this prospect materializes, one of the basic 
elements of a well-balanced system of higher 
education —a strong array of independent col- 
leges and universities— may well be dangerous- 
ly weakened if not destroyed. And in the process 
a potentially crucial bulwark for freedom of 
enterprise in the United States—that same strong 
array of independent colleges and universities 
—will be undermined. 

Acceptance of these propositions implies 
absolutely no disparagement ol tax-supported 
colleges and universities. These have an indis- 
pensable role in the total system of higher edu- 


cation in the United States. Leaders of these 


institutions would be among the first to agree 
that their position is strengthened by a strong 
system of independent institutions, supported 
privately rather than by political agencies. 

What is the evidence that in one way or an- 
other, voluntarily or involuntarily, business will 
be giving more financial support to higher edu- 
cation? One impressive pari of this evidence is 
provided by the recent rapid increase in the 
proportion of college and university students 
attending tax-supported institutions. 


Rapid Shift in Enrollment 


In the fall of 1952 tax-supported colleges 
and universities enrolled about 7.5 per cent 
more students than the independent institutions. 
In 1953 this percentage was doubled. And in 
1954 the tax-supported institutions enrolled 26 
per cent more students. 

In the case of students entering college for 
the first time the relative growth of the tax-sup- 
ported institutions recently has been even more 
striking. In 1952, the number of beginning stu- 
dents in the tax-supported schools, as reported 
by the U. S. Office of Education, exceeded those 
in the independent colleges and universities by 
35 per cent. In 1954, just two years later, this 
figure jumped to 49 per cent. 

Why has the proportion of students attending 
tax-supported colleges and universities been in- 
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creasing so rapidly? There are many reasons. 
But a dominant reason is that, in order to keep 
going at all, the independent institutions have 
been forced to make large increases in the prices 
they charge for instruction. The purchasing 
power of their endowment funds has been cut 
in half by price inflation. The capacity of the 
wealthy to supplement their endowments by 
gifts, as they have done in the past, has been 
greatly reduced by high taxes. As a result these 
schools have been forced to rely increasingly 
on higher prices for instruction (tuition as it Is 
called in academic circles) to make both ends 
meet. 

Since 1940, the independent colleges and 
universities have raised their tuition fees by an 
average of about 60 per cent. This is consider- 
ably less than the increase of about 100 per cent 
in prices generally since 1940. And it is no- 
where near enough to prevent the fac ulty mem- 
bers of the independent colleges from faring 
miserably in terms of salaries, a matter of majo1 
national importance to which we shall return 
in this series. But the increase in tuition fees of 
the independent colleges has been much greate! 
than the increase in the fees charged by the tax- 
supported schools. And that price differential 
increasingly tends to shunt students into the 
schools which are supported chiefly by taxes. 
Independent colleges now charge, on the aver- 
age, about $580 per year for a full course of 
instruction while the tax-supported institutions 


charge, on the average, about $240. 


Bigger Tax Bill in Prospect 


4 large increase in the total enrollment in 
our colleges and universities during the next 
decade is in prospect, particularly when the 
great increase in births during World War II 
is reflected in the number of young men and 
women of college age. With a total of 2.5 million 
students at present enrolled in our institutions 
of higher learning, it is estimated that the total 
will be over 3 million by 1960. 

If this trend continues most of the anticipated 
increase in college and university enrollment 
will be concentrated in tax-supported institu- 
tions. Indeed, if the shift toward tax-supported 
institutions that has occurred in the last three 
years were to continue over the next six years 
at the same rate, about two million of the three 
million students anticipated in 1960 would be 
in tax-supported colleges and universities and 


one million in independent schools. In 1950 
there was a 50-50 division in enrollment. This 
shift would mean, of course, a corresponding 
increase in the tax bill for tax-supported educa- 
tion. And of this bill, we can be sure that an 
ample share would be assessed against business 
firms. 


No Easy Solution 


The best way. of course, to put a brake on a 


soaring tax bill for higher education is to help 


the independent institutions get in shape finan- 
cially to carry a larger share of the student load. 
For most companies the development of a mutu- 
ally satisfactory program of financial aid for 
higher education is a complicated process. In 
fact, it is so complicated that some companies 
with an initial disposition to provide financial 
help are inclined to despair of working out a 
mutually constructive plan. 

If, however, the leaders of business will 
contemplate seriously the only available 
alternative to their extending voluntary 
help to our independent colleges and uni- 
versities, their determination to work out a 
plan will be strengthened. For that alterna- 
tive involves a grave weakening of our sys- 
tem of higher education, together with an 
involuntary increase in the financial sup- 
port of higher education by business. The 
increase would come through higher taxes. 
Contemplation of such an alternative 
should, if necessary, toughen the will of 
business firms generally to do everything 
possible to extend financial help to our 
independent colleges and universities. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knou ledge and under star ding 
of important nationwide det elopme nts that are 
of parti ular concern to the busine ss and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


Starts o1 


19> 
page > be 





set, known as Hex-E-Case, has been 


innounced 


Advantages featured by the manu 
facturer include: fits all sizes from N« 


4 cap to j-in. set; wrenches stay 
even when turned upside down 


vill release to finger pressure; clip on 
use for hanging kit on belt, key hole 
hang case on nail; baked enamel 
finish will not crack, peel or chip 
Hartwyk Mfg. Co., East Orange, 
N. | 





Adaptors 
Merit Products, Inc 


Adhesive 
Adhesives & Coating Divisior 
Minnesota Mining & Man 


facturing Co 
Belt, Conveyor 
New York Belting & Packing 
Co 
Blade, Stainless Steel 
Brown & Sharpe Mfg. (¢ 
Carbide 
Wendt-Sonis Company 


Conveyor, Magnetic 
The R ipids Standard Cx my 
In 
Couplings 
Breco Div., Perfecting Servi 
Company 
Devices, Overload 
Morse Chain Company 


Dolly, Rail 
lempleton, Kenly & Cc 
Drive, Variable Speed 
The Cleveland Worm & Gear 


Company 


Grinder, Cutter 
Production Tool Division 
Johnson & Bassett, In 
Hats, Safety 
Willson Products, In 
Hose, Metal 
The American Brass Co., An 
un Metal Hose Branch 
Impactol 
Inger Rand 
Indicator, Dial 
Cullen Mfg. Ci 
Indicator, Dial 
I} L. S. Starrett Compar 
Jack, Hydraulic 
Templeton, Kenly & C 
Paint, Aluminum 
Indust 
Pin, Removing—Installing 
Owatonna Tool Compan 


Pipe Machine 
| Oster Mfg. Ci 


Puller Accessories 
Industrial Engineering 


it Company 





Index of Manufacturers’ Products 


Puller, Car Door 
The Lug-All Company 


Puller, Sprocket 
Owatonna Tool Company 


Punch, Hand 
W. A. Whitney Mfg. Co 


Reamers, Carbide 
Super Tool Company 


Regulator 
©. ¢ Keckley 


Company 


Sander 
Porter-Cable 


Saw, Circular 
M rmet Saw Div., 
Brass & Aluminum Co 


Meier 


Saw, Portable Electric 
Syntron Company 


Screws, Socket 
I} Bristol Company, Socket 
Screw Din 


Shelving 
Standard Pressed Steel Co 


Splicing Kit 
Minnesota Mining and Manu 
facturing Co oosee 
Tape, Strapping 
Perma l'ape Corporation 
Tapes 


Perma Tape Corporation 


Thermometer 


Manning, Maxwell & Moore 


Torch 
The K-G Equipment Co 


I ransmission 
Sta iTd l ransmissic 
t Company 
Trucks, Platform 
Ba Meta 
\ is 
I | W OTK 
\ 1s Aur 
H : lo 


Products 


Wrench, Impact 

S Iv Division of Thor 

I I Company 145 
Wrench Sct 

Hartwyk Mfg. Co. 








WELDING 
ELECTRODE 
DRESSER 








80) 
File with a 
rocking motion 








New ... Exclusive 
... Patented 


The TIP-SHAPER is non-clog- 
ging has self-cleaning curved 
teeth, is designed to cut from 
both ends to center, does the job 
in 30% less time. Electrodes 
are shaped without removal from 
machine, curved design permits 
rapid accurate shaping, espe- 
cially useful in multipoint ma- 
chines where tips are close to- 
gether. 


Here's a product that offers unusual 
sales opportunities for Distributors 


OLVE 
BS LE ge 


NOLVEX Milled 
Curved Tooth Files 


The line with an exclusive patented fea 
ture, that provides solid, sharp cutting 
edges and quick cleaning gullets. No 
file line is complete without milled 
curved tooth files. Distributors who ore 
interested in augmenting their line of 
files will find Nolvex milled curved tooth 
files provide a definite sales potential 
and will be a profitable asset to their 
present lines. Investigate Nolvex today 


The NOLVEX File Co. 


10329 Detroit Avenue 
CLEVELAND 2, OHIO 
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USE THIS METAL 
DISPLAY TO IN- 
CREASE COUNTER 
SALES 

Free te Distribvters 
Stocking Miti-Mite. 


TWO SURE-FIRE 
ATTENTION GETTERS 
FOR SALES CALLS 


Here cre two brand new Lufkin Miti-Mite mag- 
netic base tools. Take them along on your next 
series of calls and you'll get attention. Let your 
customers and prospects ‘play’ with them 
they'll make easy conversation and ‘‘plus"’ sales! 


No. 350X 


[uF KIN 


MITI-MITE Magnetic Base 
FLUORESCENT LAMP 


with magnifier 

High intensity lighting (500 foot candles at 3 
working distance) coupled with 4-power magnifier 
Burn danger eliminated . unit operotes ot 
about body temperature. The two 5 lomps are 
protected by a plastic chip shield. Easily adjusted 
goose neck with full swivel at bose. Heavy duty 
permonent magnets in bose attaches firmly 
to any round or flat ferrous surface. Ideal for 
industrial laboratories, tool rooms, die shops, 
bench inspection, surface grinding, precision 


lathe work, etc 


* 


fur KIN 


MITI-MITE 
Magnetic Base 


SURFACE GAGE — 


May be used os both a surfoce gage and in- 
dicator holder. Insulated permanent magnet in 
base can be turned off for easy positioning. Has 
fine adjustment, and spindle is insulated. from 
magnetic pull. Fully adjustable spindle — scriber 
can be used below bose when desired. Comes 
complete with 4° and 7” spindles and indicetor 
holder attachment. 


seu, LUEKIN 


344 


TAPES + RULES * PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Mich. 


132-138 Lefeyette St. New York City * Berrie, OGuterice 


Printable, 
Self Sticking 


tive cotton 
1 to the 


| ip 
o | 


De 


medium 

th tapes, thes 

holding cold 

lding in 

holding 

ts on machines 
ng shipment 

ntroduced bv the 

designed P7I 

pcnscs i full 

g papel with 


king tan 


la iD ng or ( 
Pertnacel Se / ration New 


Branswich 


NW 


Air Visé 
4'4-Inch Opening 
150 PSI Pressure 


Model 44, has been 
Master line. Said 
15 tenes air line 
jaW Width is 

m openmg 
travel of é-in 
from cither am 
1 maximum Op 
psi. Air regu 


ICCOCSSOTY pet 


ontinued on page 144 


SOLD ONLY THROUGH DISTRIBUTORS 
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LOOKING FOR A LINE THAT 


Wraps Up Repeat Orders? 
~Tuttysiines, 


‘  §ET NEW RECORDS DAILY Tee ist « 
ON REORDERS! uffy sLiNG 


Distributors Report that selling one Tuffy Sling FREE! 
is almost a guarantee of repeat sales year after 
year! Like all slings, they need replacing at reg- 
ular intervals—but customers seldom switch from 
Tuffy Slings because they find Tuffy gives them 
extra service at no extra cost! Here’s why: 








Tuffy Slings Are Made of a special wire fabric 
that’s so different it’s patented! This 9-part, 
machine braided wire fabric produces slings 
that can take kinking—looping—jerking—knot- 
ting without material damage. You offer your 
customers a sling that can’t be matched in value ' iy toe ne con 


oa ls the best thers . : 
er sven for strength and wears extra flexible + 


by any other manufacturer! reasan? Tuffy is spaciaily constmncs ‘ Dy you con kink 


uffy 
the extra flexibilit ied - a & 
¥ ond steaming that boisy a en your free Tuffy « 














ay on the Exclusive, Patented Con 
te - 


erection »/ 
braided w ‘ 


ne work demends 
. mek fae ing—easily with ao m 
In Addition To This Exclusive selling advan- fete ee ane (| ad Out How Vetty give 
tage, we help you get a head start on competi- allt tery 
tion right from the beginning! In fact, our big our Taffy oisteeyr, D area? 
“prove it yourself” advertising campaign has . ry ~ Metered 
prove it y g campaign ha THE REPLACEMENT ROPES YOU wasp; 


already set up hot customers for you to call on! ost Give Him An 


ADVERTISEMENTS LIKE THIS ae sites | Posse 


Perey # Tent Gad Gages Mannet, He 
re 


ARE LINING UP CUSTOMERS be Ss 
FOR YOU! | ; 


Hundreds of Customers every month are 
asking for their free Tuffy Sling—many 
of them right in your area! We give you 
their names, and when you call they will 


have proved to themselves just how tough TEAR OFF AND MAIL COUPON NOW! 


— TNION(y Wine kone Corporation 


2236 Manchester Avenue, Kansas City 26, Missouri 
Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


8 Under stresses and «ty 
kinds. Send for y 


our free Tur 


“ te money « 
rane with Tuffy Hoist Line! 








7 


They'll Know You're The Man they want 
to see when you say you're their Tuffy 
distributor! We make sure of that by 
telling them about the specialized serv- 
ice Tuffy distributors give...make 
them realize just how important you 
are to their operation! 


Yes! | want to cosh in on the extro-profits opportunity that the new Tuffy 
Sling campaign offers me! Please rush complete information on the Tuffy 
Sling plon for my area. 


A 


BY 
So Take Advantage of this hot opportu- 
nity to boost your profits. Handle a line 
that’s proved its repeat-order performance 

Tuffy Slings. Tear off and mail that 


coupon today! 


ADDRESS. 


f----—--—-— - - -—- -— 
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It’s Easier and 
More Profitable to Sell the 


New Line of... 


“IGHT-HEAVVWEIGHTS 


DRILL PRESSES — Hand and Power Feed * AIR FEED DRILL PRESS 
ATTACHMENT ® RADIAL DRILLS * Wood and Metal Cutting BAND 
SAWS * TILTING ARBOR SAWS © RADIAL SAWS * JIG SAWS 
LATHES © SPINDLE SHAPERS * JOINTERS * BELT AND DISC 
SURFACERS © FLEXIBLE SHAFT MACHINES 








er of dealers and distributors now featuring 

YWEIOHT equipment is steadily increasing 

y good reasons for this trend towards Walker- 
ibutorships—and here are some of them. 


popularity of the LIGHT-HEAVYWEIGHT type of power 

s also steadily on the increase. It prevails in all manner 
In metalworking. Woodworking. General industry 
rades. Even in the “vo-ag” shops of virtually every 


tin the country 


r-Turner’s newly-revised franchise is an attractive 
deal, with complete protection for the fully fran- 
und distributor. It promises a livelier turnover, 


an excellent profit 


(3) All Walker-Turner LIGHT-HEAVYWEIGHTS have been, or 
oon will be, completely redesigned to deliver all the versa- 
tility, capacity, accuracy and economy demanded of modern 
methods and techniques—in metalworking and in woodworking 


(4) Walker-Turner’s family of LIGHT-HEAVYWEIGHTs is grow- 
ing continually, making it that much easier for the dealer to 
fulfill the requirements of Industry with a popular well-bal- 
anced line of top-quality equipment that pays off handsomely. 


Industry's need for LIGHT-HEAVYWEIGHTS has opened up a few 
areas for new distribution. If you are interested in taking on 
or switching to a Walker-Turner dealership write for com- 
plete information. Send your inquiry in complete confi- 
dence directly to 


WALKER-TURNER 


« DIVISION + 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 
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lL. H. Russell, Seles : “Larry 
Russell”, as he is known to Industrial 
Distributors throughout the country, 
has been selling light machine tools 
to distributors since 1937. He knows 
distributors’ problems and is con- 
stantly endeavoring to improve man- 
ufacturer-distributor relations. His 
work with N.LD.A., 8.1LD.A., and 
A.S. & M.M.A. give testimony to his 
deep interest in Distributor Selling. 





W. J. Antener, Advertising & Sales 
Promotion: Walter Antener has been 
working a ely in Advertising and 
Sales Pr otic fo istributor sell- 
ng for 22 yea A total of 17 years 
with Walke rurner, and years as 
an Advertising Agency Account Ex- 
ecutive, handling distributor lines 
such as valves and fittings, industrial 
oils, automatic feeding devices, cut- 
ting tools and related items. 


Walker-Turner takes pleasure in introducing top man 
agement to you. The combined 60 years’ experience of 
these four men adds up to a lifetime of service to 


Industry — and to you. 


— ees 
i 





Dr. F. C. Finsterbech, Director of 
Educotion: Graduate University of 
Buffalo, Doctor's degree in Education, 
Public School Instructor in Industrial 
Arts for 25 years. Director of our 
Salesman Training School for 5 years, 
he is well known to many distributor 
salesmen. His training program gives 
new knowledge to salesmen, and his 
help is invaluable in shop planning 
and in closing school sales for 
distributors. 








lL. Wede, Service Manager: |1 
ars with Walker-Turner equips 
“Russ” with unique ability to help 
distributors satisfy customer's needs. 
He'll spare no effort to “get it out 
today”. He is now completing the 
tremendous job of revising prices on 
over 3,000 service items as part of a 
program to improve factory service 
to distributors. 


In a forthcoming advertisement you will also meet some of our leaders in the field—Walker-Turner District Managers. 











NEW 


LUG-ALL © 


PULLER 
ie hie = -« 


EW Lus- ALL TOOL OFFERS NEW PROFITS 


r ad and every shi tr using boxcars 
e new Lug-All C <4 bea Px lier. One man — —_ 27 5437 
ens boxcar doors in a - Wei ghs only 124% Ibs h2tn list, FOB 
. carry to Extra long cable (27 $ 15 
enoug to open se boxcars from end of car 
1 200 4 pull when double rigged — = 2 37 
20 yverioad. Safety Handle wi i bend eh ist, FOB 
s danger usly over a Eye bolt -~ 
mbination at end of trame permit Manufactured and guar- 
mn _ 1g¢ Wr te tor information anteed for one yeor by 
ete. TODAY the mokers of the 
< famous Lug-All 


THE LUG-ALL COMPANY Winch Hoist 


avertord 11. Penne Phone: Midway 2-0164 








Extra Capacity, 
Quick Changeover 


Accepted For 123 Years 


WITH A SALES POLICY SOLD 
100% THROUGH DISTRIBUTORS 


We are keeping it that way, we consider our distributors 
and their men the important part of our sales force and 
will continue our FULL CO-OPERATION and PROTECTION. 


SELL PARKERS TODAY 


THE CHARLES PARKER CO MERIDEN, CONN. 


PARKER VISES ) ~ 


America’s First Vise Maker 
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HERE ARE 
THE FASTENERS 
YOU NEED 


Do you use large fasteners? Small fasteners? Long or short fasteners? Beth- 
lehem makes them all! We turn out headed-and-threaded items in hundreds 
of types and sizes, making it easy for you to get exactly what you require. 
Bethlehem Bolts and other fasteners are made from good sound steel by men 
with long experience in fastener-manufacture. For a satisfactory bolting job, 
you can count on Bethlehem fasteners every time 


gETHLEHEY 


Bethlehem Bolts Are Good Bolts ot ts 





WHEN YOU SEEL 


a--) 2 a eG -) 


YOU'RE SELLING 


INO other manufacturer of stainless steel valves, 
fittings and accessories offers so much in the way 
of technical service. Here's a partial list of the 
plus factors which are yours when you sell the 
Cooper Alloy Line. 

















P. C. Shaffer, Chief Engineer. This acknowl. 
edged leader in the field of stainless steel 
valve design is constantly “in the field”—lec- 
turing, trouble shooting, helping you and your 
customer. 

N. S. Mott, Chief Chemist & Metallurgist. 
Undoubtedly the most quoted and published 
author in the field of corrosion resistant alloys, 
Mr. Mott is at your service when advice on 
tough corrosion problems is needed. 

Sales Engineers, technically trained, are lo- 
cated in key cities and are available to assist 
in any way, from presenting the product to 
closing the sale. 

The Professor—founder and keeper of the 
most extensive library on technical data on 
stainless steel valves and fittings. An average 
of 1000 requests for literature is handled every 
month 

Research—o division of our company which 
has pioneered in the development of new ma- 
terials such as V2B, and new methods, such as 
shell molding. By feeding advance data to 
you they help your customers stay ahead of 
competition. 


lf you haven't seen or booklet “Thirty Years of 


Progress,” write for your copy today. It will help 
you know more about our company. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.J. 
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quick changeover from one cutting tip 
to another; positive flashback resist- 
seating surfaces pro- 
damage, vet accessible 


ance; critical 
tected from 
for maintenance 
rhe torch is 
swaged or separate welding 
The Equipment Co 


new wailable with 
tips 

K-G Inc 
Allentown, Pa 


Dial Indicator 


Extreme Rigidity 
Universal Adjustment 


ind l 
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The gag regul 
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Pin long 
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Splicing Kit 
For Cable Splices 
Under Field Conditions 


ind_ insulating 
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resin that hard 
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WHAT’SYOUR P.Q:? 


* Pump Quotien? 


Why are more and more end-suction pumps 
being specified? The answer's simplification. 


Industry is turning to end-suction pumps because 
they simplify piping (especially in process applica- 
tions), need only one stuffing box, and make parts 
replacement easy. Get the full story on the 
Worthington end-suction pumps by writing to 
Section PC.4.8. 


What is Worthite ? Worthite is Worthington’s 
“super-stainless”, corrosion-resisting alloy steel con- 
taining more than 50% of the alloying elements: 
nickle, chromium, molybdenum, silicon, copper and 
manganese. The balance is mainly iron. Worthite 
was first introduced in 1936 and has gained wide 
acceptance as an excellent construction material 
for applications where corrosion is a problem. 
Worthington, of course, offers a complete line of 
Worthite pumps. Write for Bulletin W-350-B4 





Why are gear-type rotary pumps best for 
handling high-viscosity fluids? Lots of reasons. 


First, their large, unobstructed passages mean low 
entrance losses. Then, there aren't any valves or 
valve springs. Also, there’s the flexibility in applica- 
tion offered by the wide speed range of gear-type 
rotaries. Write for Bulletin W-483-B2 for facts 
about the Worthington double-herringbone gear 
rotary pumps and vane pumps. 




















See your Worthington distributor for more information about end-suction pumps, 
Worthite and gear-type rotary pumps. But if you want to read up on these products 
before talking to him, write for our bulletins today. Worthington Corporation, Merchan- 
dising Division, Section PC.4.8, Harrison, New Jersey 


WORTHINGTON 


Ads like this build preference for Worthington Standard Pumps 
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BO{SIMO> DETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 


THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET YOUR SHARE! 
° hes Stanee 
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STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 
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Hand Punch 


V4-in Hole Capacity 
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Finger Tip 
Reverse In Handle 
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For Allis-Chalmers and 
International Tractors 


ick naster pins 
ind installed 
ick Master 

t, with 
50 ton 


‘ 


IM for 
ened, the 
sed) with 
juipment 
umulator 
ternational 
Gg drive 
ind simi 


‘ tho if 











we 
Cores, 

nS 
Me OP t 
a 


New Techniques 


Process Orders 


Allen's new order processing system 
this battery of the latest 

Remington-Rand tabulating 

’ 


machines guarantees a steady 


dependable supply of precision fa 


teners at all times. In only minutes 
the status of your orders can be 
checked and reported to you. You 
always know where an order 

and when it will be shipped 
Through regular channels, order 
can be ac knowledged shipped ind 
invoiced within 24 hours. In an 
emergency — when you need Allen 
products urgently enough to tel 


Faster At Allen 


- standard stock 


phone or telegraph 
I I 
; 


tems can be shipped within 8 hours 


Allen's system is flexible enough to 
handle orders directly from a manu- 
facturer BUT ... whether from 
a manufacturer or a distributor, 
every order is invoiced through the 
local distributor. 


When you sell Allen products, we're 
happy to put our “knows” in your 
business. The result — for both of us 

is increased profit, faster stock 
and satisfied 


turnover more 


customers 
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FOR 
INFORMATION 
write Tro 


ALLEN 


MANUFACTURING COMPANY 


Hartford 2, Connecticut 


MORE 








sure-dire 
oor Opener, 





Thermometer 


Anti-Parallax 

“Maxivision” Dial 

A new | stainl eel bi-metal 
dial thermometer, 1 to assure high 
uracy in reading, | een de- 


| yped 





iduations at rried on a raised 
. with 

level, 

vercome | p e effect of 

i di ! pract« illy 

l iting am n f ¢ r due 

PUTNAM pete 
h I rn bi-1 : ) welded 

ND MILLS 2) 2050" 

POSTIV-LOK cs ntered il limit if he pos- 
bility of retard eff [ yocuracy 


vall 


Here are the tools many of your customers have been earven 
iT 5 


looking for—a new end mill series designed to cut : lus vith 
tool and operating costs on large boring mills, pro- lials graduated in eit nheit 
filers and similar heavy-duty applications. 


With the new POSTIV-LOK end mill (2” Dia. and up), 

Putnam takes the shonk off the tool and puts it on a 

positive-locking holder that soon pays for itself. Your 

customers will like them—buy them—becouse— ; 
Stainless Stee! Blade 

For Combination 

Squares and Sets 


POSTIV-LOK reduces set-up ond change-over 
time required on large tapered shank tools 


POSTIV-LOK is versatile: drilling, reaming and 


4 17.3 
, ’ 
t 1c, 


other operations con be done with same set-up, 
using POSTIV-LOK adapters 


ind 


in 
rad é sily 
need of integral tapered shanks. nl el les protec- 


3. POSTIV-LOK lowers tool costs by eliminating 


rat} 
Remember: it poys to push Putnam . . . world’s leading in on 
igents; 


end mill producer. Putnam Tool Co., 2981 Charle- atten ey ow 
voix Ave., Detroit 7, Michigan. not rust or corrode to cause bind- 


Co., Provi- 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 





picture of a 
shrewd distributor 
tripling his 
gauge glass profits ! 











nd where is he? You don't 


Y our left hand and your right index 


finger are about all it takes to start want to be interrupted in the middle 


tripling your profits on gauge glass i nifty dream, just to supply him 


CORNING INDUSTRIAL GLASSWARE FOR EVERY JOB 


(If you don't have a dial telephone a new glass. So, sell him on the 
vet about the right index finger. ) idea of keeping that “spare spare” APPLICATION RECOMMENDED PRODUCT 
ip your phone, call a cus y aS protection against sudden Normal conditions CORNING brand 
nee anues sineses. and emergencies (Up to 100 p.s./.) standard gauge glasses 
; é PYREX brand high 
Higher temperatures pressure gauge glasses 


This is good, relaxed, service selling Hi PYREX brand heavy-wali 
good é ; £ gher pressures 
? gauge glasses 


Sit on your premises and, with a 


r the helpful suggestion that he 4s ’ ” 
ine cif 1 SUugge 4 i c Sit 'n’ Sell 





reserve force” of spare 


gauge glasses in his storeroom. Why 





PYREX brand red-line 





Extra visibility 


Here is your 25-second sales story 
simple phone call, do your customer 

Use this pitch a real favor. Meanwhile, triple your Viewing inside furnace, 
reactors, pressure 


Spore No. | is for regular replace- gauge glass profits veseaia, ote. 





ment, during routine maintenance Make a few profitable calls today, 
: Lubrication inspection 


Visible discharge 
devices 





Having it right nearby prevents pos- and let this selling idea prove it- 





sible delays. (Also saves you from self. And be sure to have the best 
hurrying over to his plant with a gauge glasses on hand—Cornino®, 


single gauge glass!) Pyrex®, and MacBeTH®. Then you 


Spare No. 2 is, in football terms, his know you're giving the best protec- CORNING GLASS WORKS 
yw CORNING, NEW YORK 


Comming meant reseatch in Gltsd 
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“depth.” Break a gauge glass at mid- tion possible 





WHAT'S THIS 
/ HEAR ABOUT 
SOMETHING 


NEW 


from 


SIOUX? 


LANTERNS 
& TORCHES 


DIETZ TUBULAR 
LANTERNS 








A complete line of eco- 
nomical long burning 
kerosene lanterns available 
with Ruby, Clear, Blue, 


IT’S TRUE! Grece “Amber Globe 


ity backed by the oldesc . 
Regulator and largest manufacturer R 
of Portable Light. 
-—< wel New Line, : 
A Angle Type 


DIETZ-EMBURY 


ADVANCED DESIGN, e T, tem =] “TRAFFIC-GARD" 
QUALITY ' t | SAFETY LANTERN 
MANUFACTURE pring to the maker, the mew TAG) seen for sreae aie 
AND TRADITIONAL t exchangers, instant water heat BP Poses Lone burning. 
LONG LIFE he tae ong eS Lope 
WILL SOON BE 
AVAILABLE IN aac a emoved. An 
A TYPE OF TOOL VB tne thermal cement should tempers Aner LANTERN 
THEY'VE t tw ] t A miniature beacon- 


with new Pencil 


NEVER MADE : erage Beam” — visible from 


any direction, near 


BEFORE / t t i t f t and far. Longest burn 


ing—over 100 hourson 4 
a pint of kerosene 


' 
tr ; ¢ ' | ; 4 
: DIETZ HIGHWAY TORCHES 
t t : veight Complete line of bomb and flat base, Dietz 
: O k Compa hica Blue threaded collar burner models, and 
Dietz-Embury Red cam lock burner models. 
{7 Will BE Tops in rugged quality 
Dial Indicator 


ANNOUNCED Base Holder 
SOON ! Swivel Adaptor 


ALBERTSON & CO., INC. i | : PE a 
lelth anata mele), 2 vaicat : ‘ 
: r R.E. DIETZ COMPANY 
U.S.A th LMERIS syracuse 1, w. vy. Miia 
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American Shaft-King features 
three-wall, internally-ribbed hous 
ing to hold gears and bearings i 
perfect alignment, provide extra 
capacity oil reservoir. Leak-proof 
anti-friction sealing system keeps air 
in—dirt out. Patented concentric 
shaft design puts oil level below 
input shaft and output hub. Bear 
ing seals do not operate against 
head of oil an exclusive 
King feature 


Shaft 





Heart of this machine 
mounts on the shaft! 


If you operate belt, chain or screw con- 
veyors, mixers, agitators, canning equip- 
ment—any process which demands precise 
slow speeds—American’s Shaft-King is 
the logical speed-reduction drive for you 
It's 98% efficient, turns out the exact 
RPM you need from 154 down, handles 
requirements through 40 HP 

Shaft-King mounts directly on standard 
shaft extensions, needs no supports, no 
r ostly , time-wasting engineering to install, 
remove or relocate. Patented concentric- 
haft design permits positive, instantane 
ous overload protection with a Torque 
arm overload release. Also available with 


a built-in backstop 
Shaft-King is economical to buy and 





use due to American Pulley’s modern 
mass-production machines and methods. 
Its compact, space-saving design requires 
no valuable floor space, permits better 
plant layout. Used with standard V-belt 
drives or adjustable-speed drives, avail 
able from distributors’ stocks across the 
nation, Shaft-King gives the long, trouble- 
free service you need. Nearly 100,000 
Shaft-King Drives are in use 

I'wo ratios are available, 13 to 1 and 20 
to 1, to economically cover a wide range 
of speeds. They're available immediately 
from your local distributor. For details or 
engineering assistance without obligation, 
write to: The American Pulley Company, 
$202 Wissahickon Ave., Philadelphia 29, Pa 





At the Profit End of the Machine 


Power Transmission by 


AMERICAN 


PULLEY COMPANY 





— 


BETTER 
THAN EVER! 


CM quality is always tops 
and always improving 
through the application of 
new ideas and materials. 1 through he m-breakable, di proof 
rys tr 


init has te! scOopl r con- 
010: 

tact range 

030 The 


yiding rod 





h has a 


rerrous 


® , " 

CM METEOR se orat precision 
% to 5 ton capacities adjustment similar to surface gage. 
Fest, low headroom 4 Ihe holding rod is set in hardened 
heavy duty wire rope ball 
electric hoist. Single * S va 
and two speed models | i 
Many exclusive fea Cullen Mfg. Co., Racine, W is« 
tures 


. : 
CM CYCLONE Overload Devices 


D te 10 ten eapadis Feature High-Friction, 
Light weight and effi . ° . 
. Wearproof Friction Disks 


socket setting lowing the rod 


‘ ' 1) tor 
l l 


to be swung in 





cient. Rugged clumi 
num alloy construction . 1 
improved I tr macniner©ry 

wverload protection devices, with 
locking arrange- 


CM COMET® ent. hes been aumounced 


for heavy duty ond 


long ife 





these im- 
% to 2 ton copoacities init lip-t ) fiction 
Portable, compact and } } 

ID ich such drive 
rugged electr hain r 


e A plain 


hoist. Available in push 
pecial 
| 


button and pendant 
rope ntr m jes 


220 or 


Plug in on 11€ 


Br) 


44 volt power lines 


CM PULLER® 


v 
pret ee or ee 
: 


a 


%, 1%, 3 and 6 ton co 
pacities. Lifts and pulls 


at any angie For 1,001 


QDwewe meme ee come me oe 


jobs. Low cost. Safe and 


easy to operote 





( P * peed <> 





PLUS ...CM Trolleys and Traveiing Cranes 


Advertised more than ever / e Selling faster than ever / 


25 leading industrial publica- The CM sales curve goes up 
tio »s and directories carry steadily over the years bring- 
CM Hoist advertising to your ing ever-increasing business 
customers and prospects. and profits to CM distributors. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
ln Conoda: McKINWON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Impactool 


Increased Power, 
For Automotive Engines 


v rotary Impactool, Size 51 
simarily for automot 
o recommended as a multi 


ol, has been announced 
] 


w tool has a 4-in. drive and 


;. With standard attach 
ll drill, drive screws, rean 
e brushing, hole sawing 
idditional power, anothe 
vent claimed is a renewable, 
tic rubber bumper which snaps 
the front of the tool | 
said to prevent the entran 
f dirt around the driver and prot 
ising when tool is in tight s; 


Ingersoll-Rand, New York 


Cutter Grinder 


Diamond Wheel Dresser 
Mounted On Wheel Guard 











3 ar 


That Bring You Repeat Orders 
Sparground — SPAR-KING — KUTALL 


444 


SPARGROUND Tool Bits are made from a special high grade 
alloy steel that makes them especially adaptable for machining 
tough and very hard materials, such as heat-treated steels, die 
and stainless steels, etc. 


TOOL BITS 


SPAR-KING Tool Bits are furnished ground. They are useful for 
general purpose work, especially recommended for cutting cast 
steel or iron, brass, aluminum, bronze, copper, etc. 

KUTALL Tool Bits. These bits are furnished unground, made from 
steel for economical general purpose cutting. You'll find they 
result in general satisfaction. 


Another Profit Product 
S pat tan 


=x 


( Solid Steel Rod and Steel Tube 
‘ Cast Aluminum Handle 


HACK SAW FRAMES 








Electricians, machinists, plumbers, and others have found this 
frame highly satisfactory. 


Sold Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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No Tool Holder 
GRIPS like a 


Adjustable Vee Block 
Grip 
« Full Length Teo! 
Contact 
+ Powerful Clamping + One Holder Handles 
Force Many Bit Sizes 
Ne Harmenic Vibration «Carbide Models Also 
«No Chatter Accommodate Boring 
© Grips Round, Square, Bars 
Rectangular and Cut- Tilted Head Improves 
Off Too! Bits Vision 
SPECIFICATIONS 


Specify Right of Left Hand Offset 


- 


FOR CARBIDES i peol P 
No Rake Mode! P60 61 
— y = a 

FOR WIGH SPEED | wrodei go | 61 

ta 


STEEL (15° Rak 
—— 


4 .s 
Order from your dealer Ash for Clart 


ROBERT H. CLARK COMPANY 


ynta Monica Bivd., Beverly 


THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’ 


Popular package 8-o2. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench. metal sur 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief 
prevents metal glare. Increases effi 
wnecy amd accuracy 


Write bor full inbormation 
THE DYKEM COMPANY 


Z305A North Tih Se + «6D. Lewes 6, Me 


maker include iutomaticall HOCKS, 
making high pressure leakproof con 
nection; integral check valve auto 
matically shuts off hne or hose pressurc 
when disconnected, prevents danger of 
backlash or whipping; full 360 deg 
swivel action; small diameter; appli 
ation up to 10,000 psi 

The new “Pushomati 1A seric 
in a variety of stwk id types of 
couplings and connecting plugs in 
sizes 4-in through 3-in 
for imstrumentation 
pancl installation 
limited 

I he ZA SCT IC 
vc maker for pneumati 
water and hvdrauli ] 


+} 


Circular Saw Brecon Division of Pech 


] 


Universal Cutting mpany, Charlotte, N 


Of Nonferrous Plates 


nd to reduce 


, ’ 
ip time on non 


n announced 


naker, automat 
linders provi 
ir idjusting 


€ 


Automatically Adjusts 
On Pipe From ‘ to 2'2-in. 
\ Pipemast 
vith | 


For Air and 
Hydraulic Hose 


‘ 


— Sanding Action 
\ ; ; i 
on ss 


= Straight-Line 
\I 
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wm EXTRA SERVICE LIFE 






CATERPILLAR USES ATLAS 


..+ for long life... low maintenance 


Where toughness is needed in roller chain the leaders choose Atlas 
Roller Chain and Sprockets. It is the super-life chain built to give 
longer service under the toughest operating conditions. Atlas Chain 
is scientifically pre-tested in every step of its manufacture then 
torture-tested in our own modern laboratory to prove it can stand up 
and take it on any drive 

That's why so many distributors are selling Atlas to manufacturers 
of original equipment why they have convinced maintenance 
to replace with Atlas Chain. It is a “Super-Life’ Chain for trouble 
free performance. Take the step ahead to sales today . . . sign up with 


Atlas 


ATLAS CHAIN & MANUFACTURING COMPANY 


DOYLESTOWN, PENNA. 





4 ROLLER CHAIN 
AND SPROCKETS 


Are YOUR customers looking for 
new time and labor saving ideas? 





more EIN-WERNER 
Sad 


Remote Control “Push and Pull’”’ 


HYDRAULIC JACK 


pulls plow mount into assembly position 


Possibly your customer's plant isn't inter 
ested in snow plows but the jack use 
you an application 


It is but one of 


illustrated may give 
idea for their business 
countless ways in which a Hein-Werner 
Push and Pull” Hydraulic Jack can be 
used to save time and cut labor costs in 
modern industrial plants 
These jacks can be easily carried to the 
job quickly set up. Pump can be 
operated at safe, convenient 
distance from ram. Ram 
movement 1s unde r control 
of operator at all times 
can be stopped at any point 


and instantly reversed by merely turning 
a valve. Available in time and labor sav- 
ing models of 4, 10, and 20 tons capacity, 
either separately or with choice of varied 
attachments. 10 and 20 ton models are 
available with gauge. 

Hein-Werner also manufactures a com- 
plete line of hydraulic industrial jacks of 
1M, 3, 5, & 12, 20, 30, 50, and 100 tons 
capacity. Models of 12 tons and larger 
have carrying handles, and can be gauge 
equipped 

Write us for Bulletin PP 1051 or how 
H-W Jacks can save time and labor on a 
host of jobs in industrial plants 








HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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- 
ae e 
of heat dissipation 
nachine measures 64-in. wide, 
} }-in. long, and weighs 
in. wide by 21-in. 


N. Y. 


IS, 
ea y 


Portable Electric Saw 


Cutting Capacity 3'4-in 
With 10-in Diameter Blade 
A new Model 


52B. weighing 20 | | been an 


the 14 

it 4000 

ing of rip- 

ping i d or vood. It can be 
f m 14 to 


34-in and to make ang! its—from 


adjusted for depth 


90 to 45 deg. 


The complete outfit includes the 
saw, combination blade, blade wrench, 
and 15 feet of 3 conductor cable 
packed in a carton. Metal carrying 
ise is available at extra cost 

Svntron Company, Homer, Pa 


Variable Speed Drive 


Sizes From '2 
Through 10 HP 


Speed Vari s, said to provide 
vutput speed regulation from ¢ to 3 
speed—9 to 1 total varia- 


nt 


times input 
tion have been i duced. 

Some of the advantages claimed by 
the manufacturer include: constant 
horsepower output; coaxial input and 


yutput shafts rotate in same direction, 





either clockwise or counter clockwise; 

ample bearing support to carry over- SH LDON 
hung pulleys; speed can be regulated —— | 

by indicating manual adjustment or 


by manual or power operated remote CHICAGO U. S. A. 


control devices. 
The Cleveland Worm @ Gear 


Company, Cleveland Whatever you need 


Model 1-46 
10” SHELDON 
Precision Lothe 


Transmission 


For '2 to i hp, 
3-1 Speed Range 





newly designed  transmi 
the Cub B variable spt 
m has been introduced UM-S6P 13” Swing 
The new transm m consist 





iriable pulleys on a ball 

vuntershaft which n 
pivoted laterally between the « 
lriven pulleys. Speeds sek 


le ind | 


ind 
ire maintained by a hand 
ing knob 

The new transmission 
pulleys, B section belts, and weigl 
15 lbs 

Standard Transmission Equipment 
Company, Pasadena, California 


Platform Trucks 


One Piece Heavy 
Gage Steel Deck 
Six models of all steel platform 15” Sebastian 
trucks, known as the Hercules line, Gases Cees Same 
have been announced 
According to the manufacturer, the 
chassis provide even distribution of 
load out to the running gear SMALL, LARGE or LARGER 
Painted a bright blue, the new . 
—Whatever size lathe the customers want, a Sheldon Distributor can 
supply it. Sheldon has distibutors who sell only Sheldon Lathes; some 
who sell only Sebastian Lathes; and some who sell both Sheldon and 
Sebastian. 
Sheldon builds a long line, offering a choice of lathes from 10” to 24” 
swing. These accurate and capable precision lathes assure extra 
sales ond more profit for Sheldon distributors. 


—SHELDON MACHINE CO., Inc.— 


4232 N. Knox Ave. Chicago 41, Ill. 
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* 
I'm the W. H0. of 


"iim + 
- 


*” 


YORK, PENNA. 


products ore sold thru Mill Supply 
tee a a a 
special’ jobs 


Standard Oftemilier 
eee 
direct to W. H. O. for quotations on your - 


..-when your customers want 


Tool & Cutter Grinding 
Capacity... 


The NEW 


STERLING 


Model "RK-2”. 
is the answer! 


Dy 
O™> 


It provides More Capacity 
for grinding tools and cutters 
ubout ‘4 the cost of a Uni 
versal Grinder because it is 
designed —for Tool and Cut- 
ter Grinding ONLY 

New 
he vy 
quired for 


at 


principle eliminates 
expensive tables re 
‘Universal” grind 
ers; makes possible a compact, 
easy-to-operate, tool and cutter grinder that is ideal 


for shops needing tool and cutter grinding capacity 


Protected Dealer Franchise. Write TODAY 
for complete information and literature. 


McDONOUGH MFG. CO. cnc ctaiee wis 
Cc . = EAU CLAIRE, WIS. 
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rious sizes and ca 
g from 400 to 8000 Ibs 
the maker 
handles; 
ball bear 
tilt 


trucsk ( nm va 
pacitx 

Other rr 
include 
1 choi 


Ing 


rangin 
atures claimed 
one piece remo ible 
e of plain roller and 
ind 


running gear; standar 


tvpes 
type 


Bacon Metal Produ 


California 


\Vilonte 


bello, 


Adhesive 


For Installing 
Ceramic Floor Tile 


Detr 


Carbide 


Longer Continuous Cuts 
At Higher Tip Temperature 
I to offer 


t r low higher 


‘ ¢ 
i 





tensions, 


( 


feeds and speeds on heavy duty ro 
cutting, has been announced 
Grade CY-16 carbide will b« 
able in all standard styles 
blanks and inserts. Special types 


ivailable as non-stock items. 


and 


Tools with the new grade 


ire also standard stock items 


W endt-Sonis Company, Hannibal, 


Missouri 


Conveyor Belt 


Will Carry Packages 
Up 45 Degree Grades 


maCKage CONVCYOI it wit 
} } ) 
skid surtace, called ira-Lift 


innounced 
belt 


JOH 


is been 
Ihe 


proximately 


new 
| rubber 
quart ot OF Surface; small 
leats hold packages fir 
down 


: 
m th 
they e carried 


vill 


up OI 


not tear loose, becaus¢ 
nolded construction 
Water will run off 
ind the belt is said to throw 
tte r 


belt when 
yutdoors 
out dirt 
it flexes over pulleys 

New York Belting €& Packing ( 
Passaic, N. | 


ind other foreign ma 


Puller Accessories 


Chain Attachment 
Ram Adaptor Set 


lwo I esigned ac 
' 

portabDk 

= } , 
I nave vecn iil 


] ) 
pulley pulle 


the manufacturer 
A Ou klink 


luding 


chain 
illo 
| 


pull mms rigid] 


vhen pressure ipplied 
| a ri 
} ton sizes 
f 10 ram adap 
ind nv¢ 
id to inc 
satility of the hvdraulic ram 
Industrial Engineering | 


mpany, Davenport, lowa 


‘ “Donnelley 


Builds a 


Quality 


Catalog” 





Have you recewved your copy of this book ? 
Handsomely printed with many pictures. Full of information, too, 
for anyone who wants to know more about modern catalog-building. 


Here are some of the subject headings 


Ideas Come First 

Units Covering 80.000 Merchandise 
Easy on the Customer 

First Crack at Page Layouts 
Keen-Eved Customer Critics 
Take 
Detail-Ironing-Out Division 
Double-Check: Manufacturer's O.K 
What Should Follow What? 

Index and Cross-Index 

Design Can Be Decisive 

Paper Ribbon Casts Pype 

Selectirg Standard Unit System Cuts 


Items 


i Hand 


Donnelley Merchandisers 


Catalog Pages on the Press 
Cover Joins Book Body 
Quality Catalog—on Schedule 


Six Books Hard at Work 
Tf, 


has failed to reach your hands 


catalog lor any reason, 


Is the 
ot the 


rd today 


an important tool m your business 


booklet described here send us ; 


One will be sent you at once, with our compliments 


THE LAKESIDE PRESS 


R.R. DONNELLEY & SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


550 East Twenty-second Street, Chicago 16. CA lumet 5-212] 
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THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND II, OHIO 


YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE—ESTABLISHED 1871 


162 


New York 


ANOTHER ADVERTISEMENT 


in trade magazines te 
now appearing rs on U-W quality. 


help sell your custome’ 


GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 


Usvel Upsen- Walton's 

Safe Working Sete Working 

2S eS OB 
3” Single. . 200 Ibs. 265 ibs. 
3” Double . 300 Ibs. 400 Ibs. 
3° Triple . . 400 Ibs. 540 Ibs. 


Single. . 400 tbs. 510 Ibs. 
Double . 550 ibs. 730 Ibs. 
Triple . . 700 Ibs. 925 Ibs. 


Single . 500 Ibs. 675 Ibs. 
Double . 750 tbs. 1000 ibs. 
Triple . . 1000 Ibs. 1325 ibs. 


* Single. .1000 Ibs. 1320 ibs. 
"Double .1500 Ibs. 1900 Ibs. 
* Triple . . 2000 ibs. 2640 Ibs. 


Single. . 1500 Ibs. 1700 Ibs. 
" Double . 2000 Ibs 2575 tbs. 
Triple . .2500 Ibs. 3000 ibs. 


’ Single. .1700 tbs. 2200 ths. 
’ Double . 2450 Ibs. 2850 Ibs. 
Triple . .3200 Ibs. 3500 tbs. 


* Single. . 2600 Ibs. 2750 ibs. 
" Double .3400 Ibs. 3650 Ibs. 
’ Triple . . 4200 Ibs. 4900 Ibs. 
12” Single. . 3000 Ibs. 3000 ibs. 


12” Double .3750 ibs. 4600 Ibs 
12” Triple . . 4500 tbs. 5400 Ibs. 


a 


4 : = 


x 


4 
4 
4 
5 
5 
5 
64 
6 
6 
7 
7 
7 
8 
8 
8 
10 
10 
10 


Lit | 


Upson-Walton wood blocks not only have 
extra strength but also outstanding eye 
appeal... with clear-lacquered hardwood 
shells and contrasting green 

enameled steel parts. See 

your distributor for efficient 

service from stock. Write for 

tree catalog. 


; 


Chicago ° Pittsburgh 
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Rail Dolly 


Easy Movement 
Of Heavy Rails 


-> 


A rail dolly, Simplex Model 72, 
made for driving up expansion, in- 
stalling welded rail and changing 
switch points, has been announced. 

Essentially a roller mounted on a 
low stand, the dolly is designed for use 
in pairs. Guides on ¢€ ich side of stand 
prevent rails from slipping off, and 
the stand also features cleats on its 
base to anchor it firmly as it rests on 
i he 

Specifications are: weight 16 Ibs., 
werall dimensions 8 x 84 x 3é-in high, 
roller 2-in diameter and 74-in long. 

The dolly can also be used in con- 
junction with the maker's Simplex 
rail expander 

I'empieton, Kenly & Co., Broad- 


view, Illinois 


Sprocket Puller 


100 Ton 
Capacity 


4 new 100 ton sprocket puller, 
equipped with the company’s new 
gripping lugs, has been introdu ed 

The 100 ton ram is the twin cyl 
inder Power-Iwin which portable 
ind detachable for u vith other 
ittachments or pI ill TD-24 

track pin 
ither electrically operated or hand 
erated pumps may be used acti- 
ite the 100 ton ram 
Owatonna Tool Com] 117" Owa- 
nna, Minn. 





Strapping Tape 


Now Available In 
Range Of Colors 


[he maker’s 16 Hi-Tack strapping 
tape in a wide range has 
been announced. 

Originally available 
only, the tape is now available in 
white, black, blue, dark green, yellow 
and red 

Water resistant, the 16 tape has 
been recommended by the manufa 
turer for bundling tubing, wire 
rods; for holding telescope box lids, 
doors, and drawers of refrigerators 
stoves, cabinets, etc. during shipment 
for palletizing and unitizing cartons 
to facilitate material handling 

Permacel Tape Corporation, New 
Brunswick, N. | 


of colors 


in transparent 


} 
ind 


Aluminum Paint 


Non-Toxic, 
Smudge-Proof 


Smudge-Proof aluminum paint 
coating 


rovid ' 
t proviac that 


a protec tive 


approaches an anodized aluminum f 


ish, has been announced 
The paint is 1 to b 


| 
finish aluminum enamel devel 


new Sak 


use where a silvery rub-off 
objectionabk 

Permite Paint Divi 
] lustric ‘ In Cu 


Adaptors 


For Brush-Backed 
Deburring Wheels 


new sizes of adaptors for use 
makers Sand-O-Flex brush- 


deburring wheels, making it 


to use the abrasive 
p to 14-in 


hatt u diameter, 


n mace 


DON’T GAMBLE 071 
getting the RIGHT bolts 


Your business success depends upon supplying your customers 


what they want when they want it. Now Buffalo Bolt backs you 
up with a NEW streamlined service organization. 

Offering the finest and fastest service in the industry, key per- 
sonnel —in the field, district offices and factory — give immediate, 
accurate information on prices, delivery and other pertinent data 

See for yourself on your next order. 


WESTERN OFFICE 
Chicage 

HArrisen 7-2179 
EASTERN OFFICE 
New York City 

REctor 2-1888 
CENTRAL OFFICE 
North Tonawanda 
JAckson 2400 (Buffale) 
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Ask for Circle ®. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
NORTH TONAWANDA, WN. Y. 


Making both FASTENERS & FRIENDS for 100 yeors 


1955 








The Complete “BULL DOG” Line 


BACKED BY 87 YEARS OF TIME PROVEN ACCEPTANCE. 
The Sales Policy is Mosinee ¢ Vep Suivel Jew 
Combination Pipe @ Hinge Pipe 


100% through Distributors Woodworkers @ Utility 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 











NO _~cET MORE BUSINESS 
FROM THE BILLION DOLLAR 


INDUSTRIAL MAINTENANCE MARKET 


@ INSTO-GAS offers Industrial Distributors a line of 
equipment that is a sure-fire account opener with 
Industrial Maintenance Departments. 


@ INSTO-GAS creates a repeat business for Distributors 
that brings each customer back to their places of 
business repeatedly for many yeors. 


@ Distributor Sales of INSTO-GAS products continued 
to show a steady increase in 1954. 


Insto-Gas manufactures a full line of portable heating equipment 
consisting of torches and furnaces, hose and cylinders. This is the only 
complete line of portable heating equipment listed by both Under- 
writers’ Laboratories and Factory Mutuals Laboratories, making them 
the ideal line for Industrial Maintenance Work 

Insto-Gas equipment is sold through authorized distributors, who re- 
ceive full advertising, sales promotion and sales training cooperation- 


Get the complete Insto-Gas Distribution 
story TODAY. Phone, wire or write — 


INSTO-GAS CORPORATION 


1979 EAST WOODBRIDGE DETROIT 7, MICHIGAN 
Phone: LOrain 7-3181 
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Carbide Reamers 


Complete Line, 
Semi-finished 


lh 


ilmost 
1 announced 
id to 
grinding 
ng type 
hank 


1? 








SPINNERS IN STEEL MILLS 


In the last ten years, the percentage 
of all southern workers employed in 
the textile industry has dropped from 
about 33 to 21 per 
World, McGrow-Hill publicotion, re 
ports 


cent, Textile 
The lost workers have moved 
into other industries, such as chemi 


cals, paper ond steel 














D-A-T-E-§ 
TO REMEMBER 





eb. 28-March 1—Regional Meeting 
National Industrial Distributors A 
sociation and American Supply & 
Machinery Manufacturers Associa 
tion, Warwick Hotel, Philadelphia 

March 14-18—Western Industrial Ex 
position, Shrine Auditorium and 
Exposition Hall, Los Angeles 

Mar. 28-April 1—Western Metal Ex 
position, American Society for 
Metals, Pan-Pacific Auditorium, Lo 
Angcles 

April 18-20—Annual Triple Indust: 
Supply Convention, Cleveland 

June 19-23—36th Annual Interna 
tional Cost Conference, National 
Association of Cost Accountant 
Waldorf-Astoria Hotel, New York 
Cit 


1956 


May 20-23—Triple Industrial Sup 
Convention, Atlantic Cit 








NEW LINES 
taken on by 
DISTRIBUTORS 





The Parker Appliance Co. has ap 
pointed the following firms to handle 
its lines 
e Metropolitan Supply Co 
Los Angeles 
e Keystone Pip & Supply ¢ 
Milwaukee 


j 


VMiorse Chain Co. has ippointes 
following distributors 
e Southern Bearings Service Co 
Memphis 
© Kelly Supply Co 
Grand Island, Nebr 
el. B. Adams & Co 
Baton Rouge, La 
e Fisher Bros. Co 
Astoria, Ore 
e Neiman Bearings ( 
St. Louis 





Fibre screw anchor for 
wee with weed or log 
screws. Only wniversol 
onchor thot con be used 
in ony moterial 

Wood screw sizes 

#6 te #20 
leg screw sizes 


#% to 2% 


eS 


Heavy duty meosonry 
anchor of ‘“‘confined 
leod type’’ fer holding 
bolts. Made in one 
piece—double ended— 
cannot be misapplied 
Bolt sizes 4" to 1” 


Saas 


Three point easy-te- 
sherpen masonry drills 
for hend ond power 
drilling For Rotery 
drilling—vse Row! Car- 
bide tipped drills 


The improved mochine 
screw anchor. The toper 
permits vse in under 
sized holes, resulting in 
coving of drill costs. 
Meochine screw sites— 
62£32 te %& «x 11 


Only expansion belt 
combining anchor and 
bolt in one piece. Simple 
to vse, easy te instoll 
Drives like ncil inte 
drilled hole. Tremen- 
dovs holding power 
Sizes 3/16" to %” 


\WL HAMMER - SET 


Newest type of heovy 
duty mochine belt an 
chor. 

tool 

permonentiy 


masonry 
Bolt sizes—3/16" to %" 


TOCGLE 


for simplicity of instel- 
letien ond security of 
anchoring ony fixture or 
wtility in hollow walls 
or ceilings. 


a 


ideot for ali masonry 
fastening especially 





COMPLETE LINE 
meets ALL anchoring needs 


The Rawliplug Line meets every anchoring 
need on every job, with lowest installation 
cost and maximum holding power. Continu- 
ous research and engineering keep products 
improved to meet all modern requirements. 


WIDELY ADVERTISED 


fo customers and prospects 


Constant and effective advertising in nine 
national trade mogazines including: — 
Electrical Construction and Maintenance, 
Industrial Equipment News, and the Sheet 
Metal Worker tells the Rawlplug story to pros- 
pective buyers. This builds up and keeps up 


demand, which builds more business for you. 


ORIGINAL-GENUINE 
not an “imitation” 


Beware the “just as good” product. The suc- 
cess of genuine Raw! products has brought 
on imitators. Imitations cause dissatisfied 
customers. Play safe — recommend the 


genuine, complete Rawlplug line 


SOLD THROUGH DISTRIBUTORS 


RAWLPLUG Co., Inc. [ 


CHART 271 Church St., New York KF N. Y. 


\fid-States Supply Co., Kansas Cit 


Mo., has been appointed distributor simile’ 
for Republic Rubber Division, Ls ot eheve gmde 


Rubber & Tire Corp 
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Sales Helps from Manufacturers 





Dumore School 
Stresses 


Technical Aspect 


Operation of the unit servi rnold R nis, Canadian 
Fairbanks-Morse C¢ c ntrea tested by George 
McManners, Dumor ! ractical t 

ow ledge 


f the re 
mall unit 
1 facilities 


ucted by I n ’ i ! cusas Dik umore’s Seri ; dd tl hool is de 
ne, Wisc y ic Drill t d ntr ! he auto 
Sixtv-four members of more than Following a brief pl 
ndustrial supply houses graduated first day of urse, the training group 
m the school during 1954. includ urse schedule witlined, and a led, step by rough set up 
sales personnel from California review of Dumore’s general. line, in procedur nd ri ire ex- 

1d Canadian firms. Six sessions were luding application phot ind data 
during the vear for utility purpose, is 


int tour on neumatic 


given The lowing dismantling nd reas- 

The program is set up to give the firm’s automatic drill head. Series 2(/ 9g he w n the third 
ywerage industrial salesman his first is treated in theon operation and lav rouble-shooting practi and 
ypportunity to handle and study a idjustment o e unit, and cor irilling ar Dpil DI ce thor- 
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Literature ¢ Training Courses 
Displays « Packaging ¢« Films 





oughly indoctrinate the students 
rudiments of the tool 

The fourth day is devoted to ay 
plication and specification data 
cluding production rates of var 
size drills in different materials 
ing speed and feed chart, depth tol 
erance, adjustment of stop screw and 
feeler gage, practical capacities in 
metals for drilling and tapping, and 
minimum and maximum feed rates 

The afternoon of the fourth day 
is devoted to a summary and review, 
with emphasis on sales features. The 
is devoted to a comparison 
examination, and analysis of com 
petitive units Sales problems ar 
studied with emphasis placed on sell 
ing features and markets 

Sales and technical 
those attending the class do not end 
with the fifth day Mailings follow 
two weeks, which includ 
pplication and data photos, dem 
onstration suggestions, selling phrases 
that have been proved effective, wit 
ing diagrams, new applications 

Farl Owen, Dumore’s vice presi 
dent in charge of sales: James Steibel 
director of research, and George M« 
Manners, advertising and sales pr 
motion, in addition to other Dumor« 
personnel, work closely with the stu 
dents throughout all five day 


final day 


assistance for 


one every 


G. E.’s Carboloy Dept. 
Publishes Latest Prices 


I'wo new catalogs, covering lat 
prices and specifications in its stand 
and cemented carbide tools and blank 
and its standard tools and blank 
the “300” series, have been issue 
General Electric’s Carboloy Dept 
Detroit 

The first catalog, ““Brief-A-l 


285 lists, besides price hang 


other catalog 
ill blanks and 
ince development 
igo It also lists s 
md blanks added t 


in various stvles and 
es are also included 


American Pulley Holds Course 


AMERICAN PULLEY CO., 
" and product clinic at the 
istButors.. representatives and 
4 inada 


salesmen 


Philadelphia, recently held its 22nd “distributors’ 
Manufacturers 


Club for a 
United 


group of 


States and 


Country 
from the 


caster 


I'fhe sessions covered a five-day period 





Atkins Saw Catalog 
Cuts Through Words 
Borg Warner 


introduced 
catalog 


Saw Div., 
Indianapolis, has 
working 


Athi 


calls a 
lged version of its larger cata 
briefly stated facts 

saws In addition 
new 


what t 


mtaining 

its line of 
trating the products, th 
lls where each saw can 


») what advantage. 
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Scully-Jones Products 
Explained in New Bulletin 


The new « fixture and 
setting gage for recessing tool re 
cently developed by Scully Jones & 
Co., Chicago, are described in a 
bulletin released by the firm The 
publication give ilso, details of the 
grinding fixture tor 
used in automatic 


om pre ssion 


firm’s micrometer 
circular form tool 
tools 
listed 


dimension 


ew machin ind recessing 


ion ind price ire 


| drawings give 


Bristol Announces 
New Net Prices 


New price 
package and bulk quantity net price 
have been issued by the socket screw 
division of the Bristol Co., Water 
bury, Conn. The new lists cover the 

omplete line of socket set and 
cap screws in both hex and multiple 
spline-type sockets, as well as flat-head 
socket screws, pipe plugs, and shoul 
der screws 


lists showing standard 


firm’ 





HOT FORGED from solid, 
rectangular steel bars, de- 
lenet and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES ! 


Standard & ae) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes ¥_” to 3” 
6000-Ib. sizes iY,” 
to 2” 











ORIFICE 4 
UNIONS 


With screwed or 
socket weld ends 
4000-Ib. and 6000- 





Ib. service 








(mart & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb 


— only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends 
3000-Ib. and 8000-Ib. 


= J 


WRITE FOR CATALOG IT 


Showing the complete Catewisse line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 








~ 











300 MILL ST. - CATAWISSA, PA. 
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CUTTING TOOLS—Viking Tool 
Co., Shelton, Conn., has issued a new 
44-page catalog describing and illus 
trating the company’s line of metal 
utting tools. Shown also in the cata 
Of arc weeping price red uctions ‘ 
With a durable cover, the catalog is 
nts most of the 

id tabular 


pu i] be und inc pres 


It's easy to see 


information im 
form 


Gk AR HOBS Star rcT 
Farmington, Mich has issued 
ight-1 


referenct manual 


ip 
listing stan ylerances 


crances a4 


eee what CARBORUNDUM Is « 
Distributors in "54. Just look at this 


loing for 
comme! . 


m and com 


compelling, full-color ‘stopper 


read the thought-provoking story 

Inc 
| 2-page 
old-forged 
small 


Your customers, foo, 
will find 


It's hard to mise 


e@eeas they see this powerful mes- 
sage —and many others like it— 
in their favorite metal-working 


magazines throughout the year. 


Tilden Tool Drills 
piapayes in Plastic 
Mfg. Co., San Ck 


fk rng (at cost of 

plasti muunter display 
nerete Kore” drills. Dis 
f the firm’s drills, the dis 


; 


It's yours to use 


neasures ( mad 1s 


d vellow and black 


Carbon 
N. Y., has 
Abrasive 


ontaiming 


ABRASIVES indum Ci 
Niagara Falls 


booklet entitled 


published a 
Grain and e@eea hard-working tool to help you 
Powders charts and illus 
tratious 
most recent 


ommendations for metal finishing 


sell more quality abrasive products 
explaining many of the firm's 
, to customers and prospects 


ibrasive engineermg 


abrasive products by 


Phila eeorsTte wane maee 


Also included: a suggested lavout for 


et-up room and curing room 


BEI rING— Main 


IKK Iphi 1, descenbes 


Belting Co 


ts complete ine of Tus Cansorunpum Company, Niagara Falls, N. Y.- 
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Tol Ui ale Mme) c-)- mele) me i-t-tilal> mm sel 1-1) 


is a ‘sand pattern’’ produced SCO} the sound... grade with pin precision grinding wheels that ma 
the sound ota grinding wheel as por accuracy from 250 to 400 the performance of moder! 
it is vibrated On CARBORUNDUM'S wheels per hour. This is just one of ing machines, it pays to rely on y 
Sonic Comparator. This scientific 11 many scienufic tests applied to grind CARBORUNDUM Distributor or Sal« 
strument tests the hardness of wheels ng wheels by CARBORUNDUM—to man. He offers expert counsel, com 
for precision grinding. Skilled oper make sure you get absolutely uniform plete stocks, prompt service. Call 
ators hear—and see on the oscill production from wheel to wheel. For him today 


Through product quality and application “know-how” 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more [EQQieey in your abrasive [IE 











In all types of building and industrial applications... 
NATIONAL PIPE IS CHOSEN CONSISTENTLY 
by Architects and Contractors because — 


It's uniform throughout—Notional Pipe is 
metallic structure ductility 


sion resistance, surface finish 


J} 2) 


it coils and bends well—Noational Pipe has 
that extra strengt? i ductility so neces cvrocy in mon 
y to meet the demands for smooth, uni- equalled pipe join 


Pipe whether 


- 


fl 
Si 


It’s strong—Close metallurgical contro! of 
ond physicol properties gives 
National Stee! Pipe “built-in” strength 


It’s rigidly controlled—From the raw mate 
cher rial to the finished product, one orgoniza 
tion has rigid control over the manufactur 


ing steps that produce Nationa! Steel Pipe 


very stage 
checked by the 
est 108! expe enced 


. 


p 


“ 


It's constantly improved—For over 60 yeors It's gained nationwide acceptance—A cross 
National Steel Pipe has constantly been section of industrial or build ng applica 
tions w show a predominant use of 


improved to meet the most difficult require 
Notional Pipe largest selling pipe in 


ments 
the world 
NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRAN PACIF T STRIBUTORS ~ UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel! PIPE 


SEE THE UNITED STATES STEEL HOU®. It's « full-hour TV program presented every other week by United States Steel. Consult your local sewspaper for time ond station. 





Says Don Malone, 


Industrial sales manager of Stambough Supply 
Co., Youngstown, Ohio. “When our salesmen see 
@ messy oil-room, inadequate hand-guns on big, 
multiple bearing jobs, they explain Alemite Plan 
“B”—and cash in!” 





ALEMITE PLAN 'B 


bucket pumps and transfer pumps 


One of five Alemite Basic Plans to 
simplify and speed your sales — 
Sell by the plan for profit! 


. 

When you see a man trying to service a series of 
hungry multiple bearings with an inadequate hand 
gun that requires constant refilling, when you see 
old-fashioned hand loading and sloppy oil rooms . 
mark it down. There’s a spot for a sale! 

Plan “B” cures all these troubles and more be- 
sides. It’s a custom plan to fit any plant. You simply 
choose the right transfer pump and bucket pumps. 
Tell your customers about the time and money they 
save—the down-time they avoid with this barrel-to- 
bearing profit maker. 

Explain that lubricant stays “refinery fresh”— that 
they save money on maintenance, labor and lubri- 
cant. Explain—and you won’t have to make a sale— 
they'll buy! 


ALEMITE 


“ Ask Anyone in Industry 


Trensfer Pump 
No. 7199-1 fits 
bung of drum. 
Power models 
alse ovaileble 





A flexible plan — pick the 
equipment to fit the plant! 


High Pressure Utility 
= Bucket Pump, 
Bucket Pump, Ne. 7152-4 


Ne. 6712-0 
a te 
4 


Aili} 
25. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 





IT’S THE 


ONLY ONE 


ON THE MARKET 


(and a money maker) 


FAST... ACCURATE... 


WIk-| HEK 


V WHAT ARE THEY ? 


New Outstanding High Precision small hole gages 
that quickly and accurately measure internol 
diameters ranging from .025 to .380 inches. 


V WHAT DO THEY DO? 


Enable direct accurate readings within 5/10,000 
of an inch—eliminate many costly plug gages— 
give you QUALITY CONTROL of small drilling 
and punching operations. 


UV WHO USES IT? 
Engineers, Foremen, Inspectors, Machinists, Die 
and Tool Makers and Set-up Men. 


V WHERE ARE THEY ADVERTISED ? 


NATIONALLY — By a planned advertising pro- 
gram in leading Industrial Magazines, Aviation 
Age, Automotive Industries, American Machinist, 
Industrial Distribution, Mill and Factory, ISA Jour- 
nal, Tool Engineer, Tooling and Gaging, Conovar- 
Mast, Purchasing Directory, Thomas Register, 
MacRae’s Blue Book. EXHIBITS in National Shows, 
demonstrating its wide industrial use. 





V AWIA-THEK GAGES ARE AVAILABLE 
IN THREE MODELS 
#20 Range — .025” to .130” Sold through 


#30 Range... .130” to .255” recognized 
#40 Range . .255” to .380" jobbers. 





V/ SELLING AIDS AVAILABLE $379 cach 


, Attractive 2-color Counter Dis- Complete with plush- 


play Cards (13” x 18”) show- lined leather case ond 
precision steel setting 


ing an enlarged cut of the goge. 
Kwik Chek and how easy it is $110.90 
to use, descriptive 2-color SET OF THREE 
Brochures, reprints of ads and Complete with plush- 
factory information upon re- ce hmm — too 
quest. steel setting goge. 


NEW STANDARD DIVISION 


U. S. EXPANSION BOLT CO. - york, PA.+ Dept. 1D-2 


“Write for FREE Brochure” 
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solid woven, rubber, and _ stitched 
canvas belting in a four-page catalog 


SANDER-— Detroit Surfacing Machine 
Co., Detroit, has issued a folder on its 
new “Model D.A. Dual Action 
Sander.” the literature points out the 
products characteristics and advan- 
tages 


LATHES-—Sheldon Machine Co., 
Chicago, has issued a new 24-page 
catalog illustrating and describing its 
line of lathes. A special section on 
“How to Select Your Sheldon Lathe” 
is intended for the guidance of pur 
chasing agents and shop superintend 


ents 


HOISTS—Coffing Hoist Co., Dan 
ville, Ill., has issued a bulletin con 
taining pictures, cutaway drawings, 
descriptions, and specifications of its 
line of spur-gear hoists ranging in ca 
pacity from one-quarter to 25 tons 
Models for specialized operations are 
ilso shown. 


FLOAT-TREAT 
SYSTEM 


WATER. SEWAGE 
we TRADE WASTES 
TREATMENT 


§ECEEASRY ese conccer 


wieweeeee | wee eutre 


Chain Belt Has Book 
on Float-Treat System 


Chain Belt Co., Milwaukee, has 
issued a bulletin (no. 54-82) on the 
Float-Treat” system of separating 
greases, chemical flocs, and suspended 
organic matter from industrial waste 
liquids. Plan views, diagrams, photos, 
and text mark the bulletin 


DIE-HANDLING TRUCKS—Elwell 
Parker Co.. Cleveland, has issued new 
literature covering its line of hydraulic 


die-handling trucks 


GAGES—Yamall-Waring Co., Phila 
delphia, has issued a folder featuring 
its liquid level indicator, water gages, 
ignal alarms, Hi-Lo-Graph” re 
corder, and gage-reading RCA televi 
sion. The folder announces, also, the 








HY-PRO SPECIALIZES 
IN TAP PROBLEMS 


... fo lower your 


customer’s unit costs 


Hy-Pro’s business is solving tap 
problems . . . problems which cost 
you time and dollars. Because their 
whole operation is centered on tap 
business, Hy-Pro can continually 
= concentrate their research and crea- 
TAP PROBLEM? You'll be safer to call on Hy-Pro. They tive staff in analyzing and improv- 
specialize in solving all tap needs . 
ing every phase of tap use. 





The result has been Hy-Pro’s es- 
tablished reputation in production 
circles as ‘‘The Tap Specialists’’, 
backed by a complete line of high 
quality taps. 


Remind your customers of this 
Hy-Pro service. Their engineer spe 
ialists can help them lower unit 
costs. 
HY-PRO SPECIALIZED ENGINEERS are always ready to work 


closely with you in analyzing and recommending money 
saving improvements in your operatior 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 
DISTRIBUTORS IN ALL LEADING CITIES 


10428 W. MeNichols Rd. 11232 Lawler St. (Worth 109 Edison I 


6046 ( ege A 


ADDITIONAL WAREHOUSES: OAKLAND 14° ALIF. DETROIT 21, MICH. CHICAGO, ILL. NEWARK 5 N J 


University 4-1077 Garden 4-0217 Market 2-4318 
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- GREATER PROFITS ff 
CLIPPER 


'¥ Constant Consumer Demand 
VNo Factory Sales to Users 
WV Nationally Advertised 

oS) Firm Resale Price Policy 

Y v Highest Uniform Quality & 


Sold ONLY ; 
Through Authorized Distributers 


~—- 


EQUIPMENT 


All cans are \ 4 FREE-SWING 
~ not alike. ; 2% ond 5 gel. 


INSIST ON 


EAGLE 


SAFETY CANS 


eeeeeeeeeeee 
Approved by Underwriters 
laboratories & Factory Mutual ® Available in 5 sizes from 


1 qt. to 5 gol. 

® No waste, no splash, no 
spill 

® Strong 1-piece construc- 
tion—no seams 

@ Self-adjusting guard cap 
prevents leakage 

® Safe for handling all ex- 
plosive and flammabie 
liquids 


eee eee eeeveeeneee eo 





Ready for immediate delivery 
STOCK EAGLE SAFETY CANS 
Write for Cotolog 


MANUFACTURING COMPANY © Wellsburg, W. Va. 
Serving Industry Since 1894 
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availability of a technical paper en- 
titled “Boiler Drum Water Level In- 
dication” bv the firm’s John W. 
Welker 


COUPLINGS—Ajax Flexible Cou- 
pling Co., Westfield, N. J., has put 
out a “selection guide” containing 
ratings, drawings, specifications, serv 
ice factors, and other technical data 
on its line of “Ajax” rmbber—bronze 
bushed flexible couplings 


LUBRICANTS— Alpha Corp., Stam- 
ford, Conn., has issued a_ bulletin 
no. 103) listing all types of its 
Molykote” lubricants, a molybde 
num disulfide lubricant, and describ 
ing its use in “fringe areas” (i.e., 
under conditions of extreme pressure 
or boundary lubrication). Ten indus- 
trial applications for the product are 
discussed. 


FITTINGS—Consolidated Brass Co., 
Detroit, has published a new general 
catalog (no. 54) illustrating and de 
scribing its complete line of boiler 
trimmings, plumb fittings, ground key 
cocks, tub fittings, and lubricators. 


VALVE FITTINGS—Lunkenheimer 
Co., Cincinnati, have issued a circular 
describing and illustrating its line of 
“Luncor’” all-molded valve and fittings 
Ihe circular shows the products’ ap- 
plicability to the handling of corrosive 
substances. 


TAPS—Chicago-Latrobe, Chicago, is 
offering a 18 x 24 in. wall chart show- 
ing decimal equivalents and tap drill 
sizes for wire gage, letter size, and 
fractional size drills. Made of sturdy 
material, the chart is suitable for shop 
or toolroom use 


PIPE TOOLS—Beaver Pipe Tools, 
Inc., Warren, O., has issued a “‘self- 
mailing’ folder announcing its new 
“Power Grip Wrenchless” chuck. In 
close-up illustrations, the folder ex- 
plains the advantages of the product, 
its applications 


RUBBER GOODS—Quaker Rubber 
Corp., Div. of H. K. Porter Co., 
Philadelphia, has published a 58-page 
catalog covering the firm’s full line of 
industrial rubber products—belting, 
hose, packing, and moulded rubber 
goods. Each of the products men- 
tioned is illustrated in cutaway sec- 
tiens. Performance data, specifica- 
tions, and sizes are included. There 
ire also charts on sizes, working pres- 
sures, and weights. A special section 
contains genera] information on belt- 
ing, hose, and hose couplings. 


VALVES—Edward Valves, Inc., East 
Chicago, Ind., has issued a condensed 
catalog (no. 105) containing dimen- 
sions and illustrations of the “Rock- 








- gives you 


sales 


ai every turn" 


help 


From trade paper ads to 
on-the-spot selling aid — 
wherever your sales effort 
needs backing — you can 
count on Coffing 


Large and expanding line of proved hoists 
gives you a competitive edge. From the more than 
a hundred different sizes and models of Coffing 
hoists, you are able to offer with confidence just 


the right one. 


QUIK-LIFT ELECTRIC HOISTS 


17 coil chain, 6 cable models — 


500- to 4,000-ib capacities 


SAFETY-PULL RATCHET 
LEVER HOISTS 
10 roller-chain models — 
1,500- to 30,000-ib capacities 
four coil-chain models — 
1,500- to 10,000-Ib capacities 


CHALLENGER LIGHTWEIGHT 
ALL-STEEL SPUR-GEAR HOISTS 
three models — 

\-, l-and2-ton capacities 


SPUR-GEAR HOISTS 

(single chain) eight models 
— Y%- to 2-ton capacities 

(multiple chain) 14 models 
— 3- to 25-ton capacities 


EXTENDED HAND-WHEEL 
HOISTS 
six models — 

%- to 3-ton copacities 


ARMY-TYPE HOISTS 
(plain and geored) 
11 models — 

Y%- to 10-ton capacities 
LOW HEADROOM HOISTS 
12 models — 

1¥- to 24-ton copacities 
CLEVIS-CONNECTED HOISTS 
11 models — 

Y%- to 10-ton capacities 
DIFFERENTIAL CHAIN HOISTS 
two sizes — 

Y%- and |-ton capacities 
MIGHTY-MIDGET PULLERS 
two sizes — 

500- and 1,000-ib capacities 
HOIST-ALLS 
two sizes — 

1- ond 2-ton capacities 
SAFETY LOAD BINDERS 
two models — 

3,000- and 6,000-Ib capacities 
HOIST BINDER 
3,000-ib capacity 


Ol. ane GAS 


JOURNAL 


, wen 
Hard-hitting advertisements in over 30 publications 
help condition those who influence the selection and buy- 
ing of hoists. 


Wide publicity on new products and bulletins 
make literally thousands of impressions on prospects, and 
bring in direct inquiries. 


Attractive, practical bulletins and direct mail 


aid you in telling the story of Coffing’s quality hoisting 
equipment. These are available for the asking. 


Many more selling aids such as these: 


SLIDE FILM “The Lift of a Lifetime” tells about Coffing and 
its products. Your Coffing District Salesman will gladly show 
it to you. 


“LIFT YOUR SALES CURVE WITH COFFING HOISTS” is the title 
of a folder containing many helpful suggestions on how to 
sell hoists. A copy is yours for the asking. 


PRACTICAL DISPLAY STAND is available, enabling you to pro- 
perly display several different hoists at a time right at 
the point of sale. 


COFFING BOOTHS AT MAJOR CONVENTIONS offer an excellent 
opportunity of reaching interested customers and prospects. 


FULL COOPERATION — BEFORE AND AFTER SALE. Coffing engi- 
neers are always ready to help choose the right hoist for any 
job. Prompt, efficient service with immediate shipment of 
replacement parts further assures customer satisfaction 


Coffing hoist business is good business. The selling aid that 
Coffing offers can help make it better and more profitable for 
you. For complete information on Coffing sales helps, write 
Dept. A2. 


j COFFING HOIST COMPANY 


Danville, Illinois 
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flexible shaft 


Stow STREAMLINER N-40 


machines 


Grinding forging 
dies on the press 


These two STOW Variable 
Speed Machines are highly 
versatile... permit a choice 
of operating speeds...are 
specially designed to provide 
the highest efficiency wherever 
applied. Constant speed and 
other variable speed models 
also available. Stow machines 
feature modern design with 


metal pulley housing. 


STOW FLEXIBLE SHAFTS are 


the result of 79 years of 
specialized knowledge and 
experience. Reliable, efficient 
—they're famous for long 


trouble-free performance. 


WRITE FOR FREE COPY! | 


Dea! deloy— write teeay for 
your free copy of CATALOG #5! 


T0 


MANUFACTURING CO. 
5 Shear Street 


Binghamton, New York 
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well-built” Edward valves. Among 
these are stop-check, globe and angle 
stop, pressure seal design, angle uni- 
valves, and small-size globe valves for 
chain or extension operation in ver- 
tical lines. Also included is the new 
Mudwonder” mudline valve 


METAL SPRAYER—Wall Colmonoy 
Corp., Detroit, has issued a bulletin 
describing its “Model C Spraywelder” 
und =the Sprayweld”’ process The 
Spraywelder is a metal powder spray 
ing unit used in welded overlay typ« 
hard-facing operations A hist of 
typical Spr iwweld ipphi itions is in 


cluded 


CARBIDES Firt oach Metals, 
In McKeesport has issued a 
20-page atalog of it omplete line 
of ‘“Firlomet” emented carbide 
blanks. Described in the catalog are 
ill stvles of standard and modified 
standard blanks. as well as other 
shapes. 


PULLEYS—Homer Mfg. Co., Lima, 
O., has issued a bulletin (no. PY-260 
on its “Hercules” permanent mag 
netic pulley, designed to 


tramp iron from sand lag, ore, 


remove 


hemicals, coal, et 





WEAR AND TEAR 


Testing clothing fabrics for durabil 
ity and cleaning adaptability can be a 
mystifying procedure, National Petro- 
leum News, McGraw-Hill publication, 
reports. Recent tests by an oil firm 
included wiping a service station 
attendant’s uniform on the greasy 
underside of an automobile, stamping 
it in the gutter, and kicking it into 
the street so thot buses and trucks 
ran over it. Puzzled onlookers, of 
course, were unaware that such 
goings-on would determine how well 
the garments would respond to clean 
ing 





FUTURAMIC “FILL-ER-UP” 


The most revolutionary gasoline sta 
tion design since the multi-pump is to 
be revealed next year, according t 
National Petroleum News, McGrow 
Hill publication. Having no pump is 
lands, the stations will dispense gaso 
line through overhanging pumps. The 
elimination of pump islands, it iz 
hoped, will permit a simple, open sta 
tion thot will be unusually attractive 


fo motorists 
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BY TWO DRIVE PINS 
SHATTERPROOF 
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LENOX HOLE SAWS 
FROM OUR LARGE 


Zo the LENOX family 
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“More Competition but er. 
Better Ethics Today” Corry ott eos) ons : 


Starts on page 106 for the handy 
Conover, where he worked as outside HUOT 


e salesman until 1907 

From Floor to Ceiling That vear he joined the old Newark MACHINI TS CHES 
house of Ludlow & Squier, remaining =—_| 

vith it until it went out of business 
n 1929. He was promoted through | 
various posts to secretary and finally 





MODEL 104. Cork lined protective drawers . . 
with one turn of the key fastens cover and all 
| drawers with patented lock . . . smooth, stream- 
Completely Adjustable = ‘<retary and vice-president, founding | lined, easy-to-keep clean . . . holds a full 18” 
ind managing the company’s industrial scale. 1934” long, 1334" high, 834° deep. 
supplies department MODEL 105. A “king-size” chest for tools up 
Working either alongside or directly | %@ 24°. 9 drawers. Size 2634 "x14 4"x12 34". 
under Mr. Wilcox in Ludlow & Squier By the Makers of HUOT DRILL INDEX 
it that time were James Lindsay, now Write for Cateleg Pages 
ident of Abrasive Machine & Sup 
Co., Stanley W. Jones, treasurer 
# Jones & Auerbacher, Roy A. Lud 


—; low, vice-president and sales manager 
# Abrasive Machine & Supply, tl 


ve te 
Arthur H. Squier, president of 

NARROW uier, Schilling & Skiff, Otto R 
illing ice-president of Squier, 

x Schill ng & Skiff; and Ted Blumenfeld, | 

iles manager of Seither & Fllis 


: Mr. Wilcox had known Mr. Schil 
WI = ) , ling, the late Sam ie] Skiff ind William HUOT MANUFACTURING co. 
all Skiff in Greenwich, N. Y., his birth 


551 Merth Wheeler St., St. Peel 4, Mian. 





ys place, and brought them to Newark | e I 
Nn to join Ludlow & Squier 
SPAC N G Mr. Wilcox’ own firm, then known THE MOST COMPLETE SOURCE 
formed in 1929 as a partnership with 
George Slidder who died in 1939, 
ind Donald M. Jones, now vice-presi S CR rE W S 
lent of Dodge-N kS ; 


ewark Supply Co 


HANGING RACKS : BOLTS NUT A 
es: Give Employees WASHERS 
NARROW SHELVES © a Lift with Music RIVETS — FASTENING DEVICES 


ALL TYPE 


PAY ALL 
<A 4) 








ANY QUAN 





h mimi iz mental wander 

WIDE SHELVES ing, even to the point of excluding 
distra I 

s It is important, Mr. Pidgeon added, 

to control the voilume—as the music, 


in order to accomplish the desired re Spee 
tI 


Write sult, should be as varely heard. It / q ; ; SPECIALS 
WALTER HAERTEL © “tow! semain in the background of MANUFACTURED 


a person’s c ntration, not intruding PRINT 
COMPANY ind a rbing it completely. Although \ 4] TO BLUE 
2842 Fourth Ave. So ‘ usi Mi Pidge le | SPECIFICATIONS 


fond of m m said that 
Minnecpeélic 8, Minn 
he is conscious of the music only in 


frequently. The only time he is con ft; 7 SPS. 
wus of it is if a melody is being LULIT, P. Vy 
ed that he is very familiar with and SCREW & BOLT CORP. 


articular] 


install o th systcm Mr 
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Another New SKIL Tool 
Helps Distributors Find New Sales! 





New Design Motor Gives 30% More Power to 


SKIL tur DISC SANDER 


Speed increased to 5,000 r.p.m. for 
Greater Performance on the Job! 


Powerful... fast... light...and safe! That's the new, improved 
SKIL Model 852 Heavy Duty Disc Sander. With speed increased 
to 5000 r.p.m. and power stepped up 30%, bighest maintained work- 
ing speed is assured on all jobs. New front handle location makes 
more efficient use of tool weight and gives perfect balance. Shorter 
length and lighter weight lessen operator fatigue throughout day- 


long use. 


SKN Oncteting Sender SKIL Helps with Demonstrations to Pull In Sales! 


Here's What SKIL Does to help get new sales. SKIL salesmen help 
distributor salesmen make demonstrations. SKIL helps distributors 
hold sales clinics with customers and prospects. SKIL furnishes 
direct mail and counter literature. All this is backed by a strong 
SKIL Belt Sanders 
(5 Powerful Models) advertising program in all leading industrial magazines. Call your 


nearest SKIL factory branch for details. 


SKA Grinders 


> 
ie te 


SKK Bench Grinders 
(7 Powertul Models) 
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Pidgeon discussed its use with other 
firms who were subscribing to th 
system. ‘They reported that their ini 
tial reaction to the proposition was 
dubious, that it was mere psychological 
frippery, but that after experiencing it 
for 30 davs, they would not aban- 
don it 
In the Pidg hor set-up, 
there are about 10 lo controls of 
volume, each commandeered by a 
department head for his department 
Thus, the volume would and could be 
Quicker and Easier Sales . : en — argu counter = de- 
. y yartment than it would in the offices 
with New Take-Down Feature y 4 F here are four speakers in the general 
office controlled by a single diai in 
. the office of office manager, Russell 
— a Peete. On the mezzanine, where the 
Se accounting office is located, there are 
separate speakers controlled by the 
CONSTRUCTION / accounting department head 
. Ihe schedule of music calls for 15 
Container is drawn with 5 
minutes on and then 15 minutes off. 


a seamless bottom, is 
leakproof, wearproof The selection of records is made by 
and perfectly sealed 
Finished in nickel or : various types of programs for various 
copper 

PI : types of operations— ymmercial, in 





the firm selling the service. There are 


BASES dustrial, public places such as restau- 
rants. The Pidgeon-Thomas firm gets 


Oiler is provided with 
the commercial program which is pat 


handy wall holder or the 
new patented detachable oo icularly suited for offices. Where a 
non-tip base } t] 

strong rhycnmic 











lie place 


itt fice 


<> 
<> 
<*> 


Completely al 
Disassembled ' ae a. 

. . erally | sca =D i quiet tone 
For Cleaning in , which prevails. her when the musk 


350 Secouds . S , i lhe mu ecms to have 
e eftc subduing voice Com 


The only line of oilers flice of imilar size ; where 


featuring complete SPOUTS ) music is played, it seems quiet 
take-down for cleaning ‘ and NOZZLES : 


All moving parts may : 
be disassembled. No are interchangeable. Nox 


need to throw awa } zles and spouts of the K-P se ffe ti ness 
dad ‘ fF away Oiler line are of different 

plugged oilers. Any shapes and sizes. They can Increa E ctive 
parts may be replaced be used for oil. cement. ad Not Effort 

either individually or hesives, ink, and other liq 

groups uids. Both rigid and flex ‘ 7 
ible spouts available Starts on 


a avoidable in multi-storied operations 


OW 





page Sz 





7 -_ 
and was instrumental in determining 


JOBBERS | PRECISION CONTROL | ont tiagetoar éuige ap Ee pe 


K-P offers a complete line. By pmeees Ne yee paement, ¢ posed new quarters 
. : : ve amount of liquid to be use Tackling ubiect live 

; ‘ : ickling the subject of city delivery, 

Available in 16sizes:602. | can be regulated from a fraction , , a 
te 1 quart containers. | of a drop to a full stroke. Cuts we made a study which resulted in the 
Write for low prices. down waste, reduces material! purchase of a different type of delivery 
spoilage, and saves money. Ideal truck. The new tvp t less to I 7. 
for textiles, food processing, and eo ae new type Cost less tO Degin 
other industry with, the trucks cost less to operate, 
they have greater maneuverability for 


~ 


MANUFACTURING co parking quickly and easily, they permit 
° speedier breakout of loads reducing 
employee fatigu 


1221 LINDEN AVENUE ¢ MINNEAPOLIS 3, MINN. he installatior paper shredder 
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ATKINS 


again renews its 


to the Industrial Supply 


Distributor 


Four main factors govern Atkins sales policy on the items sold through 
distributors: 
@ Atkins-Brand products shall be sold through Atkins-Brand Distribu- 
tors, each one formally appointed by Atkins as a dependable 
representative of industrial distribution. 


@ Sales potential will always govern the number of Atkins-Brand 
Distributors within any trading area. Greater volume through the 
fewest practicable outlets shall be our objective. 


@ Atkins-Brand representatives will work exclusively for the benefit 
of Atkins-Brand Distributors. Whether working alone or with dis- 
tributor's men, this will hold true in all consumer contacts. 


@ Quality, a hallmark of the Atkins’ name for almost 100 years, will 
be rigidly maintained at all times, improved whenever possible 
and controlled constantly with all possible care and accuracy. 


Through these principles, a healthy relationship between Atkins and 
Atkins-Brand Distributors will always exist. Now and through the 
years, this relationship will be strengthened greatly by Atkins’ position 
as a Division of the Borg-Warner Corporation. 





ARES TBI. 





ATKINS @ 


ATKINS SAW DIVISION « BORG-WARNER CORPORATION Cows | 


INDIANAPOLIS 9, INDIANA 








Type" R”’ 


ACCO Wright PULL-A-WAY 


Quality 





double strand 3000-Ib. pull 


rn > 
vt a 


cq 14-foot single strand 1500-Ib. pull 











Weigh less than 9 pound: 


AGood Shelf Item...A Fine “Door Opener” 


Here are some of the fine features of WRIGHT Type ‘'R" Pull-A-Way: 
Drop forged ductile aluminum alloy frame e Wire hoist 
cable of maximum strength and flexibility ¢ 8° minimum 
handle movement—for close hook-ups e 2” drum hub for 
cable ¢ No oiling needed ¢ Drop forged steel hooks e Re- 
movable, reversible “Safety Handle” that bends before 
uny part of hoist is overloaded e Automatic load lowering, 
with positive control for safety e No slipping brakes « 
Low first cost e Simple, rugged repair parts easy to install 








tory service never required 
Write our York, Pa., Office for Bulletin DH-163A for full story 


ALCO —Wright Hoist Division for 
AMERICAN CHAINS CABLE @irnre 


Values 





5 Angeiet New York 
Bridgeport, Conn 


SET your machines level 
and KEEP them level! 


ya in 5 
SS 7 


4 


AE | \ 
\ | \cY j} \ 
=x! 
ees 
- for better performance 


, ... less maintenance 
EMPCO Leveling Jacks provice 1, adjustable support 


ad pro- 


=~ C/ : 


y 


K ep 


nec Xac q 


WRITE TODAY FOR ILLUSTRATED BULLETIN AND PRICES! 





THE ENTERPRISE MACHINE PARTS CORPORATION 
2711 Jerome Avenue . Detroit 12, Michigan 
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to utilize waste paper for packing ma- 
terial not only climinated purchases of 
xcelsior but improved housekceping 
Illustration n these pages show 
the esult r ow icentrahion on 
work flow and how to improve tt. In 
ill organizations, the way certain func- 
tions are performed is the result of 
piecemeal expedients added one at a 
time until a method becomes un 
vieldy. The periodical check invari 
bly indicates some reorganization of 
nethods and work flow can be bene- 
ficial. For instance, a beam freight 
ile was undoubtedly an improve 
ment when originally installed but, 
vith the growing importance of speed 
butor service to- 
lial-re iding 

issume that 

idopted it 


inagement’s 

cffec- 

hed The 

lesigned 

1 nd ippeat 

ind led te ig of a list 

f standard abbrevi ns to improve 
racy and clari rder writing 
Skips and han tt jacks were 
lopted in the receiving I m im rder 
peed up handling ming mer 
idise with les phy il effort on 
part of employ Seven-foot 
replaced floor-to-ceiling 

atalogs, mat ials, sales 

rature, eliminating the 

location of 

Safety 

elevators 


} 
VS 





FOLLOW THE LEADER 


Thanks to industrial television, it 
was possible for ten identical elec- 
tronic assemblies to be produced 
simulteneously in a few hours by 
workers with no previous instruction 
on that job, Electronics, McGraw-Hill 
publication, says. The job was accom- 
p.ished by having the workers watch 
ten 17-inch TV sets, each one relaying 
the picture of a specialist doing the 
the job. The workers duplicated his 
actions by watching his hands on the 
screen and listening to his instructions 
through a microphone 














ARO HEAVY DUTY 
GRINDER 


MULTIPLE BALL BEARING F 
SPINDLE 
_ 
eum. 


; 
DIRECTIONAL EXHAUST 
DEFLECTOR 


HOUSING 


NEW INTERNAL BALL 
BEARING GOVERNOR 


i 
ALL STEEL li: SMALLER...YET MORE POWERFUL 


1s os pee a @ 1ES 

iA soe eee 
BUILT-IN SPEED eoevcteoavere Tee 14,000 
~~ 12,000, 9,000 RPM (GOVERNED) 


AUTOMATIC OILER 
TAMPER PROOF a SPINDLE..... 5/8” x11“, 1/2” x 20”, 
3/8” x 24” 


EXTERNAL GOVERNOR 
ADJUSTMENT 
TRY IT... COMPARE IT... BUY IT... 
Write for Bulletin Number 5459T 


THE ARO EQUIPMENT CORPORATION, Bryan and Cleveland, Ohic 


Aro Equipment of California, Los Angeles, Colif. 
Aro Equipment of Cancda, Ltd, Toronto 1, Ontario. Offices in All Principal Cities 


QUICK AS A WINK Mi A 
IHROTILE ———————> Bae AIR TOOLS 
ALSO... AIR HOISTS... 


MODEL 7600 . . d LUBRICATING EQUIPMENT... 
. AIRCRAFT PRODUCTS . .. GREASE FITTINGS 
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= CALL FOR THE’ Do You Remember? 
eC IE ' Answers on page 184 





WAREHOUSE 
ON WHEELS 


ot 38 pe hia eeeet 
M L. dealer. you'll learn the meaning 
7TANDING PACTORY COOPER 


‘. For example, when you need to set 


preamve on - the lernonstration 


for the MALL WAREHOUSE ON 


mn your area. The MALL repre 


expert demonstrator will aoor 


@ PORTABLE PRODUCTION TOOLS 
@ BENCH TOOLS 
@ FLEXIBLE SHAFT MACHINES 


© CHAIN SAWS 
© CONCRETE VIBRATORS AND FINISHERS 


or any of the hundreds of tools in the MALL line 


ywhere you look MALL tools 
elping to boost production in plants 
ype. Stall there 8s a tortune tn 
waiting to be had. Why not cut 
reelt infor a share of this tremen 
potentia Phone or write either 
MALL home office or the MALL 


ice warehouse nearest you. Do it 


| MALL TOOL CO. 7202.5. Swenns A> 


| I am interested in learning more about the 
opportunities offered by a MALL Dealership 


| Name 


| Company 











Why these chin whiskers attracted hardly any curious glances at a distributors’ 





. 
ope n house 
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SELECT 


DIAMOND 


ROLLER CHAINS {“” s 


and SPROCKETS 


if “ss 


a 
© amo ie, ‘ok. "QO 
. ~ rf 


With so wide a range of stock Roller Chains and Sprockets 
now available, drive requirements can be met in the 
shortest possible time. 

Whether the drive center distances are short or long; 
speeds high, low, or medium; Diamond Roller Chains 
will do the job. And power transfer, in large or small 
amounts, presents no problem. New Catalog 754 cover- 
ing stock Chains and Sprockets will help you to the 
correct selection. 


DIAMOND CHAIN COMPANY, Inc. 
Where High Quality hos been Traditional for 65 Years 
Dept. 480, 402 Kentucky Avenue, Indianapolis 7, Indiana 
Offices and Distributors in All Principal Cities 


Please refer to the clossified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER 


ALWAYS PRELOADED 


For many, many years, Diamond Chain has been prelocded after assembly for the pur- 
pose of bringing pin- bushing seating into stabilized relationship prior to field installation 


Catalog 754 is Available Now 

You will fin information, helpful 
illustrations and tables on how 
a stock roller chain drive, how to 
speed ratios for 
sprocket combin installation rec- 
single and multiple-strand 
flexible chain cou- 
conveyor 


i complete 
useable 
to select 
calculate chain length, 
ations; 
ommendations, 
chains—all pitches; 
plings, double pitch chains, 
chains, etc., ek 

log 754 today 


Write for this 4-page (ala 


INDUSTRIAL DISTRIBUTION 


Pee, 


a ea 
Sprockets complete 
with keywoays 
and setscrews 


Toper-Lock Sprockets with 
replaceable bushings to meet 
wide range of bores 
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Labeled and 
Packaged 
10 Lengths 
of Chein 
Reels for 50 


and ever 








Answers 


(To Questions on page 182) 





The scene was the 1935 convention. 
The four gentlemen at the left are 
identified as William Given, Farnham 
Yardley, John Pitts and Bill Moore. 
Pulver Machinists Supply Co., Chi- 
cago, celebrated its 15th aniversary in 
1940. Well-wishers here include Joseph 
M. Berg, J. Cherbo, William Schram, 
C. De Vol, H. Mayer, C. Bergner, 
Harry Pulver, A. Johnson, Fred Pulver, 
W. Grass, E. Sukacz, W. Maresk, W. 
Papke, C. Kolconay, Sanford J. Berg, 
Madelyn Lawrence, Johanna Lan- 
dauer, and V. Schetter. 





BUFFALO 
etter-buil 


The bearded gentleman is a respected 
customer of Reilly Bros. & Raub, at- 
tending their show in 1940. The 
Amish were not an unusual sight in 
Lancaster, Pa., then or now. 


DRY CHEMICAL 


\ EXTINGUISHERS 
ait PIN 
_\\“ positive pierce pin 
\\sarsouano CARTRIDGE SEAL 
CONVENIENT CARRYING HANOLE 
. “TAMPER-PROOF FILLER CAP 
Stance RADIUS DISCHARGE TUBE CURVE 
a \SNON- tian FLEXIBLE HOSE P. A.’s Take Warning 
a 





Have You Heard This? 


\ 








CARBON DIOXIDE CARTRIDGE 


STAINLESS STEEL CONSTRUCTION, stronger, 
lighter weight, safer and durable. 


“Prudent purchasing, which con- 
tributes to the well being of both your 
MOISTURE-PROOF SQUEEZE-GRIP company and the economy, is one 

DISCHARGE NOZZLE thing. Destructive purchasing is 
STAINLESS STEEL PIN AND SLEEVE something quite different. Although 


6 tle. PRESSURE INLET it may offer a temporary gain for your 
POWDER OUTLET company, it eventually will hurt the 


ee Locotion of tube ond construction of company and the economy.”—B. 
bottom assures 98% powder discharge. Brewster Jennings, president, So- 
_———— CONVEX BASE cony-Vacuum Co., before a meeting 
of the Petroleum Industry Buyers 
Available in 5, 10, 20 and 30 Pound Models Group 


The Picture Is Always Mixed 


“Whether times are good or bad 
or indifferent, we can’t operate under 
the assumption that the nation is one 
big, unified market. The national 


UNDERWRITERS’ LABORATORIES APPROVED! 


W... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 


more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible 
Buffalo's exclusive Distributor Sales Policy and con 
sistent advertising program to your customers direct 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


OY Fe ee 
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BUFFALO FIRE APPLIANCE 


Oo 


iverages are made up of a conglom- 
erate of statistics. There never was 
—there never will be—a time when 
all market areas are up or down uni 
formly” — Sales Management, Nov. 
10, 1954 


For Freedom of Customers 


“Businessmen must stand for and 
speak up for freedom of customers to 
shop for the best buy. When corpora- 
tions fight discount houses because 
they are selling products at too low 
prices, isn’t there something wrong 
with competition in America? When 
laws are passed to set minimum prices, 














apap ] ihecmnia 
Multi-V Belts s&s 
cut operating costs ‘“ 


There’s a Thermoid V-Belt for every plant application. 
Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. Thermoid 
C, D and E sections are rayon-grommeted for brute 
strength and extra flexibility that withstands repeated 

shock loads. The entire belt is vulcanized into a solid unit 
that resists moisture, abrasion, internal friction and heat .. . 
assuring longer wear with less maintenance, lower 

operating costs. 


Mr. Distributor: Thermoid “‘built-for-the-job” 
Multi-V Belts, Hose and Conveyor Belting can help you 
increase your sales to al! industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 


Ot Soe 


* 
een 1hermoi 
- FLALP. & Multiple V-Belts » Wrapped & Molded Hose 


® ria 
sa 

















C, Dand E ’ 
Section Belt 








Teent “arn @FG 


Here's a quality line with real profit possibilities 
To get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 
the Channellock line every month . they are 
being told and sold. Use display boards, stock the 
full line for real profit possibilities You can sell 
more pliers then ever before when you feature the 
complete Champion DeArment-Channellock line 


PLIER OESIGHM THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 











to 
Save its TO ANCHOR IN WOOD 


Use the Honger Rings 


= Cut Costs with Paine Flattened End 


log Screws. 


TO ANCHOR IN 
CONCRETE 
Use Paine Flattened 
End Machine Screws 
and Paine “900” Lead 
Anchors. 


TO COMPENSATE FOR 
IRREGULAR MOUNTING 
SURFACE HEIGHTS 


Use Paine Perforated Hanger 


Iron between rings ond 





mounting screws*. 


»mbinotion Manger 
of Hanger tron 


End leg Screw 


THE PAINE COMPANY, 17 Westgate Road, Addison, Iilinois 
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isn’t business admitting that govern- 
ment regulation is better than compe- 
tition?” —H. E. Humphreys, Jr., presi 
dent of United States Rubber Co., 
in an address before the Texas Manu 
facturers Association, Southwestern 


Purchaser, Nov. 1954 


Lessor Peril 


In a world of wars, crimes, famines 
nd subjections of people to unprinci 
pled dictatorships, temporary periods 
f business slump are not the worse 

ril to which men ar 
temporary pcr 

1 nan 

wrong with his pr ’ ind 
manufacturing } 5 t gives the 

} ’ ; 
employec 7 om al ypportunity to 


reconsider his placc 


cupation, accommodating th hift of 


manpowct ind machinet toward 
products that people collectively want 
most to have’—The National City 
Bank of New York Monthly Letter on 


Business and Economic Conditions 


You Have to Forecast 


“In spite of th norm pitfalls 
ind hazards ore ing, the busi 
ness exccutive nevertheless must fore 
cast. Even if he has little faith in fore 

isting, h nevertheless constantly 
ngaging in an art which he claims to 

f dubiou rit U.S. Chamber 
Commerce, “Bu nd Eco 


Forecast 


Why Small Business Grows 


If it is growing a SI ill business is 
invariably undercapitalized and there- 
vulnerabl md if it isn’t grow- 

it isn’t worth having The Urge 


_ 





A LOT OF ROOF 


Fifteen acres of roof take a lot of 
covering, Construction Methods and 
Equipment, McGraw-Hill publication, 
comments. In a job recently under- 
taken by an oil company, recovering 
three huge underground storage reser- 
voirs, materials consumed included 
300,000 feet of lumber, 6,700 rolls of 
roofing material, 2,500 barrels of as- 
phalt, 1,500 tons of crushed stone and 


seven tons of noils 

















. 


Piet ty 


‘The 


NATIONS 
INDUSTE 


There are good reasons behind 
America’s key industries have 
valves, fittings, and flanges f 
They know that drop forgeé 
form in structure, fine gr 
porosity. They know, 
meticulous care gi 


. 


[ i-f | 
- pn ve we 


PS Ra > = amm 


CHEMICAL PLANTS 
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Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 
ore In addition to Belt- 
= Savers, Sprout-Waldron 

offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron leys ! 
Sprout-Waldron 
& Ce., Inc.,3 Logan 
Street, Muncy, Pa. 

Write for free booklets! 


Sa CAST IRON 


PULLEYS 








Operations Ideas—Can You Use Any? 





Loading Dock Shelter 
Rubber Stamp 
Salesmen’s Stamps 
Framing Material 
Loading Ramp Catalog 
Stencil Spray 
Layout Templates 
Stapling Machine 
Decal Truck Sign 
Fork Truck 
Trailer Tarp Closer 


Photo Copy Machine 


Numbering Machine 
Tabulating Guides 
Full-Suspension Files 
Copy Paper 
Contro! Board 
Vertical File 
Numbering Device 
High Speed Posting System 
Corner Guards 
Collator Machine 
Carton Clamp 
Bulk Storage Bin 


Marginal Punched Stencils 


Loading Dock Shelter 


Ever have to hold up loading or un- 
loading because of inclement weather? 
You don’t have to with a new shelter 
designed for use or extra-deep load 
ing docks. Maybe you have an area- 
way or gap between two buildings in 
which you operate and this shelter is 
supposed to give you protection for 
just such a condition. When you 
need it, it rolls out on special wheels 
and literally snakes out from the ship- 
ping room door across open docks to 
truck or box car. It folds compactly 
back around the shipping room door 
when not in use. They can be built 
in anv length 

——— 


Rubber Stamp 


A complete assortment of rubber 
stamps are available by using only one 
holder or handle with this new stamp 
When the user prepares to use his 
stamp, he merely selects the “slide” 
he wants and inserts it into the handle 
and there’s the required stamp. The 
slides can be stored neatly and easily 
in minimum space. Each slide is 
clearly marked for easy visuai identifi 
cation. More than 2000 stock stamps 
are available for use with this equip 
ment. 


Salesmen’s Stamps 


A new low-priced pocket printer, 
designed especially for sales personnel 
or others a require clean, clear, in 
stantly legible endorsements, is now 
available. It comes in an extremely 
compact case that contains an excel 
lent ink pad which automatically inks 
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the printer when closed. Cases come 


in plastic, leather or metal 


Framing Material 


The manufacturer reports that one 
of the country’s largest producers of 
electrical appliances recently increased 
the efficiency and capacity of its ware- 
house by installing ten units of a new 
type of mezzanine platform installa- 
tion made of his product. The steps 
and smaller platforms situated on the 
mezzanine platform were also made of 
this caemed new framing material. 
Three basic parts can be dismantled 
and re-used to mect entirely different 
requirements in w irehousing opera 
tions. 


Loading Ramp Catalog 


A new, fully-illustrated catalog 
sheet, detailing its manual floating 
10,000 Ib. capacity hydraulic adjust 
able ramp for loading docks is now 
available from the manufacturer. The 
dock can be installed recessed in the 
dock, partially recessed or installed in 
front of the dock. Push button con 
trol instantly positions the ramp to 
desired height. 


Stencil Spray 

With this new instant drying sten- 
cil ink packaged in an aerosol dis- 
penser, you can dispose with a brush 
or pad when marking packages or 
signs. It is available in black, white, 
yellow, red or blue and can be used 
on paper, wood, burlap, metal, etc. 
For that matter it can be used for 
color coding tools and metal stock. 
Depending on the stencil size and 





ndling 
EQUIPMENT\| \ ... 


ELECTRIC 
The Ohio Hoist & Mfg. Co., Inc., was found- | HOISTS 
ed and is operated by men of many years 

- f : " _< : Compact, heavy 
OHIO CHAIN experience in the material handling indus- p ing wire rope, 
HOISTS try. Our products are the result of nearly electric hoists in 
z ; , half a century of engineering knowledge . capacities from 1 
A complete line of " bined with ical r We fol ton up. The rug- 
chain hoists for every combined wit practical experience. e fol- ged Bob Cat is 
application. Capacities low a program of continuous research and the last word 
from % to 40 tons development which results in our equip- in strength 
iding industry with the opportun- end copende- 
ment providing industry PP : bility for con- 
ity of savings through modern material tinuous three 
handling methods. Sa SSS Gpere- 








OHIO Cum-A-Long PULLERS 
pili as PLAIN AND GEARED TROLLEYS MOTOR DRIVEN 


~~ 

A new portable light weight — TROLLEYS 
aluminum lever operated, spur . [ 
geared hoist designed as a gen- A complete Motorized trolleys for 
eral purpose tool. 5 ton model t line of plain = convenient, push-but- 
weighs only 62 pounds and geared, : ton operation of most 

easy running monorail hoists. 
trolleys in all 
capacities. 











PORTABLE 
ELECTRIC HOISTS OVERHEAD CRANES 


A full line of low cost 

electric chain hoists in Ohio's complete line of top running, 

capacities from 500 to underhung, jib and special purpose 

4000 pounds cranes includes models for every job 
. requirement 


OHIO FLOOR CRANES 


A full line of port- 
able heavy duty hy- 


OHIO HAND WINCHES fr draulic floor cranes OHIO LOAD BINDERS 


for general use 














Ratchet, construction and spring 
type continuour action load 
binders for every application 
Capacities from 2 to 20 tons 


A complete line of hand 
winches for heavy lift 
ing and pulling in every 
application Capacities 

A 


from 250 to 40.000 a Cea ar 

pounds lg gts ~o* 
OHIO = 

CONSTRUCTION l = 


WINCHES OHIO HOIST CHAIN 
OHIO LIFTS —y } A complete line oad chain, hand chain and differen 


of gasoline oper- t chain for hoists of every mak 
A full line of hand op- ~ | ated and electric al style 

erated, hydraulic and ; ally driven gen | 

battery operated all pur eral purpose 

post lifts winches 


























INFORMATION and PRICE 


Contact your local Ohio Hoist distrib 
for complete information and price O 
write direct to: Ohio Hoist & Mig. Co 
Inc Cleveland 20, Ohio. We will give 


eT ee ee: Associated with DICKEY INDUSTRIES 
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he WH Toots 


cyPERIS 
THE EArt 


NOTHING BUILDS 
A BUSINESS 
LIKE SATISFACTION ! 


No-comebock sales mean happy 
customers for you, and that’s always 
good business! This is why we've 
always put “extras” into XCELITE 
hand tools, such as 


® BIG hend-fitting shockproof XCELITE f 
plastic handles // 
@® SAE 6150 Chrome Vanadium shafts 
@ precision belt grinding on all slotted 
pe XCELITE “SATISFACTION” TOOLS 
® true formed nut driver sockets, Phil- include a complete range of screw- 
lips and clutch tips drivers, nut drivers, “combination- 
detachable” screwdrivers, pliers, 


Write for owr catalog today and see why men ; 
who know tools insist on “XCELITE” edjusteble wrenches end kits 





XCELITE, INCPORPORATED 


Ash, 
Formerly Park Metelware Co., Inc ‘ ‘ i ¢ 
od Origeat f 
Orchard Park, N.Y. For / 





elo) mie) XCELITs) 


oe 
_ eT & — 


on 6 elt ot 8-8 FP ° 
* @ a.0fs- 
. oo 


Trained Equipto engineers stand ready to give you 
the benefit of vast experience in laying out storage 
facilities. This valuable service will give you a 
quick, accurate idea of the number and types of 
units you will need .. . will assure maximum use 
of every inch of floor space . . . will increase 
working efficiency and save man-hours because of 
expert arrangement of units 

Equipto steel shelving features an exclusive steel 
stud that eliminates nuts, bolts, and tools . . . 
assures 60% faster assembly, instant shifting of 
shelves on 144” centers without moving adjacent 
units, greater shelf capacity. So if you plan to 
build, modify, or expand your storage facilities, 
take advantage of Equipzo's free layout service. 
Ask our engineer to call, or write for 

catalog on complete line. 





Division of Aurore Equipment Co 
825 Prairie Ave.. Aurore, ilinois 
Stee! Shelving Parts Bins Drawer Units 
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material to be stencilled, from 150 to 
200 three-line stencils can be made 
with a single dispenser. It dries in 
stantly and will not run off or smear 
Waterproof, oilproof, non-flammable, 
non-toxic and non-flaking, it requires 
no skill in application 


Layout Templates 


If you're moving ot ranging 
your warehouse or off layout you 
might be interested in a_ brochure 
with experimental sheet of templates 
in plastic on which you can plot your 
proposed layout. ‘The brochure ex 
plains and illustrates the advantages 
of efficient method of layout 


Stapling Machine 


Reduced carton closure costs are 
claimed for a new pneumatic con 
tainer stapling machine This new 
air-operated carton stapler is 114 by 
134 in. and 4} in. wide and weighs 
94 Ibs. Shallow, average or deep pene 
tration can be had by ordering differ 
ent anvil sizes. The accessories include 
an air lubricator and filter, fittings 
and 10 ft. of hose. This unit insures 
dirt-free operation. The air require 
ments are 50-60 psi, 194 cu. in. per 
staple driven 


Decal Truck Sign 


You can now gct a gold color ina 
decal truck sign which the manufac 
turer claims is the finest reproduction 
of the actual metal now available. Ac 
cording to tests, it is supposed to out 
wear previously used gold decal mate 


rials by 50 to 75 percent. Samples 


ire available 


Fork Truck 


A new truck equipped vith extend 
ible forks which reach bevond the 
outrigger wheels to pick up and de 
posit loads makes increased operating 
efficiency in aisles as narrow as six feet, 
xccording to the maker. Hydraulically 
operated, the forks slide forward 20 in 
to provide 30 in. of effective length 
bevond the outrigger wheels. As the 
load is handled bevond the wheels, 
only enough under-clearance is needed 
to permit fork entry. After the load is 
on the forks, they are retracted to 
bring the load back against the fork 
carnage for transportation The forks 
automatically tilt when the load is 
raised to carrying height to provide 
stability during transit. The truck has 
a rated capacity of 2500 Ibs. at 15-in 
load center, has an §83-in. overall 
height and 126 in. maximum fork lift 


Trailer Tarp Closer 


, 
Operating like a giant traverse rod 
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POWELL 
BRONGIS 
| WALWES 


IH 


COMPLETE QUALITY LINE 


THE 


“S3NI1 ALINVNO SLE IGWOD 


FIG. 2608 — Bronze “White 
Star” Full Flow Globe Valve 
for 200 Pounds W.P. 


FIG. 375 — Bronze “White 
Star” Gate Valve for 200 
Pounds W.S.P. 


oa 


FIG. 150 —Bronze “Union” FIG. 560 — Bronze Regrindable 
Vulcanized Composition Disc Horizontal Swing Check 
Globe Valve for 150 Pounds W. S.P. Valve for 200 Pounds W.S.P. 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


Consult your Powell Valve distributor. If none is near you, 
we'll be pleased to tell you about our complete line, and help 
solve any flow control problem you may have. Write... 


Just name the bronze valve you need—Powell has it! For 
Powell probably makes more kinds of valves and has solved 
more valve problems than any other organization in the world. 


Shown above are just a few Powell Bronze Valves. Investi- 
J 


gate their many outstanding features...and the complete line The Wm. Powell Company, 199" ear 
of quality valves...in bronze, iron, steel and alloys... that Cincinnati 22, Ohio..... y 
have a proven record of jong life and dependable service. 


PS. This is just one of many ads appearing in trading magayines that hulp you sell POWELL VALVES! 








Browning 
MAU 


FOR SIMPLIFIED 
ASSEMBLY 


oads. Made 


I ! 


ctible. No special tools 
r 


changeable in Vv zy single and multiple groove sheaves, 

sheaves, roller chain sprockets, paper pulleys and rigid, flexible and al 
couplings. Browning distributors offer thousands of size and bore combinations — 
off the shelf, ready to vse. Ask for Catalog GCIOI. 


yvides bushing into place, absoivtely 


rr tr ting 
6 mounting 


Tapered bushing and bore provide tremen- 


dous clamping preswre, assure true running 


Herdened cop screws in 
am) sert easily, ore tightened 
with ordinory open end wrench, 


locking bushing in bore 


Borre!l is double split to 
permit positive king 
clamp fit. Flonge is solid to 
maintain true accurate bore for fast mounting 


on shoft. No distortion 
Bushing is keyed to shaft for added driving strength 


Cap screws, when inserted in these tapped push.ovt 
holes, easily relecse the compression and permit 


fast simple disassembly 


MANUFACTURING COMPANY 
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urtain, this new device permits one 
man to crank trailer tarpaulins to 
losed or open position The mecha 
nism consists of two troughs (or tracks 
installed on each side of the trailer, 
the tarp is laced to sliding top 
which we connected to each 
by spring steel strips. A simple 
hand crank at rear of traik pens OL 


loses the tarp 
Photo Copy Machine 
[his device can be carried by any 
ic to any office or department, 
weighs only 22 Ibs. and is simple to 
operate. Gives you about 90 copies 
per hour of anything typed, written, 
printed or drawn. Copies up to 9 in 
n width by any length. Makes one or 
two sided copies No darkroom is Te 
quired. You work in normal office 
tht. It makes exposure and processes, 
ill in one unit. Copies are dry, error 


tree and legally acceptabl 


Numbering Machine 


Chis model has been developed for 
usage with carbon snap-out forms. It 
features a hard-tubber impression bed 
ind a rubber base for elimination of 
noise and ease of operation. It has 
harp-faced in. Gothic figures with 
ix wheels. It will number consecu 
vely, in duplicate or repeat 


Tabulating Guides 


\ new line of guides is now being 
produced by a manufacturer of indexes 
ind index tabbing. Both vertical and 
iorizontal guides are included in the 
new line with a choice of three types 
f tabs: plastic insertable tabs; plain 
tabs and special, made-to-order, tabs. 
Inserts are machine and typewriter 
spaced for easier typing of titles; guides 
have a pressboard lip and a ridge on 
the acetate tab for easier placing of 
the titles 
Full-Suspension Files 

Full suspension features have been 

ated into a new line of file 
ibinets produced by this manufac- 
turer. This permits drawers to glide 
smoothly and effortlessly, even when 
fully K aided Dr iwc! are equipped 
with spring ympressors and guide 
ods 


Copy Paper 
P) t 


Here's a copy paper that the manu- 
facturer cl 

arbon paper from office routine. It 
ombines the properties of carbon 


uims eliminates the use of 


paper and « ury second sheets. It 
is simply placed in direct contact with 
the onginal copy and its specially proc 
ssed finish enables it to reproduce 
sharply and legibly, any impression 
made upon it. As many as 12 duplicate 

ypies can be made at once, either on 





«In Line—= 
MODEL B-HOLE SHOOTER 


V4 capacity 


\ 


tL) ee 





~~) 


<a a 


A NEW Concent 


FOR EASIER DRILLING 


Puts the PUSH Where It Belongs... 


In DIRECT LINE With The Chuck 


Study the photo above and you'll quickly see what we mean. Here's 


a drill that’s ALL New... 
IN SALES POSSIBILITIES. 


New in idea, in design, in power and 


<In Line< design provides a straight line push from the elbow 
through the wrist and right on through to the twist drill. The result 
. less wrist fatigue, truer holes, fewer broken twist drills and 


no blisters from switch trigger. 


SEE IT IN ACTION 


To fully appreciate the performance and sales possibilities of this 
new «<Iualine-< holeshooter, you must see it in action. Just write 
us and a trained representative will give you an actual drilling 
demonstration . . . no obligation on your part. He will also be glad 
to explain the many advantages of becoming a MILWAUKEI 


Distributor. 


MAINTENANCE IS 
NO PROBLEM 


Easily removable inspection 
cover affords quick access to 
all motor parts and switch. Drill can 
be operated even with cover removed 
Brushes can be replaced easily from 


‘ utside of tool 


Mott Powerful 


DRILL OF ITS SIZE ON THE MARKET 


Made of the best materials and Fully Guar- 
anteed. It's powered by an entirely new 
motor .. . that develops more than 1/5 
horsepower. All ball and roller bearings . . . 
lifetime lubricated. 


NOT A HOME WORKSHOP TOOL 


Here's truly a top quality drill built for heavy 
duty production work. We do not make 
home workshop tools .. . but design and 
build MILWAUKEE tools specifically for the 
man who must depend on GOOD TOOLS 
to make his living. 


AVAILABLE IN 6 MODELS 
Speed Ranges 380 to 5000 rpm for drilling 
in wood, metal and numerous other mate- 
rials. Chuck capacity sizes 4%", 5/16” or 
%”. Available too with Jacobs Keyless Im- 
pact chucks. 


Get Complete Gacts Today! 


Write For FREE Folder D-10 
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Pu of fb 


its versatility for industry ... 
its saleability for you 


Because one 
machinist 
may prefer to 
strike work with 
a rawhide ham- 
mer another 
with a softer com 
still 
others with plastic, 
copper or babbitt, you can 
get all with 
BASA “replaceable face” 
Hammers. No room for dif 
ferences of opinion on this 
point, Mr. Distributor: The 
replaceable faces of his 
choice slip into the split 
head of a BASA Hammer 
in a flash 


position 


the business 


It’s as easy as 
changing a razor blade 
and holds like a vise 
Stock up with BASA Ham 
and of all 5 


mating interchangeable 


mers refills 


faces. Multiplies sales op 
portunity 5 times! 


& ~ 


Write for Bulletin BE-20 
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a typewriter or with an ordinary sharp 
pencil or ball point pen. It comes in 
various for identifving 


| 
functrona! pK 


colors too, 


Control Board 


that combines a 

record with a 
display board on which visual progress 
yf salesmen can be posted on sales or 
progress to quotas. It hangs on a wall 
it can be consulted easily and 
made to tl margin 


Here’s a device 


visible margin sak 


vhere 
postings visible 
1 

ik 

Vertical File 

of 
incre 


The manufacturer 
YU) 


this vertical 


laims a se Im Capacity 
onventional files by using 
adjustable snap-in 
shelf. Com 
und the climination of 

drawers to tug out and push in are 
laimed. It standard 

ft. wide complete 
vith finished 


verti 
helving with 
tal dividers on 


ete visibility 


every 


vailable in 
ibinet sections 
end panels and top 


Numbering Device 


A new model ot 
for random or selecti 
ron il] types or produ ; 


1 hand numbering 
numb 
mav solve 
ul nur 

} 


bering problems 
icat code numbe 

lata can be set up 
indexing individ 
small and 
ury to th 
tical to bring 
i\ uilable in 


Heads 


ipa 


rie id iS 


the 


ind 4 in har c izes 


ivailab! I Val wh l 


High Speed Posting System 
ledg I posting on 
bv high need method 
device described in a 
illustrated folde re 
The machin 
n with 


manuta 


ncw Six 
ently r 
used in con 
made 
ill posting 
Copies of the folder 
wailabk t the manu 
il off n 


mother machin 


th turer for 
ypecrafions 

™M-S0S8S—are 
facture prin 


7 | 
Dai 


; 


Corner Guards 


load 


By 
under I ] id 
} 


rer guard 


veneath pal 
prevent a 
ised when 
of a 
painted bold 
black and vellow tripes conforming 
to National Safety Standards They 
mn be used with all t f 


m skids, pallets fl 


ruCKS 


he 


Omer 


guard ire 
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with 


Collator Machine 


A new machine now makes it pos- 
sible to assemble reports, forms, spec- 
ifications or catalogs without disrupt- 
ing routine or using too much time. 
lhe collator compiles up to 50 identi- 
cal sets of printed matter in one Oper- 
ation, organizing each of 125 different 

in proper sequen ready 
binding, stitching, stapling or 
banding. All at a speed reaching 6,000 
hour. Photo-electric scan- 
illy eliminate 
blanks 
ts dou 
tem 


page 


for 


heets an 


ning devices automatx 


ill unprinted pages 
An adjustable micros r rei 
ble sheets. An el 


ents mussing 


no 


pre 


Carton Clamp 
\ new h di 
palletl landing 
iriety of cartons h been 
by a manutfa f fork truck 
ittachment saves til 
quired 
fon, 
effectively 


ind 


lamp designed 
of | 
introduced 
The 
rmerly re 
in } tizing ls; in addi 
used more 
of load- 
unloading pall mate 
ind h pped is elimi 


WwW ide 


storage 
ind the problem 
ing ts when 
g 

rial 1S received 


nated 
Bulk Storage Bin 
4 new bulk stor 


isily and qui KI 


in be 
disas 
bolts 


vs. tools or speci ibor, has been 


embled han itl no 


} shop equip 
After the first 
I us units are 
into service by the addition 
ind th iry shelves 
slotted to hold six interme 
shelves, with six-in. increments 
between shelves. Each 3 by 3 ft. shelf 
will hold a safe load of 1200 Ibs 


ment manufa 
unit n servi 
ght 


hrow 
rou t 


ot two posts 
Posts are 
d ite 


Marginal Punched Stencils 


pun 
Thes 


if 34 in 


marginal 
production 
pacity 
2 in. deep and are 
for preparation on 
equipment or on 

or manual typewriters. They 
ire used with the manu- 
facturer's hand marking devices and 
machines to address shipments. The 


stencils are in continuous form 


printing 
wide bi 
de signe d 
tabulating 


primarily 
jutomati 
electri 
made to be 


made 
marginal punched car- 

perforated every 
to be used 
machine for 
ind labels 
ing direct 


standard 
sheet. The 
for cas 
the manufa 


na 

ire 
separation 
tur 


Idre ssing pl 


pre printed tags 


1 hand printer for addr 








THE MOST UP-TO-DATE AND COMPLETE 
CARBIDE TOOL CATALOG AVAILABLE 


+ A completely new carbide tool catalog, 
shadow indexed for ready reference. 


* 92 pages contain complete listings on Super Standard 
Carbide Tools, sizes and engineering information. 
id 


> Many new carbide tools cataloged for the first 


time, including an extended line of solid carbides. 


aseesememes Send for y r Copy fedoy eae eaeawa = 
r: SUPER TOOL CO 
21672 Hoover Road, Detroit 13, Mich. 


Please send me my copy of Sup@® €afolog No. 55. 
. 


TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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subslantial The Buyer Looks 


Nour-Sales amd * 


It’s stronger, 
safer, lasts 
longer than 
wrought 
iron types! 


Distributors 
are selling Taylor 
Made Alloy Steel Chain 
to all types of industry 
They're reaping a good 
harvest of well-satished 
customers and chalking up 
sizeable new profits as a result 
Recommended wherever heavy lifting 
is required — it has twice the tensile 
strength of wrought iron. This fact, 
plus its effective hardness and unusual 
resistance to grain-growth, work-hardness 
and shock, makes it twice as safe... last five to 
fifteen times longer cost far less in the 
long run. Start giving your customers the advantages 
of Taylor Made Alloy Steel Chain 
now. Start getting your share of the 
profits too. S.G. Taylor Chain Co.,Gen- 
eral Office and Plant, Hammond, Ind.; 
Eestern Sales Office and Plant, Pit:., Pa. 


wae FREE CATALOG! Send Coupon today! 


eeeeeeee eee eee ee eee eeeee 
5. G. Teyler Chein Co, 

Dept 
Hommond indiana 

Rush free copy of new catalog No. 12C giving 
all fact and specifications om the complete line 
of Taylor Made Alloy Stee! Chom 


TaytOr Mave 
jon 3 hain ai 


City 
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at Business 





Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committec 


Continued Improvement Seen 


Looking ahead in 1955, purchasing 
executives are definitely optimistic 
about industrial conditions for the 
coming year. Ninety percent of those 
venturing an opinion anticipate con 
tinued improvement in general busi 
ness; 6% see it holding at the present 
level, and only 4% expect declining 
activity. Of those taking the brighter 
view of 1955, 36% see through the 
first quarter, 15% through the first 
half, while 39 in outstanding num 
ber for the survey's longer-term for 
casts, carry through the whole year 
Impressive as these statistics are, they 
must be considered in the light of the 
preponderant opinion expressed, that 
the degree of change will not be great 
but, rather, of the creeping type of 
the past five month 

Over-all, the reports indicate that 
major adjustments and _ corrections 
have been made and industry is pre 
pared with new products and 
stepped-up sales plans to compete in 
the highly competitive markets of the 
new year 

The Decemb« T N \ P \ Survey 
shows a continuance of the steady im 
provement of the past 5 months, New 


] 


eported up and again have 


orders are 
» slight margin over production in 
creases This 1S il of the nor 
mal December statistics. when th« 
push for holiday goods is over and in 
ventory time approaches. Industrial 
commodity prices are stabilizing and 
strong. Inventories are leveling out on 
the low side. Employment is high 
82% report holding or increasing. Buy 
ing policy remains conservative, 90 
davs and under, with a slight move 
ment into the top side of the bracket 

Conditions reported in the Decem 
ber. 1954, Surves omparison 
to those of December, 1953. This vear 
ends on a his n of confidence 
which reflect n of a very 


happy New Y¢ 


Prices Stable 


Industrial 
ture at the 











Here's 
5 
Quality Control 


at work... for you! 





These dials, gages and recorded graphs 
are the story behind SPANG quality 
control. Located beside the heating 
furnace, they automatically control the 
furnace heat zones at pre-determined 
temperatures as top-quality skelp is 
heated prior to the forming and welding 
of SPANG CW Steel Pipe. 

It’s the right combination of con- 
trolled gas and pre-heated air entering 
the various sections of the furnace 
that produces top-quality SPANG Pipe 
with strong, clean, uniform welds. 


and here are the results of Quality Control... 


oe 
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oe 
ee 
ae 
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| NEASY TO THREAD EASY TO WELD 


/ 


4 


EASY TO BEND —-EASY TO CUT | Wi 
y WAY 
TE, 

mms Tr | ‘tw 


Add to this the fact that each length These quality features save you time SPANG-CHALFANT 


of SPANG CW Steel Pipe is de save you money on installations. 
. - _— . uw vi TH Y 
scaled inside and out to give it a All this means is that SPANG CW CHVISISN CP TUE MANETS SUNVEY Comat 
: >: ‘ . General Soles Office: Two Goteway Center, Pittsburgh, 
smooth, clean finish . . . is sized and Steel Pipe is tops for plumbing, heat- Pa. District Seles Offices: Atlanta, Becton, Detrelt, Houten, 
straightened to give it uniform di ing, air conditioning, radiant heating Los Angeles, New York, Philedeiphia, Pittsburgh, St. Louis 
ameter .. . is tested and inspected and snow-melting installations. Your 
completely to assure a lop quality nearby SPANG Distributor carries a 
product ...and you have the com complete stock of SPANG Pipe. Let 


plete SPANG quality control story him serve you! 
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SA SUT AL 


BRUSHES 4» BROOMS 


they give SERVICE 
You get PROFIT 


© The complete satisfaction CAPITAL 
equipment gives in service brings cus- 
tomers back again. This in turn mokes 
your selling profitable becouse manage 
ment is always interested in equipment 
that gives them full value for the money 


* We urge users to buy thru their 


local distributors 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 
Est. 1890 





CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


‘ 


BUILT RIGHT—Best moterials throughout tool 
steel cutters Right and Left hand Threaded Bushings 


me a a a 


EASY TO HOLD— Extra 
Weioht well § distributed 


for smooth handling 
Aliso CALDER Ff 
SOLD ONLY THROUGH DISTRIBUTOR: 


CALDER MANUFACTURING co. 


2049 North Prince Street i'Telslae: nosvivanic 
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1955 


flects a li more reneth than last 
month Still highly competitive in 
most markets. Deliveries stretching 
out here and there. No strong price 
movement either way is anticipated, 
though buyers are becoming concerned 
ibout the effect on future prices of 
fort! ming Is. 


4 labor dema 1M 


Inventories Unchanged 

Purchased matcrials inventori irc 

ported ibout in lin th the No 

mber reports. Som« mtinue down 
ind others are adding to stock pos! 
tion. There is no inclination to build 
inventories beyond known requir 
ments and necessary procurement lea 
time General opinion I I 
inventory control will 


" -- 


Employment Steady 

Industrial pay rolls held up well in 
December Increases outbalanced de 
creas¢ by a small m rg Most of 
the layofts were of the usual seasonal 
character More call-backs are re 
ported The work week was about th« 
ame as November, with little over 
tim 


Hand-to-Mouth Buying Continues 
With improved ord books. 


reasing produ t10 
ngth, purcl 


tht] 


ndustrial 


mtinues to b | m | n the 


markets 


Specific Commodity Changes 

Again more ups than downs this 
month. Nothing important except the 
dy ince im ni kel 

On the up side wer ome brass, 
carbide, cement, secondary copper, 
steel furniture, lumber (mixed), nickel, 
office equipment, fuel oil, rosins, rub 
ber, soap, stainless steel, typewriters 

Down wer Acetone, bra rod, 
coaxial cable, mercur Ider, tin, 
fitanium sponge 

Hard to get: Copper, nickel, cold 
rolled steel sheets, galvanized steel 


sheets 


Canada Production Up 
lian industrial buyers report 
i ised production—more so than in 
the United States rder books are 
| maintained. Price e static. In 
entor on the decline Employ 
ment holding the previous gains 
Buving Policy is longer-range than 
in the United States. Canadian mem 
bers are optimistic for ntinuance 
of good business r the immediate 
future 





reasons why 
b U y e rs C hy 0 0 “ e Warren-Teed picks give the buyer what 


he wants most in a pick . . . 13% longer life and 


increased “‘dig-ability.” The secret’s in 
WAR it “ N superior forging and accurate machining from 
tough, high carbon, open hearth steel. 


Buyers spot the outstanding workmanship in 


; CO 0 I Warren-Teed picks instantly. That's why 
you can stock them with confidence and sell them 


with ease. 


p i C KS Write for New Catalog 


WARE ZTEED 
trade ee” = mark 


WARREN TOOL CORPORATION Check your inventory today 


Order mn Easy to- >t 


Va tl raslway track tools 
asy-to Display 
” rf f o 
arren, Ohie Colored Cartons 


Vew Yort 7, N.Y 
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4/4 TOLEDO 


VISE STAND 


a Sturdy Lightweight Work Bench! 


BUILT-IN TRAY 
folds for easy 
carrying 


Handy new Toledo No. 8 
Vise Stand goes to any 
pipe-fitting job easily 
sets up or takes down quickly 

saves time and effort. All one unit, no loose parts. Extra rugged, 
won't fold up in use. Large size vise base for easy mounting of 
Toledo or other vises. 3 pipe benders, plenty of tool slots, pipe 
rest, ceiling brace. Sell and recommend this great value to your 
customers! 


TOLEDO PIPE VISE 


4 — s - _——? —. J 
Exclustue 
ROCKING-WEDGE 
ACTION JAWS 


Small Pipe lerger Pipe Tees, Ells 
from ‘“% te 2% Valves 


Grips any shape without crushing. Jaw action tends to eliminate 
marking of pipe. Heat treated jaws. Capacity—No. 1 Vise, %” 
to 2%"". You can't beat it for performance on the job— profits for you! 


TOLEDO PIPE THREADING MACHINE CO. 
Toledo 4, Ohio 


“TOLEDO 


Builders of the euee-cwse co STOED PIPE THREADERS 


World's Finest your PIPE WRENCHES 
Pipe Tools POWER PIPE MACHINES 
ae 
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Book Review 


THE CHALLENGE OF A BUY- 
ERS’ MARKET, General Manage- 
ment Series No. 168, American Man- 
agement Association, 330 West 42 St., 
New York, N. Y., $1.25—This 72- 
page soft-cover contains papers and 
summaries of panel discussion from 
the association’s conference last 
March in San Francisco. Included are 
“Improving the Effectiveness of your 
Salesmen,” by Eugene Caldwell; “Mo- 
bilizing Management’s Creative Power 
to Solve a Marketing Problem,” by 
Sumner ]. Robinson; “Methods of 
Controlling Sales Expense,” by 
George R. Sommers; and “Organizing 
Management Effort in a Buyers’ Mar- 
ket,” a panel discussion under the 
chairmanship of Professor Paul E. 
Holden of Stanford University. 

Mr. Caldwell, who is vice-president 
and general manager of Hyster Co., 
suggests that scientific sales manage 
ment, right down the line from me- 
ticulous sales analysis to control of the 
number of calls on small accounts, is 
bound to improve salesmen’s effec- 
tiveness. Those who claim salesman 
ship is primarily an art and not a 
science may well be right, he says; 
but natural born salesmen are rare, 
ind the “art of selling’ has been uni 
ersally neglected over the past 15 
vears. Mr. Robinson, vice-president 
for sales of Bigelow-Sanford Carpet 
Co., describes how management 
reached a vital decision on distribu- 
tion objectives in the consumer field 
The scientific attack on sales prob- 
lems is also stressed by Mr. Sommers, 
who is director of marketing for the 
Machinery Divisions of Food Ma 
chinery & Chemical Corp 

Participants in the panel discus 
sion include A. E. Werolin, of Na 
tional Motor Bearing Co.; Alfred B 
Layton, of Crown Zellenbach Corp; 
und J. D. McCall of United States 
Steel Corp. The moral here, as in 
the other papers, is that companies 
innot stand still in a buvers’ market 
Management must assume its true 
function of defining goals and organ- 
izing definit programs that lead to 
their fulfillment—not just operate the 
com pati 

Mr. Caldwell has an answer for 
those wh question the value of 
scientific management in the small 
oncern, while admitting its urgency 
for companies such as General Motors 
und General Electri Che question, 
he says, is whether these firms waited 
until they became large until thev 
ipplied scientific techniques, or 
whether they grew as a result of such 
methods 








SELL MORE JACKS 


By Selling from the 





SIMPLEX 


LEVER 
JACKS 


All types of single acting mod- 
els with malleable or aluminum 
housings. Ratchet Lowering 
types for notch-by-notch raising 
or lowering with maximum 
safety. Trip types for track work 





simpLexX SCREW jacks 


The safest, easiest operating 
screw jacks made. Large chrome- 
moly ball on all models floats 
cop, centers work ond reduces 
friction 88 % 


simpLexX HYDRAULIC jacks 


Fast-Acting Standard 
Mode!s single or double 
pumps 


Famous Simplex-Jenny 
Center-Hole Pullers 


ay 


New Rol-Toe lifts full capacity on cap or toe 


Remotely-Controlled Re- 
Meo-Trel Jocks and 
Pullers 


SIMPLEX MAKES SPECIALS, TOO! 





Simplex makes and stocks all kinds of 
special-purpose jacks including Trench 
Braces, Mine Roof Jacks, Cable Reel 
Jacks, Pole Pulling or Straightening 
Jacks, Planer Jacks, Pipe Pushing Jacks 
and all kinds of jacks for Railroad work. 


WORLD'S LARGEST 
MECHANICAL AND 


COMPLETE SIMPLEX 


LINE 


A jack for every purpose, for every job — 
that’s what you sell when you sell from the 
Simplex Line. There’s no job you have to 
pass up — and you never have to try to sell 
“substitutes”. Your recommendation can 
carry all of the convincing power of unbiased 
advice. And you can be sure of satisfied 
customers because Simplex quality is tested 
in the factory and proven by years in 

the field. 


What's more, when you sell the complete 
Simplex Line, you sell the best known name 
in jacks — the name with proven customer 
preference. Simplex jacks are priced for fast 
turn-over and are sold ONLY through 
Industrial Distributors — no direct-from- 
factory, automotive or mail order sales. 
Write for new catalog. 


CAN YOU 
IDENTIFY HIM? 


Here's an easy one be- 
cause the picture's 
fairly recent This 
Simplex distributor 
operates in the heart 
of the anthracite coal 
mining region, sells 
mine, mill, plumbing 
and electrical supplies. 
His title is sales man- 
ager 

Win $10 by being the 
first to send us his 
name 





M~IGRS. OF INDUSTRIAL 


HYDRAULIC JACKS 


RE-MO-TROL JACKS stnnNY 
UTH-A-TOOL ROL-TOE 


TEMPLETON, KENLY &@ 


2523 Gardner Road @ Broadview, tii 
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MA TOLEDO etn 


THE CHALLENGE OF A BUY- 

VISE STAND _ixs MARKET, General Manage 

ment Series No. 168, American Man- 

agement Association, 330 West 42 St., 

° ° New York, N. Y., $1.25—This 72 

a Sturdy Lightweight Work Bench! page soft-cover contains papers and 
summaries of panel discussion from 

; the association’s conference last 

March in San Francisco. Included are 

Improving the Effectiveness of your 

Sales men,” } vy Eugene Caldwell; * “Mo 

bilizing Management’s Creative Power 

to Solve a Marketing Problem,” by 

BUILT-IN TRAY Sumner J. Robinson Methods be 


Controlling Sales I xpense, 
folds for easy c George R. Sommers; and “Ors ganizing 
° . Management Effort in a Buyers’ Mar- 
carrying ket,” a panel discussion under the 
/ chairmanship of Professo1 Paul E. 

Holden of Stanford University. 

Mr. Caldwell, who is vice-president 
and general manager of Hyster Co., 
suggests that scientific sales manage 
ment, right down the line from me 
ticulous sales analysis to control of the 
number of calls on small accounts, is 
bound to improve salesmen’s effec- 
tiveness. Those who claim salesman 
ship is primarily an art and not a 
science may well be right, he savs; 

: but natural born salesmen are rare, 

Handy new Toledo No. 8 : ind the “art of selling” has been uni 
Vise Stand goes to any . versally neglected over the past 15 
pipe-fitting job easily , vears. Mr. Robinson. vice president 
sets up or takes down quickly Or les of Bigelow-Sanford Carpet 
saves time and effort. All one unit, no loose parts. Extra rugged, Oo describes how management 
won't fold up in use. Large size vise base for easy mounting of reached a vital decision on distribu 
Toledo or other vises. 3 pipe benders, plenty of tool siots, pipe ion objectives in the umer field 
rest, ceiling brace. Sell and recommend this great value to your The scientific attack on eo prob 
customers! lems is also stressed by Mr. Sommers, 
vho is director of marketing for the 


Machinery Division f Food Ma 


TOLEDO PIPE VISE Otc ns ae. 
' Participants in the panel discus 
c _ —— ion include A. E. Werolin, of Na 
Motor Bearing Co.; Alfred B 
vt of Crown Zellenbach Corp; 
ind J. D. McCall of United States 
E /, dee _ : ; Th m tal hese, as in 
re oO c Mpe»rs, 5 la companies 


ROCKING-WEDGE innot stand still in a buvers’ market 
ACTION JAWS Management must issume its true 


Small Pipe Larger Pipe Tees, Ells unctior f defining goals and organ 
from ‘4 te 2% Valves izing acni progtal that lead to 
1] ist operate the 
Grips any shape without crushing. Jaw action tends to eliminate 


marking of pipe. Heat treated jaws. Capacity—No. 1 Vise, 4%” r ldwell n answer for 
to 2%". You can't beat it for performance on the job— profits for you! hy } 1eshior he value of 


n the small 


TOLEDO PIPE THREADING MACHINE CO. ee ee . 
mcern, while admitting its urgency 
Toledo 4, Ohio for companies such as Ger eral Motors 
= od ind General Electr rhe question, 
he savs, is whether these firms vaite 
Buiders ofthe ha. pve tumeaens =| ontil’ they became loree antil’ they 


World's Finest PIPE WRENCHES ipplies scientific techniques, or 


Pipe Tools POWER PIPE MACHINES siatthen Chay anus on 0 cane ol anh 
method 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 





SELL MORE JACKS 


By Selling from the 





SIMPLEX 


LEVER 
JACKS 


All types of single acting mod- 

: els with malieable or aluminum 
ij housings. Ratchet Lowering 

| types for notch-by-notch raising 
1 => 





or lowering with maximum 
safety. Trip types for track work 


simpLcexX SCREW jacks 


The sofest, easiest operoting 
screw jacks made. Large chrome- 
moly bal! on all models floats 
cop, centers work and reduces 
friction 88 % 


simpLtexX HYDRAULIC sacks 


Fast-Acting Standard 
Models single or double 
pumps 


Famous Simplex-Jenny 
Center-Hole Pullers 


New Rol-Toe lifts full capacity on cap or toe 


Remotely-Controlled Re- 
Mo-Trel Jocks and 
Pullers 


SIMPLEX MAKES SPECIALS, TOO! 





Simplex makes and stocks all kinds of 
special-purpose jacks including Trench 
Braces, Mine Roof Jacks, Cable Reel 
Jacks, Pole Pulling or Straightening 
Jacks, Planer Jacks, Pipe Pushing Jacks 
and all kinds of jacks for Railroad work. 
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COMPLETE SIMPLEX 


LINE 


A jack for every purpose, for every job — 
that’s what you sell when you sell from the 
Simplex Line. There’s no job you have to 
pass up — and you never have to try to sell 
“substitutes”. Your recommendation can 
carry all of the convincing power of unbiased 
advice. And you can be sure of satisfied 
customers because Simplex quality is tested 
in the factory and proven by years in 

the field. 


What's more, when you sell the complete 
Simplex Line, you sell the best known name 
in jacks — the name with proven customer 
preference. Simplex jacks are priced for fast 
turn-over and are sold ONLY through 
Industrial Distributors — no direct-from- 
factory, automotive or mail order sales. 
Write for new catalog. 


CAN YOU 
IDENTIFY HIM? 


Here's an easy one be 
cause the picture's 
fairly recent This 
Simplex distributor 
operates in the heart 
of the anthracite coal 
mining region, sells 
mine, mill, plumbing 
and electrical supplies. 
His title is sales man 
ager 

Win $10 by being the 
first to send us his 
name 





MFGRS OF INDUSTRIAL 


HYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


RE-MO-TROL JACKS JENNY 
UTH-A-TOOL ROL-TOE 


TEMPLETON, KENLY &@ CO. 
2523 Gardner Read @ Broadview, titineis 
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100,000 


CUTTINGS ee FAILURE 
PROVE LONG LIFE OF 


UTICA TOOLS 


All across the 
puntry where this 
automatic edge tester 
has been demonstrated with 
UTICA pliers, thousands hove 
marveled ot the rugged, long 
fe of the UTICA 


utting edge 


Pliers used ore standard, ovt of 
TICA stock, and the wire is .080 
hardened steel plow wire (Rockwell 
47 Tensile Strength 224,000 
P.S.1 UTICA standards require ot 
ecst 100,000 cuttings—yet this mini- 
mum is offen exceeded in ovr con- 
ng laboratory tests 
The secret is UTICA’s own process 
f extra hardening the cutting edges. 
Ask for UTICA, and get the benefit 


f longer tool life 





“THERE IS NOTHING BETTER” 


Obituaries \LIGATo 





Op 


> BRAND 
FILES 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
ond similar work where 
superior workmanship and 
extra fine files are 
needed 


CARSON NEWTON Alli 
ay 5. So gator Brand Swiss Pattern 
Files are made to exacting 
' standards. Points smaller, 
Norton Co. 

tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6 


We make both American 
and Swiss patterns in al! 
sizes, shapes and cuts and 
have proven their quality 


Harry E. Howard. 


to industry 


It is our policy to sell 
thru distributors and we 
can accept distributors in 
some sections 


YOU 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


James Edgar Wall. 


Knight & Wall 


CARSON-NEWTON CO. 
Beileville, N. J. 


~ GARSON 
~ NEWTON 
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his career, where he operated exten 


sive farm and ranch holdings with 

his father-in-law, Jack H. Bowman. 

In 1907 he became vice-president of rT i 
Knight & Wall in Tampa, and in CEN [ER 4 
1919 was elected president. In 1914 a 
he organized Machin & Wall Co. of 

Havana, Cuban branch of the Tamp 


nm 


Mr. Wall was appointed Tampa 
postmaster by the late President 7 9 
Roosevelt 1933 and held that pos VW ‘ld Ve CG, le > 
intil his b Nerastrgrd 148 becaus« O01 S L OST OM! € LE 


f age restrictions 
Actively interested in the Cubar 


Pinay ofthe sgt Tees ..._Most Profitable Line! | 
rms. Several years ago tl Cuban : 


government presented hit 
f its highest decoration 


Mr. Wall was chairman of | Stock this complete 
Southern College board at t tim and profitable line of 
Frank Lloyd Wright designed it world-famous centers. 

ampus and buildings 
Wall Waterdome, 

Wright, is a memorial to 

With the late W. G 
Charles McKay he helped « 

State Fair and Gasparilla 
f which he was honoran 
the time of his death 

He was also vice-pré 
American I lag Associatio1 
of the First Methodist ( 
honorary member of th 

in (LommussK 

Mr. Wall 

laughter, Mrs 
i n, Jam | 
Mrs. S. N. Honaker 

Idren, Jack Wall 
\ Livingsto1 


Wall. and 


Our new distribution pol- 

icy is establishing big 

profit potentials for se 
lected distributors. The line is exclusive na- 
tionally advertised . .. and has a READY 
Market (98% of the Machine Tool Builders 
— choose Red-E for high speed production and 
James E. Skane. precision grinding). 


Manhattan Rubber ACCURACY is GUARANTEED ! 


¢ ANTI-FRICTION « HIGH SPEED « CARBIDE TIPPED 
Every size, shank, taper and head. Ball, Roller 
and Tapered Roller Bearing assemblies. 


f 
i 


REPLACE WITH RED-£ and PROFIT! 


Become the ONE Source for ALL CENTERS. 
Call your RED-E REPRESENTATIVE FOR 


information, or write direct. 


Doneld 8. Huntin Roger W. Xing B. S. Meade Co Fred 6. Littlejohn Herren & Sims Co. 
7446 Vine St 19) Swain Ave 604 Duquesne Terr 4511 Melrose Ave 1601 St. Clair Ave. 
Cincinnati, Ohio Meriden, Conn Union, W. J Les Angeles, Cal Cleveland, Ohie 


Glenn C. Wilhide. CENTER Speciolists Since 1908 


Black & Decker MELA READY TOOL COMPANY 


C. Wilhide, 58 f eng 563 Iranistan Ave. Bridgeport 5, Conn. 
Db " . ACT I VISIT RED-E-ASTE, L. A., BOOTH 1025 
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ere oe SS 


err 


For further information 
write 160 Canol Street 


Canfas ux 


Co., died suddenly of a heart attack 
December 15 

Mr. Wilhide joined the compam 
in 1925 and became head of its Engi 
neering Department in 1937 

He attended the Maryland Institute 
and studied special courses at Johns 
Hopkins University and Buffalo ‘Tech 
nical School 

He is survived by his wife, Marietta 
Bentz, a daughter, Ann; a son, Glenn 
C. Wilhide, and a granddaughter 


William W. Vosper, 
Toledo Pipe 
William W. Vosper. 79. founder of 
loledo Pipe Thre iding Ma hine 
died December 17 
Vosper was 
pipe threading tools He 
hed the 
Sandusk Ohio. In 
foledo whet 
ering ¢ 
until 1914 


ompan 


i pioneer de signct 
estab 
ompan\ 53 vears ago in 
1906 it moved 

the Shaw-Kendall 
manufactured Toledo 

[hat 
built th 


} 
plant 


vear the 
frst unit 
present 
the 


ilso 


ecretary of 
ral years and 
he ided ind 
He became president in 
last ten vear had 


he board 


engincering 
1938 and for 


production 


been h iurman 


hildren urvive 


William C. Frye. 
Chain Belt Co. 


m 4 Ir . dir ctor and 
nt if Chain Belt Co., 


In pan in IS95 as 

ind became presi 

He retired from th 
1923 but continued a 
iddition he was director 
Midwest manufactur 


ity affairs, he 1 
ward in 1953 
to civi cul 


1uScs 


John J. Downs, 
Clements Mfg. Co. 
John J. Down 


nts \ifo 


for 31 ve 
the \ muu4ll 
Association 
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Harlan C. Skinner 


Harlan C. Skinner. 
Federal-Mogul 


Harlan C. Skinner 
Chicago district of 
Corp.'s Servi Din 


pe tedly Dx 


manager of the 
Federal-Mogul 
unex 


ion, died 


Albert J. Kaercher. 
Central Supply Co. 
Albert J Kaer her 77, d 


salesman 


for Central Supply Co., Indianapolis, 


until his retirement four years ago, 
died December 18 


His wife, ] 


two sist 


rothers and 


Charles L. Janning. 

Dayton Supply Co. 
Charles L. J 

manager f l) n pph 

Oh 


retired sales 
Co., Day 
13 follow 


fon 


ompany 42 





MORE RADAR FOR REDS 


Soviet forces in Austria have added 
a new link to the chain of radar sta- 
tions stretching from the Baltic to the 
Black Seo, Aviation Week, McGraw- 
Hill Although 


most Soviet radar units in Austria ore 


publication, reports 


smali and mobile, the latest bases in 
the Soviet zone are equipped with per 


manent radar installations 

















measure-marked to save you time 


For those who handle rope, no other time saver 
ever devised has been as effective as H & A 
measure-marking. The clearly visible marks, 
accurately mill printed every five feet, make 
the usual fuss and bother of taking measure- 
ments completely unnecessary. When a given 
length is called for, almost anyone can count 
the marks and cut it off. Today, all sizes of 
H & A “Blue Heart” Manila and “Red Heart” 
Sisal Rope, from 3/16” to 7/8” inclusive, are 
measure-marked. Add this time saving feature 
to the reputation for highest quality which is 
enjoyed by these well known H & A brands 
You will then find it easy to understand why 
an ever mecreasing number oj rope users, rope 
merchants and industrial stock room keepers 
show a decided preference for 


VaeeSh* vq 


Te & 


id) . 
Se) S Ses 





Attractive, two color, H & A octagonal rope cartons like 
the one pictured above are rapidly growing in popularity. 
This new method of packaging is strong, neat and rugged. 
Easy to dispense from, yet protects its contents to the last 
foot. Compact in shape and readily stacked for display or 
storage. Slotted hand holds on opposite sides make 
package simple to lift and carry. 3 sizes of cartons (33 Ib.; 
65 Ib.; 90 lb.) appropriate for rope from 3/16” to 3/4”. 
H & A “Blue Heart” Manila and “Red Heart” Sisal Rope 
are available also in other wanted packages: such as 
standard full coils and half coils in sturdy multi-walled 
bags and 20 lb. Display Coils. 


H & A Rope and 
other products are 
distributed through 
leading jobbers of 
modern merchandise. 


Complete informa- 
tion on any item will 
be mailed on request 
Write to us today 


Other H & A products include cordage of all standard commercial grades: — 
Transmission Rope, Drilling Cable, Lariat Rope, Yacht Rope, Twisted and braided 
Jute Packing, Jute and Hemp Twines, Herd Fibre Twines, Leth Yarn, Torred 
Marlines, Plumbers and Marine Ookum. 


THE HOOVEN & ALLISON COMPANY 
Spinners of } 


, Cordage Since 1869” 


ve 


XENIA, OHIO 


BRANCHES, KANSAS CITY, MO . OMAHA, NEB . MINNEAPOLIS, MI? 
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STAINLESS ru 


fasteners pine itias AY FUL EC ge 


»O1UG 


ALLMETAL, one of the major suppli 
of stainless steel fasteners and fi ' . 25 YEARS AGO 





(he American Supply & Machmery 
all your customers’ stain- — Manufactur rs Association polled 
less requirements. 1100 distributors on the question 

Do vou belie distribution 


Fomplete range of screws, bolts, nuts, rivets and through the industrial supply dis- 
‘ i "ti { 

washers, in addition to full line of pipe fittings tributor is necessary ind economi 
Over — tems in stock means immediote de cal? If your customer asks this 
livery from one source H 
- uestion, Cc: you prove 
New Gerden City plent now cpercting at top qu ion, in} 1 pry it 
speed and quality 

Reports from the field on busimess 


Unsurpossed facilities for quentity febricetion of 
conditions were still optimustic. 


A steff ef seasoned engineers clwoys available Several distributors said sales for 
Ser consultation the first two wecks of 1930 were 
Piencers in the mensiocture of steinlens stool holding up to 1929 record levels, 
fasteners Bh 

ind few apparently felt that recent 


WRITE NOW FOR FREE COPY OF 
FASTENER MANUAL P12 stock market gyrations had affected 


MANUFACTURERS SINCE 1929 their business 


specials 


= 3 The Commerce Department started 
SCREW PRODUCTS COMPANY, INC. work on the first census of distri 
GARDEN CITY NEW YORK bution in the nation’s history. Dis 


> > . * io LET tributors began answering a seven- 
part questionnaire on their business 


and assets 


OPEN UP EXTRA PROFITS FOR YOU! <2!" 
how Standard Supply & Egquip- 
ment Co., Philadelphia, held sales 

Dr» Settiess Deen Oo 1 = - contests with football games, track 

o meets and other athletic competi 


pecters! Your customers— 
tion as the theme 


ond prospects know thot Key 
Pi ' ' wa 
og - ee seam we \, \ Among newly elected officers of the 
or aviv ore ' \ ’ 
‘ ” v y ° - Associated Equipment Distributors 
eastly opened do not pipe joints > é . : 
° were Lawrence G. Puchta and A. ( 
freeze in the joints. Product carrying water, " BI tell . oO Cit Nea 
\7 aisdell, o ueen itv Supply 
superiority bock by 36 gas, low pressure 3 Cc ( Po PI 
\y 7’ O incinnati 
years of leadership in the steam. se ef) - 





Page, Steele & Flagg Co., New 


field moke these Key prod 4 - he 
258 


t \ . 
ucts ao dependable source of Haven. Conn ed a new 
soles ond profits for you! x \ aot 

\ page Catalog 





Good Door Openers, Too! Pidgeon-Thoma n Memphis, 
Steady national edvertising, For sealing ’ ! ved from rth Second St . 
dealer helps and continuous lines carrying ¥ | where it had been located for 40 
sompling program build un: oils and high vears » new ofh it lowa Ave 
verso! demond .. . actually pressure : ind ou Main St 


moke openings for sales to steam 
( Helena, Ark., 


mony new customers for you 
new lines 





Michigan Supp! Lansing, op 
WRITE FOR FREE SAMPLE ANO ened its new tl tory building 
DISTRIBUTOR INFORMATION on Park P| 





James J. Davis, Secretary of Labor 

of the United States, was guest of 

2621 McCASLAND AVE. honor at the 50th anniversary cele 
EAST ST. LOUIS, ILLINOIS a n of Fruit-Ohl Co., Sharon, 
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25 Years Ago (Cont'd) 





C. C. Krueger, president of San 
tonio Machine & Supply Co 
vounced that his firm had 
hased D. June Machinery (¢ 

mild operate it as its new 
lexas, branch 

Amerncan and National A 
ificers met to discuss future 
vention sites Among po sibilit 
uggested were Washington, D. (¢ 
White Sulphur Springs; Louisvil 
and West Baden, Ind 


Members of the National A i 
tion's Catalog Committee reported 
considerable since work 
was started on the low-cost catalog 
project at the 1927 convention. It 
vas in charge of A. C. Blaisdell 
Queen City Supply Co., Cincim 
nati; C. A. Channon, Great Lak 
Supply Co., Chicago, and | 
Clark, Samuel] Harris & ( 


iv 


wWOLeTCSS 
prog 


den Iron & Steel ¢ 
Lexa hanged its na 


LA 


Franklin Hardware 
City, moved 
Franklin St 
bark a= be 





MACHINES IN MOTHBALLS 


The Air Force will mothbal! 110,000 
of its present 120,000 production ma 
chines at termination of present con 
McGraw 
Tools will be 


tracts, American Machinist 
Hill publication, says 
stored either near present users plants 


er m government warehouses 








= 





Ross “Master” internal collets are precision machined of the finest tool steel, 
heat treated and ground to insure long life, trouble free service. 


Distributors and Dealers Wanted for 
Non-Competitive Internal Collet Line 


Pre-market tests have proved there is a 
definite demand for internal collets. 


Ross “Master” saves on labor costs— 
no longer must work be bolted or 
pressed on and off. It is easy to set-up 
and take down. 


he Ross “Master” Internal Collet 

is a new multi-purpose tool for 
efficient and accurate internal hold- 
ing. This precision tool is made for 
use on Logan, South Bend, Atlas, 
Hardinge, Clausing, Le Blond ( Re- 
gal), Elgin, Monarch, Porter Cable, 
Rivett, Schauer, Sebastian, and 
Sheldon lathes. It can also be used 
on other collet attachments. 

This modern tool for internal 
holding is designed to lower pro- 
duction costs. Many companies have 


increased output from four to eight 
times with this internal collet, plus 
reducing the number of rejects. It 
is accurate to .001 T.I.R. and grips 
firmly without scoring bore. 

This collet line has standard size 
working body diameters of .750, 
875, 1.000, 1.125, 1.250. All lengths 
are 1.250. There is also a custom 
design service which enables com- 
panies to order tools to their specifi- 
cations for any regular or special 
applications. 

Velocity Engineering is planning 
an extensive merchandising and ad- 
vertising program to help distribu- 
tors sell the Ross “Master” Internal 
Collet line. As these internal collets 
are a noncompetitive product, and 
have a specific demand, the theme 
in trade magazines will be directed 
at education of user on benefits of 
internal collets. 

For further information on dealer 
and distributorships, kindly write 
Velocity Engineering, a Division of 
Morris and Batchelor, Inc., 555 West 
Arden, Glendale 3, California. 
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25 Years Ago (Cont'd) 10 Years Ago (Cont'd) 





wartime duty as a licutenant colo- 


Hi. Van Horn Co., New Or 
opened a new store in Shreve 


(liver 
' 
can nei 


ort overnment officials steadfastly re 
fused to predict when the Germans 
ifter false op 
fall, thes 


taking no chances 


Knoxville, I 
Obenour pre ident 
following a timism of 
the, 
But postwar 


Co nn 
H 


manager 


Savage 
d W 


gcner il 


would sue for peac« 
the 


were 


ects 
pre vious 


/ 
hange of ownership nd 


plans increasingly oC 


I 
lictry 


; 
upied leaders of indu 


presidact ind dis 
tributors particularly worried al 


} 
vhat 


lus hit the 


W.M 
C.M 


Bonham be 
VicClung 


‘Liih 


& Co ut 
would happen when w 


market 


10 YEARS AGO 


Hansen, | 
1 Houtwe 


PRECISION 
BALANCING WAYS 


fr 


EXTRA PROFIT? 


FOR YOU 


selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


pas 


Both high-speed steel and carbide-tipped blades in 
18”, 20", or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


Cn oe See 


ILLINOIS 


Write foday “ 
can profit 


ANDERSON BROS 


DEPT. A, ROCKFORD how you 
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t Hansen §& 
York City, at a 
Astor 


club 
New 
Hotel 


the 25-year 
Yorke Co., 
dinner in the 

Memphis 
50th anni 
clinic at the 


Riechman-Crosby Cx 
Tenn., celebrated its 
versary with a sales 
Chisca Hotel 


Jack Lawler, president of West Essex 
Tool & Supply Co., Bloomfield 
N. J. ~ 
purchasing igent 
Pals Cabin in W< 
Annual gathering 


1S 


entertaimec a 
ind 


t (rar 


1 hunting parti 
major activif 


shell short g 


ts 


ind 





COLORLESS REPORT 


Ideal for toting up hidden toxes— 
or perhaps, more practically, for pre 
venting ink stains—is a recently pat 
ented colorless printing fluid, Chemi 
col Week, McGraw-Hill publication, 
remarks. According to the patent, the 
fluid produces a colored record when 
applied to a paper sensitized with <al 
cwm silicate or attapulgite 














rcO Wr ight Hand Hoists 





Quality 


WRIGHT SAFEWAYS 


Right for 
rigging and 


maintenance work 





SPECIFICATIONS 











Ton Capacity 


3 





Min. Distance 
between hooks 











Standard Lift 

















Net Weight Lbs. 
[ 9 





























SOME OF 
THE NEW 


FEATURES 


WRIGHT idler sheaves have 6 pockets. 
WRONG hos 3. WRIGHT idler sheaves 
rotate once—WRONG twice—when 
they pass 12 links of chain. Therefore, 
WRIGHT will last twice the time that 
WRONG will. With a 6-ton load, the 
“head” and each strand of chain on 
WRIGHT corries 3 tons—on WRONG 3 
tons plus. Therefore, the WRONG “head” 
must do more work 

than the WRIGHT 

(also more work for 

the operator). This 2s 
means added fric- ym 

tion, and shorter life. 4 
WRIGHT sheoves are 

shrouded to insure 

seating of chain in 

sheaves under all ° 


working conditions. e 
"wrong (Y 


REDESIGNED—up to 25 tons 


e WRIGHT SAFEWAY HAND HOISTS have been redesigned in 


eleven sizes and capacities covering a wide range of lifting applica- 
tions. The WRIGHT Safeway line maintains its simplicity of design, 
and through the use of improved materials, assures the user a 
hoist with a much longer, trouble-free life. 

All vulnerable parts of a WRIGHT Safeway Hoist are enclosed 
in high grade analysis steel housing. This sealed construction 
makes them adaptable for either indoor or outdoor service under 
varied operating conditions such as: cement mills and foundries 
under excessively dusty atmospheres; heat-treating rooms of high 
temperatures; industries with cold or wet exposures. The WRIGHT 
Safeway line has been built to perform favorably under the tough- 
est atmospheric and operating conditions. 

In advertising to hoist users we say: “See your WRIGHT HOIST 
distributor or write our York, Pa., office for Catalog DH-164-B 


which contains full information on this fine, newly designed line 
of W RIGHT Safeways” 


Acco Wright Hoist Division for 


AMERICAN CHAIN & CABLE Better 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Value 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 











TUE ms NEWS 


TUNGSTEN CARBIDE SOUP TO NUTS ; - 
Starts on page 12 
Ducommun Distributes 


TQ () LS in Tungsten Carbide 
$360,000 Among Staff 


es, 
i") : 
j Ducommun Metals & Supply Co., 
Los Angeles, will shar $36 Ww ) 
_ ao 7 
< its 1954 carnings with its 70 m 
im ployees, Charles Ducommun, pt 
ident, has announced 


The profit sharing 





@ From the simplest standard tip to the sible, he said, because con pany sales 
most complicated tool built to your exceeded $30,000,000 for tl econd 


specifications or prints, Willey’s service consecutive year 


‘ , Some $105,000 will be distributed 
insures your complete satisfaction. ; - 

nrg AE in cash. Those who have been with th 

We specialize in “Specials” —so send ompany more than 18 months will 

your prints for prompt quotes and de- receive the equivalent of 24 weeks 


livery dates. pay, with proportionately smaller 


Catalog on Request 


+} 


amounts for emplovees with less 
SCTV ICC 


The remaining $225,000 of shared 


carnings will be added to employec 
nt funds, bringing 


WILLEY’S CARBIDE TOOL CO. ie send ianstiad bo howe Ga 


~ he 


SOLE MAKERS OF WILLEY’S META | 
; f AKERS OF WILLEY’S METAL ipproximat iv S U iN some 2 


1342 W. Vernor Highway Detroit 1, Michigan mployees with ser records of mor 
than hiv il tl 


benent p1 


Sensational NEW features aaa 
FOSTORIA | 


LOCALITE 


The Perfect Lighting Tool 
for Machine Assembly 
Inspection 





Ceeeeiae 


steteer 


MODEL 2-WX-700 
Overall Length 3! 


Reflector 
kK 


Arm Joints 
Easy. smooth act 
with 

Bese ( nivers 
ng. Also adapt 


Wiring Med 
toggic sw ; 
Fimish (sre 


temperat 


Localite models for ever 


WRITE for complete catalog of a 
nine « NEW SALES AID 


triat use R 
THE FOSTORIA PRESSED 

STEEL CORPORATION 
Festoria, Ohio 

lLocatites avatlable throngs 
wu holesalers everyu ber 


h 
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George H. Boucher 


Buffalo Fire Appliance 
Names Vice-President 


George H. Boucher has been ap 
pointed vice-president of Buffalo Fire 
Appliance Corp 

Formerly associated with Pyrene 
Mfg. Co. for many vears, he has been 
active in developing that firm’s distr 
bution organization 

He will assist W. E. Tromanhaus« 
Buffalo Fire Appliance president 


4 program to develop and broaden t 


} 


company's sales outlet 


Atlas Chain & Mfg. 
Plans $750,000 Plant 


Atlas Chain & Mfg. Co. Di 
Prudential Indust plant 


w $750.000 plant ; 


hains and sprockets in Colmar 
\ ne-story. 75.000 s« + 
will be completed by th 
r, the management an 
1 be located on a 2 


Phil 


president, 
make possible th 
f all chain and sprocket 
nacr one roof ind pro 
ndous growth in future sa 


was only part of tl 


ion plan for the nex 


To Sell Nutting Lines 


Nutting Truck & Cast 
ippointed The Pope Ea 
Cincinnati, to represent 
Cincinnati territory 


mciudi 
mntics of Indiana and Kent 


SUPPLY YOUR 
CUSTOMERS’ NEEDS FOR 
WOOD BORING TOOLS! 








COUNTERSINKS 
and DRILLS 


INCREASE OUTPUT AND REDUCE COSTS 


ALL Forest City Tools have: 
@ SHARP CLEAN CUTTING EDGES 


@ WIDE DEEP FLUTES FOR BETTER CHIP CLEARANC* 
@ SPECIAL HEAT TREATMENT FOR LONGER LIFE 
@ PLENTY OF CLEARANCE FOR COOL FAST CUTTING 


Forest City Wood Boring Tools are Production 
Tools, specially designed for maximum ober- 
formance under all conditions. For over 60 
years their top quality has been acceptec a: 


a standard by the woodworking industry 


You, too, can buy them with full confidenc: 


in their ability to do the job well. 
* 


*% Throughout the country Industrial ‘Supply Distributors 
handle the complete Forest City line. In certain sections 
there are openings for additional distribution. Fora 
Wood Boring Tool Line which you can sel/ with confi- 


‘ , 
4 ‘ 
further oaeta 


SEND FOR LATEST CATALOG 
HOLLOW CHISELS AND BITS * MACHINE BITS © PLUG CUTTERS 
MACHINE DRILLS © COUNTERSINKS © AUGER BITS * ROUTING TOOLS 


FOREST FOREST CITY BIT & TOOL COMPANY 





1220 KISHWAUKEE STREET ° ROCKFORD, ILLINOIS 
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Herbrand 


makes ’em all! 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 











Herbrand can supply carbon steel 
wrenches in all popular sizes from %s 
to 3% openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel. 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 


Herbrand produces forgings in any size or shape up to 200 Ibs 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrond products include o complete line of Van-Chreme Tools. Ball 


Pein Hommers..Snips 


Impact Seckets..%° Orive Sockets. Complete Too! Sets 
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S. Baker 


Sales Staff Changes 
Made by Carboloy 


W. S. Baker, manager of tools sales 
of Carboloy Department of General 
Electric Co., has been named senior 
sales re presentative issigned to expand 
West Coast carbide tool sales and 
ipplications with ydquarters in Los 
Angeles 

EK. J. Well rbick 


appli it110n engimecct ucceeds Mr 


design and 
Baker as manager f tool sales 

Mr. Baker lanaged the com 

pany s ist ntra sales district in 

years, became 

n January 1954 


is a SCTVI 


rials 
tongs to the 
f the Amer 
| Engineer 

cemented 

ociety for 


Donnelley Booklet 
Describes Catalogs 


R. R. Donnelley & Sons Co. has 
issued a 24-page view book describing 
the company’s production of indus- 
trial supply catalogs 

Titled “Donnelley Builds a Qualit: 
Catalog,” the booklet traces the pub 
lication steps from compilation 
through indexing and printing to final 
delivery to the client’s customers 

The company Unit System of 
by which cuts and type 
1.000 products are 
permanently stored 
n manv catalogs 


heart of the firn 


Compilation, 
wermg some § 
for syndicate use 
described as the 

catalog operations 





Four Salesmen Join 
Harry Lee & Sons 


Harry Lee & Sons, Chicago, has 


to 


idded four Chicago area salesmen t 
its staft 

Cecil Whiting, who will cover the 
Southwest section, was formerly with 
Western Electric, where he served in 
production for five years, and expe 
diting for two years. In the purchas 
ing department of the Chicago Stude 
baker plant for more than two years 
Mr. Whiting also served two and a 
half vears in the Navy 

Daniel Guthrie returns to Harn 
Lee, with whom he had worked for 
seven years previously, after five years 
selling experience with other Chicago 
organizations. He will cover the 
Northeastern section of Chicago 

Ray Schwartz has had seven vear 
expenence in machine shop work 
more than one vear in purchasing 
ind more than five years of industrial 
selling experience in the East. He will 
over the Northwestern section of 
Chicago 

lr’. Wesley Gramm, who has been 
issigned the North and Northwest 
suburbs, has had 18 years experience 
with the Homelite Corp., Port Ches 
ter, N. ¥ He started with them in 
service and sales, did expediting work 
during the war, and was also civilian 
technical representative. He was most 


recently Chicago district manager 


Hajoca Holds Meeting 


Frank McBrearit Philadelphia 
branch manager, Manhattan Rubb« 
Division of Raybestos-Manhattan, In 
was the speaker it a recent product 
meeting for managers les 1 
entatives from five 


rea branches of Hajox 





INDUSTRIAL activity around Loui 
ville, Ky., keeps M. W. Lewis of Lewis 
Industrial Supply Co. active 





—2 a 


Typical Precision 


Spindles 


belted or motorized 


Built-in characteristics of STANDARD 
Spindles 
¢ Built for Longer Life 
¢ Precision Tolerances 
¢ Extra Heavy Duty 
Why settle for less? 
Write for details today. 


Shes da vdize aa th 


the STANDARD electrical tot co 


PRECISION SPINDLES © MACHINE TOOLS 
2520 RIVER RD. - CINCINNATI 4 - OHIO 


MR. DISTRIBUTOR: 


Standard Spindles and twin 
Wheel Grinders can do a job 


for your customers. Get full 
information and get that infor- 
mation to the field for more 





PROSPECTS! SALES! 
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another 


KLEIN 


first! 


* 


% ; \ 
bi We 


b. 


Pat. Pend. 


"KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 


It was Klein that produced the first 
and still the finest regular side-cut- 
ting plier. Klein also gave the in- 
dustry the 
version so much in demand 

And it's Klein again with a new, 
high-leverage cutting plier for light- 
or heavy-gauge wire, including No. 2 


- 


modern, streamlined 


weatherproof hard drawn solid cop- 
per wire, and A.C.S.R 

There's no extra hinging of any 
kind—no uncOmfortable wide-spread 
handles. The offset hinge permits the 
extra-high leverage and they operate 
as smoothly and easily as any other 
Klein Plier 
tool steel, individually fitted, tem- 
Ask for No 


pattern. 


Forged from high-grade 


pered, adjusted and tested 


2145-9 N.E. for 


streamlined 


Regular pattern available 


tting 


e high-leverage design 
iginal Klein side-c 
Ask for No. 215-9 


Sa 
the or 


pattern 
Write for free Copy of Bulletin 1054 
*Trede Mark 


DISTRIBUTED THROUGH 
JOBBERS 
Foreign Di stributor: Inver 


national Standard Electric 
Corp... New York 


Pr S 
Mathias az. & Sons 


W. J. Greene & C. O. Newton 


Starrett Sales Manager 
Marks 25 Years 

C. O. N 
iZCT of Ihe | 
joined the 


eremonk honoring 


: ' 
wt it man 


». Starrett Co., recenth 
25-Year-Club in 
} nd +¢ 


nim i 


mn general 


ni pan\ 


resident and 
presented Mr. New 
+/ members 
Lhe 
uct m Athol, Mas vas 


new 
innual 


, 
attended 


1 wat club’s 


] 
cmproves 


Transmission Club Meets 


belt engi 

Packing 
the recent 
New York 
n ¢ oun i] 


M. I Thibault, tuming 

r, N York 
spc iker t 
g of th 


Transm 


Be Iting ra 





> WORK s 


ngs head « 


Omaha 


HARI 
Jenn 
ply ( 
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ATLAS 


for quality ; 
and strength Y 


~ 





SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. ip 
NEW YORK 13, WN. Y. 


FLOATS 


@COPPER @MONEL 
@NICKEL @BRASS 
*®EVERDUR *ALUMINUM 

4-208 


ctintthe mm «- @STAINLESS STEEL by 


HARRIS 


also 


® tanks @ coils © bends 
® expansion joints 
@ kettles © evaporators 
® hecters © coolers 
@ chemical oppeoratus 


J 


HARRIS has been supplying in 
dustry for the 68 yeors 
with these very necessary prod 
ucts. The demand is always con 
stent ond with todey’s heovy 


past 


monufacturing schedules there 
ts On even greater demand. Our 
engin ot your service for 


consultation without cherge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
Chicago 7, it 


rs or 


ARRIS & CO. 


210-218 North Aberdeen S$ bh 9 

















Kugged- Dependable 
Block Sanders 






Fred A. Kaufman 







Sales Vice-President 
Named by McKay 
[he McKay Co. has appointed Fred 


\. Kaufman as vice-president in charge 
‘f sales and manufacturing with head 
quarters at the company’s Pittsburgh 
offices. With McKay since 1943, Mz: 
Kaufman has been gencral sales man 
ger for the past four years. For sev 
eral years he was in charge of technical 















MODEL 400 










ervice and quality control at the York, 






Pa., plant, and later became sales man National makes a complete 
wer of the company’s Electrode Divi line of portable sanders... 
sion air or electric driven with 





either straight-line or orbital 
action. Their simple and 













rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 








long years of dependable oper- Se een . 






ation to the user .. . and 





satished customers to the dis- 
tributor. Thousands of these 








machines are now being used 


r - 
in manufacturing and mainte 1) Taree protubrie © a 
nance work. See how you can boll beorings no cronksheft 


other points of friction. 


fit into National's distribution 
system in a profitable manner. 2) Cronkshe® assembly oO Completely seated 


enly moving part rubber hevsing 









Write today 






SELL NATIONAL’S COMPLETE LINE... 





Joseph Vincent Henry 









Sanson & Rowland 
























‘ Names Representative 
Sanson & Rowland, Inc., has ap 
pointed Joseph Vincent Henry to con 
“yy tact industrial accounts in Michigan MODEL 600 
‘ ind Wisconsin, with headquarters at 
4 the company’s Detroit office and ware 





He will work under Harrv Grinnell 


Detroit manager 


house 
Mr. Henry is a former buyer for 
Graham-Paige Motor Division of NATIONAL AIR SANDER, INC. 
Kaiser Frazer Corp 2820 AUBURN STREET, ROCKFORD, ILLINOIS. 
a 
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Wastiewoemes Banat t3..s 


3 BIG REASONS WHY 


it's such a fine profit line 
for Industrial Distributors 


oe. THINGS ARE LOOKING UP 
Kansas City, according to J. L. | 
ger, head of L. C. I f x 5 


i 
a 


18) 


Garrett Yule Bonuses 


Total $300,000 


Cif offers 
j {~] The Garrett Cor ‘ , 
@ popuiar, f paid a total of almost $300,00 
highly profit- profit-sharing bonuses to its 
plovees for 1954, J. C. Gan 


able leader... America's first, safest and best-known alloy steel Sling Chain ident, announced 
The payment represented 
nt of the company’s annual 1 
A type of _ me. It was distributed to i 
industrial chain according to rate of | 
: -: er he minimun 
te satisfy every | oo ee 


buyer “The bonus was in add 


compan innual pront 





> +} " 4 
) ne ie 


Herc-Alloy BBB =ahe ment and severance tn 
ai side during the vear for 


High Test Grab Hooks . j . 

ae Slip Hooks ‘ th my for both fund 
e - my ttn) nih 

Proof Coil Cold Shuts ' yan 
: ay 


Available in all sizes <n ‘ : ince its four 
--. had retirement and 





Demand eration since 1942 
is sustained 
by intensive 
advertising 


Elastic Stop Nut 
Names Representative 


Robert | 


nted 


(SireaAge PTT ~~ eiioe af 
i — 2 f America 
& , 


Sells for Taft-Peirce 
C I ift Peir f Mfg ( ) ha il 
Donald J Lewis is sale t 
CHAIN CORPORATION in the Western territory for st 
TONAWANDA, NEW YORK products and contract 1 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 


in Conede: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 





services. His headquart 


3690 Sante Fe Ave.. I 
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Westinghouse President 


Sees Advancing Economy 1 . Tel: 
American industry has met su cs , ORI ORIH 


fully “the challenge of peace nd 
picking up speed again, Gwily: SCREW CONVEYORS 
Price, president of Westinghouse FE] 


Corp said recently in an a1 an AND ACCESSORIES 


, if 
iteme 


The halting of open 
throughout the world for the first 


in 20 vears, he said, brought th y 4 
mv in 1954 to a new phase S we 
0k back at 1954 and ahead to 1955 


I believe it is safe to sav that the chal 
enge is being met successfully. The 
ill-time peeks of production n OR HORIZONTAL 


sumption and employment which w 


reached during the first five 


this decade seem certain t 
passed within the next two veat THE MOST COMPACT CONVEYOR 
Ihe past year, he said, brougl FOR BULK MATERIALS 

liffcult problems of keener mpeti FORT WORTH screw conveyor and veru- 
tion and nsing production cost till cal screw elevators provide the most compact 
in average Of 61 million people wer means of conveying or elevating bulk ma- 
emploved and the nation’s gross na terials, such as grains, or other free flowing 
tional product was down only two per products. Space occupied is less than half that 
cent from the 1953 peak The 1955 of most other types of conveyors 








os 


a ee oes 


uutlook, he said, is for both employ Vertical screw elevators are used to lift 
ment and gross national product to materials up to seventy feet, depending on the 
move up about two percent nature of the product. Initial installation cost 

is low, A minimum amount of upkeep is re- 
quired 


€) 


a 


w 


He said his company had its 1 
ear in 1954 in value of shipment 


though new orders were down slig 


This veat, he predicted, sles billed I FORT WORTH HELICOID 
should spprosch or equal the 195 SCREW CONVEYOR 


rd 
has many advanced features, which 
, definitely rate it the outstanding 
Wesson Metal Corp. : conveyor on the market today. All 
sizes up to 16” are cold rolled by 
' the Fort Worth process which 
W on Metal Corp. ha . | hardens the wearing surface and 


Names Representative 


—)-f 


. ; 
aw | yr to New ’ 
Edward | Keating t it . } . assures longer life. 


ind sales engineering staff 


He was formerly sales engineer wit! COMPONENT PARTS 


Department of Genera : necessary to fit practically any in- 
- stallation requirement are 
manufactured to highest 
standards and can 

usually be furnished 

from stock. 





Write for 
Catalog 200 


sl 
—— , 


FORT WORTH 
WAREHOUSES 
+ CHICAGO + ST. LOUIS + MEMPHIS 
+ HOUSTON + LOS ANGELES +KANSAS CITY 
OTHER « JERSEY CITY + SAN FRANCISCO + ATLANTA 
FORT WORTH 
PRODUCTS: 
7 QD SPROCKETS 
BUSY DESK nfronts Stanley : QD SHEAVES 
waag® hanger Ape PLL STEEL & MACHINERY CO 


Maine, after retur : FANS 
~ Se Dept. 12, 3600 McCART ST., FORT WORTH, TEX 


t to Portland brancl 
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ARMSTRONG-BRAY & CO. 
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ya 


FRADE MARK 


REGISTERED 





No. 4B PUNCH 
In Handy Metal Box 


Made of drop forgings and has excep 
tional strength for a tool of this size. Ca 
pacity '4" hole thru 1/16” iron. Grodu 
ated gauge on side shows depth of hole 
from edge in throat of tool. Metal box 
made of heavy gouge steel hos hinged 
cover and is easy to carry around. Places 
for 6 punches and 6 dies. Good item to 
stock 

Send for catalog and see your local 
distributor 


(w. A. WHITNEY MFG. CO. 


626 RACE ST ROCKFORD, ILL 








RAY HYDRAGRID 


HYDRAULIC PULLERS 


With the handy HYDRAGRIP 
and a few ARMSTRONG-BRAY 
Pullers, you can quickly, safely 
and easily remove gears, wheels, 
bearings, sheaves or parts from 
shafts, can re-instal] them with 
equal ease. Single centered ram 
assures aligned thrust that moves 


Valuable 
Maintenance Tool 


parts along shafts smoothly with- 
out wedging or binding. Saves 
time, saves parts—ends battering 
and breakage. The HY DRAGRIP 

comes complete with handy, 
— hydraulic hand pump, 
1igh pressure connecting hose and 
17% -ton capacity hydraulic jack 
with interchangeable heads. 


Write for Catalog Sheet—describes 
HYDRAGRIP and complete line of 
standard and special external and 
internal pullers. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, ILLINOIS 
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Chester E. Ault 


Sales Executive 
Named by Link-Belt 


Chester E. Ault has been appointed 
issistant sales manager for Link-Belt 
Co.’s West Pershing Road, Chicago, 
plant, succeeding Andre K. Kolar, who 
has been named purchasing agent for 
the same plant 

Mr. Ault has been with the 
ince 1924. His sales experience 
includes assignments at two of Link 
Belt’s district offices and four of the 
plants. For the past four years he has 
belt convevor idler 
headquarters in Indian 


com 


pan 


been manager of 
sales, with 
polis 

Ihe Pershing Road plant, employ 
of the largest of the 
United 


. % 
ing i,Z2UU, 1S one 
company’s 14 plants in the 


State 


Motor Wholesalers 
Elect President 
John | Creamer, president of 
Wheels. Inc.. New York Citv. was 
elected pre ident of th Moter & 
Wholesaler Association 
group $ Automotive 


Chicago re 


E.quipment 
during the 
Week” 


ently 


convent 


George Scheufl f Scheufler Sup 
ply Co., Great Benn, Kan... industrial 
] 


nad automotn supp! 


to the board of 


house was 


directors 


ectcd 


Seither & Ellis 
Holds Open House 


Ninety 
Seither & 
ntly 
house and 

fices 
4 number of fact representatives 
vere present. Ladies on the company 


vere host 


of 


ind guests 
Ellis, In Newark, N. J., 
ittended an evening open 
party at the company’s 


customers 











Lamp Division 
Reorganized 


General Electric Co. has reorgan 


ized its Lamp Division by creating six 
product or business departments, each 
headed by a general manager, 
new Advanced Lamp Development 
Laboratory. 

The new departments 
managers are: Large Lamp, Herman | 
Weiss; Miniature Lamp, Kenneth G 
Reider; Photo Lamp, William | 
Davidson; Lamp Glass, Emest A 
Howard; Lamp Wire & Phosphor 
Robert F. Johnson; Lamp Leads & 
Bases, Walter P. Cartun. Carl L. O] 

n will manage the laborator 

All product departments 
iboratory will have their he 
it Nela Park, Cleveland 

The Lamp Equipment Operation 
the Cleveland Equipment 
rks, under William R. Gerow, ha 


; thy 


ind d 


ind thei 


ind 


7 rter 
1dquar\tel 


formerly 

W 
it been absorbed in 
ting departments 
Donald L. Millham, Gen 


vice-pre sident and Lamp Di 


I 


the chang 
efh nt 


not 


neral manager, said 


hould provide for mor 
in view of anti 


rrowth in the industry 


itions 


Sales Head Retires 
at Raybestos-Manhattan 

Harry E. Smith, vice-president i 
charge of Rubber Products Sales and 


of the exec 
M inh if 


i director and member 
it Ravbesto 


retired after 4 


commiuttec 
Inc 


tive 
tan, has 
cTvice 
During his career with th 
' 
ne he ld 


posts 


} 
clerical, admunist1 


vl working up to 
responsibiliti 

of the Rubber 
turers Association if 
ber of the State Departmen 
Advisorv Panel. He is a 1 

r Passa ( hamber 


M 


xecutive 
director 


Manufa 


ind 


C,overt S 
Hospital 





AFFECTION FOR AIRPLANES 


A lion-proof airplane hangar is in 
dispensable on farms adjoining South 
Africa’s Kruger National Park, accord 
ing Aviation Week, McGraw-Hill 
publication. The lions, who apparently 


to 


love to hear expensive noises in the 
form of ripping fabric and bursting 
plane tires, recently showed their in 
dignation when they couldn't get into 
one such hangar by chewing up picks 
and shovels left outside the building 











* LEADERSHIP 


can’t be copied! | 


only AERO-SEAL Hose Clamps 
have these proven features: 


*Precision worm gear drive that’s really 

precision. Tightens band evenly all around 
*Won't shake loose when tightened. Withstands 
air-hammer vibration. Try the others on such tests 
*Threads of worm engage DEEPLY 

in precision-made band slots. Wiggle the 

gear — see how tight it fits — won't rattle 
*Removable with a twist of the wrist. Clamp 

is undamaged — re-usable again and again. 


Jobbers know this: 


Established market acceptance and demand are 
worth more than extra discounts. It’s 
TURNOVER that makes faster profits, and 
that’s what AERO-SEAL assures you! 


PRECISION WORM DRivt 


HOSE CLAMPS 


awomes reoouct 


FEBRUARY, 1955 
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KECKLEY South Bend Demonstrator Visits R. C. Neal 


ADVERTISES 


... to help you sell 
the big market 
for automatic valves fobile Unit of South Bend Lath 


tta On 


EVERY PLANT USES: i 


Pressure Regulators 

Temperature s 4 
Regulators SS ~=sC Bristol Expansion Tape Council Brochure 

Liquid Level Controls “4 





Nears Completion Tells Group’s Aims 
Relief Valves 
Solenoid Valves tio nearly Compiete on The Pressure Sensit lape ( 
ect at e Br has prepared a brocl <plau 


nt in Waterbury, Conn ts work toward sta rdization 


1 


Float Valves 
Balanced Valves ¢ ’ , . 
cket rew § I pp! nomenciature ( 
Pop Safety Shteen ; cw 1i€ ine ip} momen la I ind 
n partment and the ipplication ndustry 
Strainers, Etc y ee 
5A engin ig 


1 tact 


artment have recent! 

newly finished ofh 
Ics a big and lucrative market that yuilding . } la spece for ex 

awaits the industrial supplier who - 

handles a complete line of liquid and 

steam control equipment and you 

can get your share when you add 

Keckley wo the brand names you are 

now supplying 


10 years of experience in producing 
quality equipment and the manufac 
turer's unconditional guarantee backs 
every product. National advertising 
keeps Keckley's name always in front 
of contractors, consulung engineers 





and industrial plant engineers 


Send for catalog 54-C 
and information on 

how you con become 
the O. C. Keckley 

supplier in your cree 


COMPANY 
400 W. Madison Street 
Chicego, Hlinois 


A 


GOOD INVENTORIES ar 
! " } 1 DeHoag fl 
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Management Group 
To Study Sales Planning 


How to handle sales departments in 
v's tough market will be the topic 
panel of four company presi 
ts at the American Management 
Association’s annual marketing con 
ference February 7-9 at the Hote 
Statler, New York City 
What Presidents Expect of Sales 
ve discussed by L. B. McKnight 
ent of Chain Belt Co.; H. I 
president of The Western ¢ 
lent W. Irving Osborne, Jr., ‘ 
Paperboard Products ( 
President James E. Robinso1 
Head Mills 
Hi. M. Poole, Jr.. vice presi 
J nson & Johnson, and Char! 
\icDermott, director of sales 
| discuss their compan 
nother part of the sessions 
ing part in various session 
Edward F. Howry, chairman 
leral ‘Trade Commission 
ckrem, vice-president and 
iles, Scullv-Jones & Co.; and R 
rwell, executive Vice pI dent, S 
nson & Son 
meeting, which last 
cted to attract ibout | 


r executives from all f 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they're the best “door openers” 
you'll ever find for all your other lines! 





And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades... slitting saws .. . cutoff blades... key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 

proposition for you! They're backed by years 

devoted to engineering and production of fine 

ugh 5. Bangles cutting tools . . . Gorham’s reputation for high 

. ; . uality and fair dealing . . . and an extensive ad- 
National Supply Names hanes du program ios cueuieidle sells for dis- 
Hawaii Representative tributors in major industrial magazines. Get the 
Hugh L. Bargion has been ap whole story on our liberal Distributor Plan, along 
nted manufacturers representative with the 120-page Gorham Tool Catalog and 


Hawai for Spang Conduit of ‘The . , — 
National Supply ¢ Spang-Chalfant product literature by return mail. Write today. 
Ho ply Co.'s g ilfar 


Divisio 
Mr. Bargion wganized his busine 
sas COR: ag cainger of Wer ina Orhan TOOL COMPANY 
i} upplhs Ege | : YTHING IN STANDARD AND SPECIAL CUTTING | 


time cng 


lesiouns Chantelle Cos 14400 WOODROW WILSON + DETROIT 3, MICHIGAN 
rN WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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Many vise companies have been in business longer than WILTON, 
but none can match WILTON'’S record for constantly providing 
the newest and most significant progress in clamping tools. And 
when buying decisions are made, it's progress, not history, that 
counts! at Cor Live pros 


America’s most progressive distributors sell, Wilton Tools 


“The Finest Name In Vises” write for free literature 


WILTON, 100: wee. co., inc. 


925 WRIGHTWOOD AVE. « CHICAGO 14, ILLINOIS 


WILTON TOOL CANADA LTD. GUELPH, ONTARIO, CANADA 


y The Collis 
SLEEVES and SOCKETS 


and a complete line of Collets 


= 


STANDARD 


USE-EM-UP 
TYPE 


TYPE 


COLLIS Taper Toots are made by men skilled in this type of monufacture 
Users get long satisfactory service from Collis Equipment and find the answer to 


sl! drilling, reaming, and tapping needs in the Collis Line 


We con give prompt service on orders for Lathe Centers, Arbors, Drill Drifts 


Type Chucks os well as on Sleeves and Sockets and Collets 
"Call Collis for Service” 
momen THE COLLIS COMPANY 


DEPT. A, CLINTON, IOWA 


INDUSTRIAL DISTRIBUTION ¢ 


and Magic 


FEBRUARY 


1955 


SETTING UP display, Marshall Dur 
ston, J. H. Williams & Co., consults 
Dick Jolley, Jolley Industral Supph 


Pa 





Babcock & Wilcox 
Gets Purchase Approval 


xkholders of Globe 
of Milwaukee ha 

f its asset 
Babcock “A W 
| Ba 


st Steel 


; 





BASEBALL IN THE AIR 


The World Series was telecast live 
in Cuba through use of a DC-3, ac 
Electronics, McGraw-Hill 
publication. The plane, flying at 8,000 
feet, picked up the signal from Miami 


cording to 


and relayed it via microwave to the 


Cuben national network 














Cleveland Manager 


Named by Vickers 
who retired after 13 years’ service c- J 
With Vickers since 1946, Mr. Van 
Wormer has been an application en Tht 
gineer in Philadelphia, St. Louis and 
Cincinnati. He is a graduate of th 
Navy service in World War II 

His new duties will be to provide T 4 ER AT LE N E W 
ipplication engineering and service E V S$ | 
sistance to industnal and 
hydraulic users USE IT AS A 


Vickers Inc. has named Arthur H 
Van Wormer as district sales manager W 
in Cleveland, succeeding Paul Simonds 2 
University of Toledo and a veteran 
VERTICAL BANDSAW 


Takes U.S. Post 
Everett O. Clark, manager of indu 
trial products sales of Vickers, has No tools required! Just swing 
been appointed first director of the head into vertical position— 
General Industrial Equipment Diy ie’s ready to use. 
sion, Business and Defense Service In this position shown at 
ae U. S. Department of right, your New Wells 49-A is 
oO C a. . 
The division nes soumenetbiiien fox a Utility Upright Bandsaw for 
, vertical cutting of angles, slots, 
is food machinery, bottling machinery, notches, bevels and contour 
printing trades equipment, some typ work. Ample power, efficient (3 
f woodworking machi ’ speed) V-Belt Drive and sturdy 


ndustrial fields construction assure smooth, 


the agency’s services on such produ 


even ¢ utting 


New Tube Depot Opened 


Wolvetine Tahe DD ” USE IT FOR 
vet Gr Hecla, Inc., has opened a i ele) 1p4e)) be ee heel 


In this position shown at left, 
your dual purpose New Wells 49-A 
becomes an Efficient, Economical 
Horizontal Cut-Off Saw that will 


handle “man sized” cut-off jobs in 





large or small shops. It’s an ideal 
tool for “job-site’’ work and handy 
for maintenance or utility work in 


any plant 


Simplicity and Portability are outstanding features of this New Wells 
i9-A — a rugged machine designed and built for long service. The 
blade (1.” x .025” x 5’) is driven by a '4, H.P. 115 volt motor with 
selective speeds 54, 100 and 190 f.p.m. For horizontal cut-off work, 
standard equipment includes positive screw type vise and automat 
shut-off at the end of each cut. 

Write today for complete information on this new combination unit— 


2 saws for the price of 1. 


The Pioneers of Horizontal 


Guaowice c: . METAL CUTTING 
a aE, Chien Pl BAND SAWS 


¥ 
} 


merville, Aro Equi ! WELLS MANUFACTURING CORPORATION 
arly morning leads 606 ADAMS STREET THREE RIVERS, MICHIGAN 
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ANNIVERSARY 
bs Statement 
of Sales Splice 
by 
ARRO EXPANSION BOLT CO. 


Quality and Service 
since 1930 


The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry — 
for over twenty-five years. 
DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Industrial Supply, and Electrical Supply 
Distributors 
INQI IRIES All inquiries are re! rred to our distributors in their 


pective territories 


PRICES Arro products are re nabl priced to promote their 
I ad by consumers tributor mark-up on the Arro line 


ire an attractive protit 


RESALI Arro distributors are j ; tf respe our su rested resale 
Every lawful method d to encourage this fair practice 
hand 

STOCK Arro olters it ! butors omplete line of fastening and 

‘ | devices for masonry Distributors re expected to maintain 

a iiticrent st to adequately 

SERVICI len branch warehe maintained in key 

cities, strategically located through: the nation All orders are 

hipped immediately from factory or branch warehouse stocks with- 
+8 hours 

GUARANTEI 

material and workmanship 
authority of the Marion office only 

SALES AIDS—aArro helps promote sales for distributors by supply- 

ing a variety of sales literature, displays, and catalogs; by cooperating 

with their salesmen; and by regularly advertising in nine leading 


Arro products are fully guaranteed against defects 


Returned goods are accepted on 


trade journals 

PARTICIPATION—Arro is an active member of leading industrial 

and trade associations 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in our 
substantial growth and friendly relations with our distributors, 


ARRO EXPANSION BOLT CO. 


1230 Boone Ave., MARION, OHIO 
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Edmond A. Neal, Jr. 


Nicholson File 
Names Product Lecturer 


Nicholson File Co. has appointed 
Edmond A. Neal, Jr., as technical lec 
turer on selection, use and care of 
hand steel files and rasps 

rained especially for this function 
at the company’s Providence plant, 
he will present talks before industrial 
distributor representatives as well as 
classes in vocational and industrial 
schools and groups in industrial plants 

Mr. Neal joined th ompany in 
1953 and besides h factory course 
has supplemented his training with 
ervice work in th Midwest New 
York and New Engla: He attended 
Brown University 
He will be 
tribute ' 


em™m 
Il} iS 


Vice-President Named 


American Brake Shoe ( has 
elected Cyrus E. Brush, formerly se 
retary, as vice pre ident Alfred H 
Munkenbeck, Jr., was named secr 
tar 





LOW TEMPERATURE 
FOR TRUCKERS 


Truck air conditioning will be of 
fered next Spring by a Michigan auto- 
motive supplier, Fleet Owner, McGrow 
Hill publication, says. Adequete to 
dissipate engine heat, the unit can be 
run while parked, has its own engine, 
and will be considerably under the 
average $650 cost of air conditioning 
units for passenger cars 














Stanley Works 
Consolidate Expansion 


The Stanley Works completed last 
year one of the largest expansion pro 
grams in its 1]1-year history, John C 
Cairns, president, announced in a re 
cent statement summing up changes 
in the company during 1954 

Besides spending $3,000,000 to 
modernize its steel making operations, dresser wears longer| 
the company acquired H. L. Judd Co., . 
Wallingford, Conn., drapery hardware cutters change quicker, 
manufacturing frm 

At the end of the vear, Stanle' 
its hot-rolled strip mill at Bridg 
Conn., to the newly formed N 
eastern Steel Corp. 

Changes in the Stanley steel division 
had been in progress since 1950. The 
cold-rolled strip mill at New Brita 
Conn., has been expanded with new 
equipment, to increase producti 
+0) iccording to the management 

Thev said the hot-rolled operat 

I ld because thev were 1 

with lone-sasies 
eloped in a two 
study 
newly equipped mill 
in, company officers said Longer life—by far—plus quicker, easier- 

produ e stnp steel rolled 24 in. wid than-ever cutter change are basic im- 
compared with 12-in. wide coil ned provements in the patented, new type 
out by the old facilities. Harold I Desmond Huntington dressers. Supplied 
Pape VICE president of the steel din at no extra cost in No. 1, 2, 21, and 22 
sion, said the expanded plant should eines tlath Gn Gow denetvedion healt 
Noah i rvice %0 Customers in {th ened side washers, press fitted into head, 

orth Atlantic area positively secured with slotted hex head 


H. | lid Co. is The Stanle . 
Works Bae division Besid ; bolts and lock washers. Remove one bolt 


hardware manufacturing plant, it has a - 
ecnindle c wt 
plant in Tennessee making wooden spindle for quick cutter change 
' Ask your Desmond industria! distrib- 
tor for Bulletin D-48. He can help make 


your grinding wheels perform better 


with wrench or screw driver) to free 


prod 





onger—with proper dressing 
[ id-Stephan Mfg. Co., Urbana, O 


Desmond 


ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


. mond, addressed. to" your prospects 
{Fhrough Mill & Factory, American Machin 
fist, Modern Machine Shop, Foundry, and, 
| Pether publications. Total circulation mosé 
SALES ome under the jurisdiction of 135, 000. For steady repeat byusigses— 


Paul FE Burke, vice president of Webt promo 
Belting Co., Kansas City, Mo 
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HARGRAVE 
CLAMPS 


The Complete 
Line 


“Load Tested” 


SPRING CLAMP 


SUPER JUNIOR CLAMP 
4 


— 
sereenentet 


——eEE 


ee LA 
PTR AMP We 44 


STANDARD CARRIAGE CLAMP 


DROP FORGED BODY CLAMP 
” 


QUIK CLAMP 


The complete line of Industrial 
Clamps for every application. 
Designed and marketed for In 
dustrial use 


Ask the Hargrave Salesmen tor 
Hargrave catalog and door 
epening sales aids or write 


The Cincinnati Tool Co. 
4032 Montgomery Road 
CINCINNATI 12, OHIO 


© 
HARGRAVE 


The Complete Line of Tested 


TOOLS 


Black & Decker Trains Branch Staff Members 








it Houston iid continued heavy 
growth of industry in the area justifies 
the new bran 


exp te steel 


U.S. Steel Supply 
Opens Dallas Office 


Stat Steel Supp Wal 
of | S. Steel ¢ ry 
fice in Dal 


rst National Bank 

Y h will serve the 

orth area and North 

W. Hopkins, a vet 

with U. S. Steel, will 

isted by A. R. Schmitt 
ice representative 


n onnor, district manager 


h, which i: expected to 

warchousing service 

United States Steel Supply has 16 
thr hout the 


} countrys 








UNDERGROUND RESERVOIR 


Probably the biggest divot in golfing 
history is the 135,000 cubic yord exca 
vation at Omaha, Neb., Field Club, 
according to Engineering News-Record, 
McGrow-Hill publication. The excava 
tion is for a 25-million gallon under- 
When finished the 
landscaped topping for the big tank 


ground reservoir 


will serve as the number one tee and 


taoirwoy for the course 


Handles Parker Lines 


Lhe Parker ‘PI han e Cs has ap 
inted Industrial Rubber Products 
, 


Pittsburgh, t ell O-rings and 
ited svnthet rubber product 
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PEA >DETROIT STAMPING COMPANY 


332 Midland Ave. « Detroit 3, Mich. 








“ae PORTABLE! 
Reorganizes Lines + 

Manco Mfg. Co. will « mntinue 
ts Manco and Carolus line of bolt i 
utters and steel strapping tters and * 


will concentrate on its hvd 


r bv R ts \ a 


bemg taken over 
of Somerville, Ma 

The decision was 
bolt cutters following 
w fire in the compam 


’ ’ 
piant th 


R. G. HASKINS 
OFFERS FLEXIBLE SHAFT 
EQUIPMENT LINE TO 
MILL SUPPLY HOUSES! 


Leschen Wire Rope 
Moves Two Offices 


Offices and warehouse f | 


Wire Rope Division of H. K. Porte: 
Co. have been moved to new | “ Suspended R. G. Haskins, one of the 


tions in Los Angeles and Seattle. oldest manufacturers of flex- 
In Los Angeles, the Leschen offic . 
re now at 6424 East Fleet St. T! ible shaft equipment, offers 
new Seattle address is 2724 First Ave its widely accepted line for 
ia 
So 
1¢ South mill supply house distribu- 


tion. The Haskins line in 





cludes a complete selection 
of flexible shaft equipment 
and accessories in every size, 
speed and horse-power for 
every type of grinding, sand 
ing, filing or polishing job 
Distributors of Haskins 
Bench Mounted ; equipment will find a ready 
market with good repeat- 
purchase business among all 


industries 


FLEXIBLE SHAFT EQUIPMENT 


Bertrand J. Hansson 


Billings & Spencer Fasten Coupon GENTLEMEN 


Names Renresentative 
ames Me ee Please send me your illustrated catalog and 
Rertrind n<eson , ; ) » » 
pertrand sien pi to your letterhead information showing how Haskins Flexible 
a Shaft Equipment can be a highly profitable 
addition to my line 


red 


for Complete 
y's usual I raining period 
at a arom me, Soom, pent. 2s Information R. G. HASKINS 2643 W. HARRISON ST. 
sdienten te: aed allie CHICAGO 12, ILL. 
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YOURSELF 


IN THIS 


PROFIT ji 
PICTURE (iL — 


LIEUTENANT GOVERNOR 
Massachusett ] W hittier 
wit Marke rge prod t 


YOU ASK ABOUT... . THE | Dpreiyvtl, wer 

WE SAY complete as can be .. . Bench and Pedestal > 
Grinders e Tappers e Screw Drivers @ Bench and Market Forge 
Pedestal Buffers e Routers e Electric Drills e Abrasive Wins State Award 
Cut-Off Machines e Nut Setters e Portable Grinders 
e Air Master Dust Collectors e Speed Lathes e Tool Market Forge Ci 
Post Grinders. dling Division has won 

Industries of Massachu 
ASK ...0DO lt HAVE TO STOCK YOUR COMPLETE LINE? Award for a new and improved | 
WE SAY .. . of course, not. We will be guided by your manufactured in the state during 


requirements. past two years. — ; ; 
Ihe judges, head d b Dr. | 


ASK ABOUT... QUALITY! R. Killian, Jr., president of the M 


, ‘ 5 ; nstitute f } : ry. 
WE SAY. assured by over 50 years experience in making hu etts I otu Pecht > 
selected the company’s Marforg 
fine electrical tools. . ' ° 








in award trom among 
Winning products 
it the State House re 


xhibit thr pug he 


ASK ABOUT... PRICE! 
WE SAY .. . competitive with other quolity tools —most tools 
built in two or more price ranges to fit your cus- 
tomer’s budget. 


ASK ABOUT... DELIVERY! Executive Named 


WE SAY ... excellent! Usually from stock. \N - 
ire Cloth 


Roche, form: 


ntor 


age 


ASK ABOUT . . . ADVERTISING! med R 
WE SAY .. . THE CINCINNATI advertising wil! pave the way 

in 9 publications: Modern Machine Shop, Machine and 

Tool Blue Book, New Equipment Digest, Metalworking, 

Mining Ads; additional promotional space in Thomas’ 

Register, McRae's Blue Book, Conover-Mast Purchasing 

Directory and Machine and Tool Blue Book Directory. 


} 
! 


} 
irda 
1 


rom 





INDUSTRY VERSUS DIOR 
AER ASOUS « « « ERASE Christian Dior and his new silhow 


WE SAY .. . complete catalogs and other promotional ma- ette for women moy make trouble in 
terial available to you and your salesmen on request. shop safety, according to American 

Machinist, McGraw-Hill publication 
It Pays To Sell...When You Sell Saleable Products... Manufactured By The “flet lock” is eccompenied by @ 
O » trend towards long strings of beads 
WyrelG tassels, sashes, and other dangling 
- and protruding gadgets, all of which 

ore a potential threat with modern 


THE CINCINNATI ELECTRICAL TOOL CO. sohditons 


2686 MADISON ROAD CINCINNATI 8, OHIO 
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Seem DARTS ore DROP-TIGHT 


Porter-Cable Machine Co. has or 
zed a new subsidiary, Porter-Cable L 
r Tools Limited, to handle dis j 
tion of the company’s lines in and it Question About It! 
da é 
Franchised sales and service 
e located in all principal Cana 
cities. De Alton J]. Ridings, 
Cable Machine Co. president 
unced. Eugene V. Allen has been 
ferred from his post as sales 
rer of the company’s West Cen 
S. region to becs 


nt and general manag 


stations 


PELL LL LAL. 


n subsidiart 
Ridings said per Cal 

n Canada is now tical 
r with that in the | S 

od wotent ror f 


t 


rKket 


Enos & Sanderson 
Names Executive 


®W Sanderson 


Edward J Pel 





This True Ball Joint Makes the Difference 


HERE'S WHY — The “business part’’ of Dart 

Unions are two bronze seats, precision-ground 
to a true ball joint. They close easily for a drop-tight connection 
always — without fuss or strain. Because seats remain unscarred, 
Darts can be used over and over again in other locations. Each 
Dart is individually vacuum-tested, also. Just figure what you'll 
save — see your supplier. 

QUICK FACTS 
@ LONGER LIFE through extra wide bronze seats that resist pit- 
ting and corrosion 

@ LONGER LIFE through heavy shoulders that can take severe 


a wrenching 
lek rr. ae LONGER LIFE through a nut and body which are practically in- 
pact ere Sie Sam destructible.(They re made of air-refined, high test malleable iron.) 


You sell quality when you sell 
. . : Darts. Customers think of you as 
Names Sales Executive Petey es 

quality supplier — come to you for 
the best in other products also! 


DART UNION COMPANY 
Providence 5, Rhode Isiand 
The Fairbanks Co., General Distributing Agents 


Boston « New York « Pittsburgh « Rome, Ga UNIONS 
CALL YOUR LOCAL DISTRIBUTOR FOR PROMPT DELIVERY OF DART UNIONS 


Pittsburgh Screw & Bolt 
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CATALOGS just off the press ie, R. S. WILSON 


showing the way to answer your pumping problems 7 


Which Catalog Interests You? 


B- MM General Purpose Pumps fk ui™ Sanitary Pumps 
‘ uM Heavy Duty Pumps GMM Oil Industry Pumps 

. - : . 
DM Underwriter Pumps H-w™ LP-Gas Pumps Professional Selling 


MM Jacketed Pumps 1-wuom Hydraulic Pumps Called Key to Profits 


J-m™ Special Application Pumps 


Just check above and attach to your letterhead 


VIKING °° on 


THE METHUSELAH OF CIRCULAR SAWS 


chi | No More Drummers 
a QARBIDE TIPPED wl i sg 





THE QUALITY LINE FOR 
OVER THIRTY YEARS 


Chicago Saws CHICAGO SAW WORKS, INC. 


= 6136 Ook Park Ave . Chicago 38, Il. 
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figuring out how to foster, de 
itisfy an expanding list of wants 


Needed—Motivation Study 


From this, he said, the new 
motivation 1S 
of making 
got Al r¢ 
isking themsceh 
Does m 


reancw 





presents its new Model 
ex-Shaft Multiple Head — a 
at's packed with more trend-set 
ting sales features than any othe 
adjustable head on the market. The 
Mode! 600 is designed for fast, easy 
off-the-shelf” selling—no enginee 
ng is required on your part 
how it and sell it 


Here’s what it offers your customers: 


* GREATER VERSATILITY Special built-for-the-purpose flexible shoft spindles 
give a wider combination of spindle settings over a larger bolt circle area 
on smaller centers, too! 

* GREATER UTILITY Des gned for gord ng on any drill press wit! 

ste: r for 

William Elder Craver ere 

* COMPACTNESS Weighs l« reauires $s spoce 

* HIGHER ACCURACY vibration-tree, rigid and precise. It hos oa 
rive ratio 


Campbell Chain 


Names Area Manager * LONGER LIFE Tough and ruggs shaft spindles are especially designed 
for tapping and drilling and ir ) un a op speed in either direction 

( 
without unravelling 


—and here’s what we offer you: 


® Attractive Selling Price ® Fas! Deliveries ® Liberal Discounts 


® Unconditional Guarantee of workmanship, materials and performance 
© National advertising support 


Orders are alread ouring in for this sensational new head. Be sure you're 
y Pp ] y 
ready to cash in on the BIG ready-made morket that's waiting 


Write or a for details and copies of 


our new descriptive Bulletin No. 600 4 


ies ETTCO TOOL CO., INC. 


569 Johnson Ave., Brooklyn 37, N. Y. 


CHICAGO + WORCESTER, MASS * DETROIT «© MENLO PARK, CALIF 
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HOLD-E-ZEE 


The Original 
AUTOMATIC GRIP 


SCREWDRIVERS 


Provide These 
Outstanding 
Advantages: 


@ LOK-BLOK that makes blade 
twist and impact proof 


@ GRIPPER that snaps back— 
recedes deep into handle 
giving full blade use 


@ HAND GROUND BITS 
— special design fits 
both types recessed 
head screws 

PLUS MANY OTHER 
MUCH WANTED 
FEATURES 


‘J/ MORE THAN ORDINARY 
SCREWDRIVERS 


BACKED By 
POWERFUL NAT/ONAL 
ADVERTISING. . 


Sl a BA ls a Lea) le 


Popular Scien Monthly 


FREE / sei-fast Displays: Col 
orful,. attractive just right for 
profitabie volume without over 


stocking Ask your jobber 


UPSON BROS. INC, ROCHESTER 14, N.Y 


Stanley Electric Teols Makes New Assignments 


William F. Lawton 





ALGAE A LA CARTE 


Due to rising populations and a 
consequent increase in food consump 
tion, we may look forwerd to the 
ultimote use in the human diet of 
algae or yeast-fed animals, Food 
Engineering, McGraw-Hill publication 
says. Deriving of food values, porticu 
larly protein, from certain algae and 
yeasts is seen by one expert as o 


teasible future procedure 
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Perry M. Burr 





New Series of Aids 
Planned for Small Firms 


Aluminum Industries 
Names Executives 


un Indust 
Iph J. R 





Re ovteete Danie More NEWS 


Formed by Carborundum 


The Carborundum Co. h 
lished a new operating unit, the | 


tro Minerals Division, to manutactur ’ 
and sell silicon carbide and fused : = 8 


na re 


ilumina crudes, abrasive grain and 


Pay © 
lated electric furnace products 
Joseph S. Imirie, formerly assistan , 


to the president, will be genet 


wr, Jt. former special accounts ses | LOCK WASHERS 


nor, Jr., former special accoun 


Manage! Bonded Products & G 


; : Mei 
Division, will be sales manager 
-— § I oaqaern 


The Bonded Products & Grain D 


ision, which formerly handled act : - aa . FUNCTIONAL 


ties now assigned to the new | 
Minerals unit, will be designat 
the Bonded Abrasives Division t Packages 


will specialize in the manufacture 
h 


ile of grinding wheels ITpel 
tones and other bonded abr PATENT PENDING 


which include more than 30 


1 produc acl ir 
“Cinea! Ciniost Rtioon Ce Qin COIN PAK 


borundum president, call 


i logical step in the compan nd z LABEL 
ps sos os . 


of decentralization and 

along basic product line n T CARTONS 

Electro Minerals Division is exp 

to provide effective qualit I , 7: . 

} I ct rar Ye 4 wats. * ' Yes, now you can buy Zinc or Cadmium 

me cruce snd grain We Plated Lock Washers in new (white tube) Machine 

we used by Carborun Crimped End COIN PAK, in 9 popular sizes: 3/16", 1/4”, 5/16”, 3/8", 
, 16”, 1/2” in tubes of 50, 20 tubes per carton of 1000 washers; 9/16”, 5/8” 


industrv at large d , 1/2 
and 3/4” in tubes of 25, 20 tubes per carton of 500 washers 


rhe 2-LABEL Telescope Cartons may be stacked upside-down or right- 
side up, and open carton may be telescoped in cover all with Readable 
Right-side up End Label. 


Sold Only through Recognized Distributors 


&} in JOB-PAK the New Bulk Package 





Volume 
Users 


The contents of a keg 
in ONE Shipping Con 
toiner divided into 6 
equal cartons—label 
ed and Counted 


Inner 


the some 


Fill in and Mail Coupon NOW 
J4\ C0. 


George N. Popham 
MILWAUKEE 12, WISCONSIN 





Gorham Tool Co. 
Elects President 








—— i 
shins inte tee PLEASE SEND ITEMS CHECKED AT NO COST TO US 
ach “aden” cae Sample box of Plated Lock Washers in COIN PAK 
1¢ - Full information on Coin Pak Trial Order 
Ls Rearat Home Assortment of Zinc Plated Lock Washers in Miniature JOB PAK 
ed : List Prices on all sizes of Lock Washers 


COMPANY NAME 
BUYER'S NAME 
ADDRESS 
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This job is safe... 
with genuine 
GIFTS at farewell 


Riedell, Weldor 
ncluded camer 


LOOK FOR THE Weldon Roberts Salesman 
, ‘ aa RED-U-BOLT Retires after 42 Years 

When you see genuine Crosby Clips on the “ wv 
iob, you know that safety is foremost. Fo > Pe _* | “ 7 r 
Safetv-conscious contractors insist eidon vert DCI ). TOI “a 
years, has retired to live in a newly 
on drop forged, hot-dip galvanized wcquired home in St. Petersburg. Fla 
Crosby Clips. Available in all sizes at Ay ely eg yr ompent in 
distributors everywhere. | 1912. he was its sole sal represent- 
itive and for a time travelled the 


CROSBY PRODUCTS DIVISION entire country. More recently he has 


AMERICAN HOIST & DERRICK CO. St. Paul 1, Minnesota handled the Canadian territory from 
Hamilton to Quebec and the New 


GENUINE York metropolitan area 


Friend raN his ll farewell 


dads gay Nm 
| dinner recently vas pre 
| . : 
| sented with several g 


Shaw Transferred 


THE NAME THAT Weldon ay hes titealened 


Edward A arte to represent its 


GUARANTEES SALES <1 beeen Agency 





CROSBY CLIPS, the leading seller among drop- 
forged wire fasteners, are backed by the hardest 
hitting merchandising program in the industry! 
What better proof of its sales potential! 


What better reason to ask for your CROSBY CLIP 
order on every call! 


CROSBY PRODUCTS DIVISION, Dept. 10-3 
American Hoist & Derrick Co 
St. Pew! 1, Minnesota 


OPPORTUNITY 
FOR NEW 
CROSBY 
cup 


Please send me full information on the Crosby fronchise 
in my oree 


NAME 


FIRM 
DISTRIBUTORS COMBINING i 

buying is what Mr 

Terrell Tool & Die 
W.Va 


ADDRESS 


CITY ZONE STATE 
422 2 2 eee eee ee ee ee ee ee ee oe 
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“ sell hard FACTS 
Mot promises 


LOCKHEED AIRCRAFT CORP., MARIETTA, GEORGIA 
..» MOVES FRAGILE INSTRUMENTS SAFELY 















that's why 
this ad 
rings the 
bell on 

the cash 
register” 


says Faultless Distributor 





Yes, we sell “per ‘ormance’, meer 
by know-how and 64 years of porno 
ized experience — that s what cour 
with the customer. My salesmen -~ 
armed with a collection of —— 
and documented case histories : at 
prove conclusively hou Fault ess 
Casters are making a notable contr’- 
bution to better materials handling 
We can show which Faultless Caster 
and what kind vf wheel will rong 
more loads quicker and cheaper. 0 
wonder our caster sales increase year 
after year. 










This Lockheed truck provides 
© cushioned ride with thick 
foom-rubber lining and 
Faultiess Double Action 
Spring Casters 

























OOM RE TB EOE AOE 
The Faultless SH 339-1¢ « 3 Coster has a unique construction 
thet maintains a level load on trucks when moving over wregular 
floors. Wheels contact floor surface at all times eliminate 
bounce— don't raise truck when mounting obstacles or drop when 
Passing over depressions in the Moor 













How Lockheed Aircraft Corpora 
tion, Marietta Division, materials 
handling engineers move the 
B-47's multitude of electronic de 
vices provides the basic infor 
mation of how many industrial 
materials handling problems may 
be solved. A truck was needed to 
move the material without dam 
age to the airplanes’ electroni 
equipment. In order to facilitar 
their movement and carry the 
load safely through the produc 
tion locations and Inspection Sta 
tions, the Transportation Depart 
ment of Lockheed decided upon a 
foam-rubber lined truck mount 
ed on Faultless Double Action 
Spring Cushion Casters equipped 
with pneumatic wheels. Lockheed 
chose the Faultless line after care 
ful study of available cushion ride 
casters. Faultless Casters were « 
lected since they best fulfilled 






4 Pages of “FACTS” 
for you every month 















SERIES SH300 


Time-tested by indus 
tries, this Foultiess Cast 
er is acclaimed for its 










Each month the solution to a be 
materials handling problem 1s “ y 
presented in a handy size folder. _- 
copies are sent to every importsn 
‘odustrial concern in your ee moet 
It is a valuable sales tool for hun re 
of distributors’ salesmen. It’s — o 
the Faultless Selective Sales Plan 


Te get the complete story, write today for 
your Fovitiess Franchise 


wse of standard, inter 
changeable wheels 
absorption of high impact shocks through use of 
large, durable springs under constant compression 
spring ond draw bor assembly o separate, in 
terchangeable member. Choice of spring tensions 
allows specialized use of this caster, according to 
loods corried and terrain encountered. Avoilable 
with hard tread semi-steel wheels, vulcanized rub- 
ber tired wheels, Plaskite hard tread wheels and 
Dreumatic cushion-ride wheels 


the requirements of providing a 
smooth, jolt-free, low cost ride 
for the electronic instruments. We 
can solve your caster problems. 
as we have for Lockheed Aircraft 
Simply call your local Faultless 
Caster Distributor listed in the 
yellow pages of your phone di 
rectory. Or write us today 








We have a 
marker for 


your every 


thing thet 

meves must 

be merted and to 

day mere then ever 
correct and dependable 
dentification is vite! to all 


industries 


o hundred yeors Old 
Forhtul and Amencan Markers 


For ever 


heve been produced for every 
end pur 
special creyons thet 


ndustrial process 
pose 
ore engineered for the job 
thet work hand in-hend 
with employees to do feos 
ter end betler work 


Steck sell the 


merkers your custe 


and 
mers ask for, Ameri 
con and Old Feithfvil 
the only depend 
eble line oll from 


one source’ 


Old Paithtul’s repy 
foton means move 
epect and 
sales for you! Write 


wom 


for more mtlormo 
hen and complete 
coteleg Dept Mi 
76 


THE AMERICAN CRAYON COMPANY 
SANDUSKY OnIO wEW TORK 


Eastern Representative 


R. T. Clanan 


he Deming Co. has 
district 
Atlantic 
(x ugue who has 


ippoimtcd 
| Clunan a 

in the Middk 
ceeding Ralph W 
etired 
Mr 


1942 and for the past two years has 


repres¢ nta 


states su 


Clunan joined the company in 


handled sales and correspondence in 
ill fields from the ofhice. He 
vorked in various factory departments 
for five years and served three years in 
the Navy during World War II 

He will maintain a temporary offic 
it the Salem, Ohio, head 
juarters until a permanent office on 
the Fast Coast 
time early in the ve 


} 
to call on di 


main 


compan 


established 
His job will be 
ind dealers and 


soTnic 
ul 
stributors 
work On specih pump applications 
for industry 

Mr has represented the 
company in the Middle Eastern states 
ince 1935 
for development of the firm’s distribu 


He ha 


iles expe;nicnce in water systems and 


Cx auque 


ind is largely responsible 


tor representation in the area 


industrial pumps dating back to 1902 
Before Deming, h« 
export sales He is a former 
ind treasurer of the National 
Association 's 
Ly partment 


joining directed 
of pumps 

retary 
Implement and Vehick 
Foreign Tt Manager 


ack 





CITY SINKING? 


Long Beach, Calif, thinks it’s sink 
ing and it thinks oil is responsible, 
National Petroleum News, McGraw 
Hill publication, reports. The 
pected lowering is coused, according 
to one theory, by removal of oil from 
the rich fields in that cree. So the 
city hes voted to spend $60,000 on 
@ survey to determine the extent of 


sus 


the movement 
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Named by Deming 


Ralph W. Geauque 





Booklet Describes 
Health Maintenance 
AY 


A, new booklet ith 
Greater Efhcien 
been published part the 
Admunistrat 
ment Series to assist firms 
ing health services f 

It includes sectiot 
ing and providing healt! 

their ysts, 1 

ment problems an 
rrving out sper 
Lhe authors stress | h as 
factor in efficiency ] 
profitability of a fir 


nance for 


Business 
in p 


mating ted m 


+} 


Catt 


nt 
resulting from 
Ameri 
billion a ve 

Chis amount 


costs in busin ti 


$9 ar, th 
out 
man hours lost 
In 
booklet. 
greatest 
Today 1 we 
health 
just as much 


most 
the 
investment \ 
ll-rounded prograt 
maintenance 
1 part 
productivity a 
nance and improvement of 


»b 
reasing m 
ma 
ind equipment.” 

Not 
ind 
signed tasks 
health among a firm 


pointed out 


only absente I but 


substandard perf 


re ws Its 


of 


Joins American Machine 


Edward S. Cobb 
editor of Product Er 
Graw-Hill put 
public relati 
chine & Fou 


formation edito 


if 


. 
ica? 
n ‘ 


indry ( 


sICKIK ind ! 


inte 
has 
Small 


Manag 


rovid 


mpioyees 
understand 


es, esti 


inage 


i vital 
es and 


eeism 
de nt 
nated 
point 
uillion 


the 
rCT S 
rke rs 


n for 


mployees is 


of in 
ainte- 
hines 


errors 


of as 


poor 
it 1S 





the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties— now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 


grinding, and machine tool applications. Chicago 


Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monrose Street, Chicogo 7, Mines 
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‘iim, *" 9 


in-a-gr ip 


. GRIP and DRIVE ALL 

HEX HOLLOW-HEAD 

SET SCREWS AND - P 

CAP SCREWS! AT CONTROLS S of machine in new 


line is illiam S " Itz, president of 


NO FUMBLING » S Sie d & Anderson Co., Newark, N. J 
NO DROPPING 





Stewart-Warner 
Names Executive 


\ra n. Cambere, f vice-presi 
: dent and director ver Iron & 
OVER 200 TYPES AND SIZES IN STOCK Steel ( rp., has been appo nted as 
sistant to Bennett Archambault, 

president of Stewart Warner Corp. 
He will be responsible for company 
ictivities im nnectior vith its pro 


Bais WALDEN Inc. 
459 SHREWSBURY gee - 
gram of diversincatior icquiring 


SRCESTER. MASSACH ' 


new product ind 1 from 
ther 








CAR MOVERS \|_ yy. 


SPURS & HANDLES 


SPRING WINDERS Fate & ak ak 


mite lubr ym equipment and Stew 


The sft LINE ut-Warner instr : en vision of 
Stewart-W amet lward G. Wick 
\ 4 latz was appointed manager of Ale 


mite and instrument engineering 
66 99 ® CAR MOVERS in three 
T SLOT BOLTS types Power King for 
heavy duty No. 5 New 
Badger & No. 249 Badger 
: . or stenderd duty 
ARE NOW FORGED © SPURS ground and 
IN on hardened to fit all mokes 
IN 1” SHANK DIAMETER py bd bye 
Maple to fit any type or 
—e- make of Cor Mover 


COMPLETE STOCKS 
FROM %” TO 1” DIA. 


Alemite Posts 


} 











You Can't Beat © SAFETY HANDGUARD 


fits on the hondle of any 


ZIP Ge — makes car mov 
Quality and Prices 


—~e— ~poaten SPRING 
WINDER will make « 
Sell The Best—Sell Zip <Mesdul wherever 

me — useful wherever 
springs are made for 
replacemest or small 
— lots 


Wengen! Ge enn ky ee DUPLICATING invoices at Bluefield 


GEO. H. SELTZER & CO. orcs pean | Hard kare ( | Bluefield W Va, Bar- 
DREXEL HILL, PA. ADVANCE CAR MOVER CO., INC. oe Rerpedpedabe tee geiig 


APPLETON, WISCONSIN adel 


I ecdced 
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FOR REAL BAVINGS 
IN WELDED BRANCH FITTINGS 


SHARP PEN@GILS SPELL... 


WELOOLET'S 


$700 was saved because Weldolets were 
used on the welded header shown at left. 
(Actual on-the-job photo.) 

if you are interested in saving money 
for your customers write us for further 
particulars. 

Weldolets are available in all principal cities 
from selective warehousing distributors 


WELDING FITTINGS DIVISION 


FORGE & TOOL WORKS 


734 MEADOW STREET, ALLENTOWN, PENNA. 
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BIGGER SALES | J- 4. Williams Names Sales Manager 
BETTER PROFITS 


“WERNER- 
ALUMILADDERS 


Aluminum ladders give industry real sav- 
ings in labor and wear. Werner, the largest 
producer of aluminum ladders, makes 
them extra rugged and reliable to more 
than meet industry's requirements 


Edward R. Burkerdt John B. Perkins 


the We . 
the om 
until his 


the 
m the 
No. 1400 Series Stepladders, 
4 ft. to 14 ft. 


Holds twelve men yet light enough for one 

man to handle with ease. Wide steps on 

both sides for double convenience each 

braced for sure safety. Heavy rubber feet 

prevent slipping. Substantially constructed . ; 

throughout ul ! i number veal Gerald W. Caruso 


No. 600 Series 
Platform ladders, 
6 ft. to 14 ft. 


Big 14” x 18” slip-proof 
platform provides lots of 





Steel Divisions Chain Belt Co. 

room for comfortable Name Executives Promotes Executives 

working. Side rails add 

to worker's safety Edward W. Clark, work lanag Chain Belt ¢ yppointed Wil 
Strong braces support f the Calumet Steel Division o org ian +} irling t board of di 


every step, add to ri- WA = Clee I ' 

gidity. Holds up to 800 ap, Ses Core oe . 
Ibs. Rubber skid-proof I t of the division i dditio c Wl ntinuc present duties 
feet hi i is works manager vice-president and manager of Mil 

Vokolek beet waukee operation 
Also ... for better sales... eeu . } ' 

} | cl na wor man Bernard Schne ac! 1a pecn pro 

Werner Industrial ; pr ‘ : 
wer } [ ’ rankli mote to chief er r for the con 


Extension Ladders 20 ft. to 60 ft. a : O1 ulpmen 
Single Ladders 6 ft. to 20 ft 
Step Ladders 3 f.to 14% 
Swing Stages 8 ft. to 30 ft 





Write for complete catalog information on 


sales-making,. profit-making Alumiladders WRAP-AROUND WIPERS To Sell Cambridge Lines 


R. D. WERNER CO., INC., Dept. 127 Windshield wipers thot will go Cambridg« Cloth Co. has 


Seles Office: 295 Fifth Ave, New York 16, N.Y. 
around the corner of wrop-cround ippointed ! rs Co., Hamil- 


windshields will make their debut on ton. Ont ribute th ompany’s 

WE RIVE Rou : : car 
some 1955 model cars, National Pe nes 1 thou Ontario and 

ee ee } ; 
troleum News, McGraw-Hill publica ie! " I he firm had cov 


tion, reports I ml itar Headquarters for 


be in Mon 
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TIME-SAVING, ECONOMICAL 
TAPPING SCREWS ARE USED 
IN AWIDE VARIETY OF APPLICATIONS 
THEY ARE USEDIN: SHEET METAL 
IRON, BRASS, BRONZE AND . 
ALUMINUM CASTINGS, PLASTICS, 
PLYWOOD SLATE, ASBESTOS AND 
IN FASTENING UNLIKE MATERIALS 


SUCH A 
S LEATHER TO METAL, AVAILABLE WITH SLOTTED, CLUTCH 
PLASTIC TO WOOD erTc. OR PHILLIPS HEAD RECESSES 


Spoced thread with gimlet 
point. Use in light sheet 
metal, resin impregnoted 

composi- 





plywood, asbestos 
tions etc. 


Spoced thread with pitches 
finer thon type “A” but with ° .130/,125 
some general uses. Blunt 
point for better appearance. 
Point requires less spoce. 





.147/.133 


nut for extra strength. 
Requires higher driving 
torques then “A” or “8”. 








*This information 
isavailableintab 
vior form for easy 
reference. Write 


for as many copies 
os you need 














FOR PROMPT DELIVERY AND HELPFUL SERVICE - STOCK THE COMPLETE LAMSON LIWE 


—y-z/- -7P- > 9- }-f-?-— The LAMSON & SESSIONS Co. 


1971 West 85th St. « Cleveland 2. Ohio 
CLEVELAND ANDO KENT, OHIO © BIRMINGHAM © CHICAGO 
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HIGH SPEED <q"7 7 REAMERS... 


Edward K. Welles, Jr. 


Besly-Welles 
Names Ad Manager 


Besls W elles Cor ha ippointed 

Edward K. Welles, Jr. as advertising 

te Formerly Eastern district sales man 

ager, he has directed sales in the New 

England area for the past two years 

Before that he spent four years work 

ing in sales at the company’s Beloit, 

mortar shells at Columbia Electric Products Company, Spokane. Wis., headquarters ; 

, _ Mr. Welles fills a vacancy left bi 

Standard Whitman & Barnes high speed reamers are used to Keith Hill, who resigned to operate a 
hunting lodge near Buffalo, Wy. 


remove the heavy burrs of 16 radially drilled holes in each piece. a mem oat t pete 
iS w pos ne wil C ‘ 
vertising and sales promotion of the 


company’s di rinders and cutting 





Shown above is the automatic reaming of fin assemblies for 60 M.M. 


The reamers are operated at 800 R.P.M. and the production rate 
is 1,500 pieces per hour. The outstanding performance of these tools 
W & B reamers is evident in the fact that Columbia Electric obtains New Order Index 


11,000 reamed fin assemblies per grind. For better reamer per- Rose at Year's End 


formonce—specify W & B. The new order index of industrial 
supplies and machinery ros steadily in 

November and almost yualied the 

Call yourwaes distributer year’s high of two m ths before, the 
| for best service and highest quality American Supply & Machinery Manu 
| He can save you money by supplying from facturers Association reported . 

The November figure was 146.2, 


his stock whot you need +! ’ 
v when you need j compared with the high for the yea 
in September of 145.1 


" bers ' ‘ » 
M Fine Tools Since 1848 Value of orders received in Novem 
ber 1954 was more than 46% above 

the base month of July 1948 





Please send me additional information 
NAME . SWITCH TO SOLUBLES 


COMPANY . A growing trend toward soluble cof- 
fee in the U. S. is indicated by the 
significant increase in its consumption 
cry STATE . 4 ‘ during the past ten years, Chemical 
Week, McGraw-Hill publication, says. 
WW © | T i 0 nl From six per cent (on a cup-for-cup 
u n t S basis) of all coffee sold in 1945, solu- 
ble coffee has increased its share to 

an estimated 30 per cent in 1954 


ADORESS 














oe 
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Metal & Thermit 
Names Sales Manager 
Metal & ‘Thermit Corp has ap Every 


pointed Donald K. Morgan general RiGhi> 


iles manager following the retire Pipe Cutter 


ment rf John B \Tinnon, vice-presi _ ES T iD ID 


dent and chief sales executive for perfect tracking 
Mr. Tinnon, who has been with a 
the firm since 1924, will remain as a 
onsultant 
©. L. Howland, former 
wer of the company’s welding 


ion, has been named assistant 


the gencral sales manager with he 
quarters in East Chicago, In 
Other changes ire Merritt 
Smith, manager of advertising and 
sales promotion, now also Eastern as 
vn to the general sales manager 
vith h idquarter in New York City 
Robert Brown, former Pittsburg! 
now we lding divi 10T 
vanager in Ni York City 
icth H Zeigles iles 
Pittsburgh since 195] 
burgh district manager 
Mr. Tinnon, a former <« 
the American Welding So 
member of the board of govern 
the National Electrical Manuf 
Association and has also beer 
n the Manufacturing Chen 
ociation and the Amer 


Mr, Mo oe more une more easily w with 


rgan, formerly with 





Machine Co., has been a sales con 
ulting engineer for several years. Re 
ently he was assistant to Mr. Tinnon 
it Metal & Thermit 

Mr. Howland for many years serve 


is district manager for th 


division in the Middle West Mdbnibae. Pipe phew 





Extra easy to use—beautifully balanced, you work with least 
effort . . . high alloy thin blade or heavy-duty cutting wheels 


roll right thru any pipe, almost burrless cuts . . . perfect tracking. 


Extra long sefvice—special malleable housings guaranteed 
not to warp or break . . . every cutter individually tested before 


shipment, all 6 sizes—'<"’ to 6’’; 4-wheel cutters to 4”. 


For easier sales, faster turnover, stock 


FReiGeis— the pipe tools most asked for 


THE RIDGE TOOL COMPANY «¢« ELYRIA, OHIO, U. S.A. 





DISPLAY for sales meeting i 
ynce-over by Robert Fouts, m 
Dallas branch of A. Y. McDor 
Co., Dubuque, lowa, and Gilbert 
of Parker-Kalon Division, Get 
can Transportation ¢ 
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AS ADVERTISED 
in leading indus- 
trial magazines. 


Newt Crum 


Flexible Steel Lacing 
Assigns Sales Area 


Newt Crum vn n hand 
ling Flexible Steel ig blexco 
ind Alligator belt f ner lines in 
California, Arizona and no, Nev., 
will now represent l mpany cx 
clusively as a direct factory represent 
itive 


In the past h 1as handled other 
This little tool can , 
onvevor and power tran ion lines 


in addition to the be rastcne! He 


pay for itself on one job! vill now sell both Flexible Steel La 


ing s ¢ yi d lin illied new 
lines, orking le ‘ ith supply 


lt can move 30 tons 2 inches in any direction ~ awl 
—closed it is 41% inches high 


in ideal tool for such jobs as pulling bearings (see 
ibove), repairing cranes, shovels, machinery, and equip- 
ment of all kinds—in fact, one glance will suggest more 
uses than we could possibly list. 

It's the 30-H-4.5 “Lo-Hite” remote controlled hydraulic 
jack with independent pump. It is designed especially for 
heavy lifting in places where a jack handle cannot be 
yperated. The independent pumping mechanism is con- 
nected to the jack by an 8-foot flexible rubber hose, per- 
mitting operation of the jac k from any convenient place 
vertical, horizontal, inverted, or inclined 








This versatile tool is one of the hottest items 
in the Duff-Norton line. All you have to do 
to sell them is tell prospects about them. Your 
sales manager has or can get complete infor- 
mation on prices and direct literature regard- 
ing the all purpose ‘‘Lo-Hite.”’ Ask him today! 
The Duff-Norton Manufacturing Co., P. O. 
Box 1889, Pittsburgh 30, Pa. Canadian plant, 
Toronto 6, Ontario. 











John A. McDermott 


General Sales Manager 
Named by Crobalt 

Crobalt, In has named John A 
McDermott general sales manager to 


direct national sales activities on hard 
+ 


“Giving Industry A Lift facing alloys and cutting tools. He has 
Since 1883"’ been a sales engineer for the firm for 


the past Kk vear 
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Small Business Courses 
Planned at 22 Colleges 


I'wenty-two colleges are holding 
management courses for owners and 
managers Of small business, Wendell 
B. Barnes, Small Business Adminis 
trator, announced recently. 

The Small Business Administration 
co-sponsors the sessions as part of its 
project to help management educate 
tself for greater efficiency in small 
“Surveys made by both Gov 
ernment and private groups show that 
inept or inexperienced management 
is responsible for more small business 
failures than any other single factor,” 
said Mr. Barnes. 

He said his agency had urged the 
nation’s 


hrms 


colleges and universities to 
help with the program as a contribu 
tion to the nation’s welfare by sched 
uling such courses close to home. 
The courses are administered en 
tirely by the educational institutions 
themselves. $.B.A.’s part in them is 
to suggest topics and offer guidance 
Che following institutions are offer 
Harding College, Searcy, 
Ark.: University of Denver, Denver; 
University of Colorado, Boulder; Uni 
versity of Connecticut, Storrs; Loyola 
University, Chicago; Municipal Uni 
ersity of Wichita: University of Kan 
is, Lawrence; University of Balti 
Boston University; University 
f Kansas Citv: Rutgers Universit: 
New Brunswick, N. J.; University of 
New Mexico, Albuquerque; Fordham 
University, New York City; Rensselaer 
‘olytechnic Institute Troy, N. Y 
racuse University of 
University of 
Phila 
ition, 
Rich 
Uni 


ing courses 


more: 


Universit 
Norman 
University, 
ia; State Board of Edu 

nd, Va.; University of 
Richmond, Va ind 

of Wisconsin, Milwaukee 

A leafict idditional 
formation on the i 
from Small Busine Admin 


nal office 


klahoma, 
: | 
Temple 


containing 


courses 1 





INTEROCEANIC CANAL 


Colombia has announced plans to 
build a 350-mile waterway from the 
Caribbean Sea at Darien Gulf to the 
Pacific Ocean neor Buenaventura, ac 
cording to Engineering News-Record 
McGraw-Hill publication. The $20 
million waterway, using the Atroto and 
Son Juon Rivers, is expected to be a 
shorter ocean-to-ocean route thon the 
Panoma Canal for Colombian coastal 
shipping 








Vertli-Line 
PUMPS 


are made in this new, 
ultra-modern factory 


Whatever your vertical 
pump needs, investigate 
Verti-Line pumps 
before you buy. 


Send for your free copy 
of ovr new booklet 
“Pumps For Sole 
Ask for Bulletin 1-25 
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At Layne & Bowler Pump 
Company, Verti-Line Turbine 
Pumps are made to the 
highest possible standards 

of quality control... 

In the foundry, iron and 
bronze castings are poured 
of metals that are test-proven 
to be superior . . . In the 
machine shop every operation 
must meet the industry's 
highest inspection standards 
... In the engineering 
department, every order is 
reviewed to insure proper 
selection of a pump that will 
meet the conditions of 

the application. 

More than 100,000 satisfied 
vertical pump users agree 
there’s no pump like 
Verti-Line for low first cost, 
economical operation, and 
negligible maintenance. 


in 
the factory 


on the farm 


Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 


general offices and main plant 


LOS ANGELES 22, CALIFORNIA 
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Here’s The Way To 
Get Production Up! 


Everyone in industry wants production up...and > sf 
tool costs down. It is simply good business. A b j 

good way to do this is to alwoys be certain you ie “ , fs 
ore using tools with real “cutting-mileage” built me i / 
into them. Chicago-Lotrobe Reamers ore these ow 

kind of tools. 


Field Service Engineer 
Named by Oldham-Rust 


Our files contain an almost unlimited number of 
testimonials from production people of the 
important industries. There is one point of The Oldham-Rust ‘ New York 
similarity in the letters... they all say, in one : my has appointed Herbert Robner as 
way or another, “we never fail to get increased . ~ th rio ~ " yer yon 
production from our machines when we use calling on industry with machine cut 
Chicago-Latrobe cutting tools.” You can experi- lery tools, he has al 1 to distribu 


ence the same results .. . try them and see. tors for Atkin v Division of Borg- 
Warner Corp. in t v Jersey-New 

York area, and spent ten years in in 
dustrial sak vith ller Brothers Co 
After studying a ratt Institute 
and Brooklyn Polytech, | vorked fo 
three vears at Frankfor Arsenal as 


research metall 


New Division 
Formed by Dallman 


Double-Circle Reamers 


Dallman ‘ i rancisco, has 
organized a new division to take over 
th ale ¢ I i] products 
warm air furnaces and air condition 
ing equipment dwin Ohse. who 
formerly headed th npanv’s Fre 


Better Service, too! no braich, is manager 


ger for th lin succeeds 
Dealing with a Chicago-latrobe distributor Mr. Ohs ao r 
gives a two-way odvantage. You get, (1), the Dallman has branches in Oakland, 
fastest service, and (2), drilling and reaming Son | 

oan 


Sacramento 1d resn besides its 
rancisco headquarters 
counsel from trained experts. Contact him soon. 





THIS AD WORKS FOR YOU 
IN 17 MAGAZINES | : AUTOS FROM SPAIN 


A Spanish automobile firm, Sociedad 





Espanola de Automoviles de Turismo, 
plans to produce 10,000 cors a yeor 





“within a very short time,” according 


\" e | to American Machinist, McGrow-Hill 
O- ri e publicction. Ultimately, when the mar 
\ : ket can absorb them, the firm plans 


t d 2 
DOUBLE CIRCLE 41) WEST ONTARIO STREET + CHICAGO 10 © produce 200,000 cers annually 


TOOLS e ORNMLS © COUNTERSINKS @ CARBIDE TOOLS 
© REAMERS © COUNTERSBORES @ SPECIAL TOOLS 
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THE BOSTON MAN 


— Smart Businessman! 


REPEAT ORDERS 
WHEN YOU HANDLE 
THE BOSTON 
LINE! 


i 


Alig 


Fast-Moving Boston Research 
gives you 
Fast-Selling Rubber Products! 


Boston's complete line of high-quality, priced-right industrial rubber products 


is a money-maker for every distributor who can call himself a “Boston Man.” 


The industries you serve know the craftsman-like job that Boston rubber specialists 
do. Boston's historic successes with unusual special-order assignments demonstrate the 
quality that goes into the more standard items—hose, belting, V-belts, 


matting and the entire Boston ling 


You can take advantage of this quality reputation. When you take on the Boston line, 


your prestige grows—and so do your company’s profits. Write today for full details. 


8 Oo 4 ° Oo ae BOSTON WOVEN HOSE & RUBBER CO., Box 1071, Boston 3, Mass. 
+ tr 2 7 


c - - Belting , : ° scking Tubing « Garden Hose « Tope « Matting and 
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sell shim stock 


by 


... not by the inch! 


This handy storage rack holds four cartons 
of 6" x 100” brass or 


in gauges of your customers’ choice. 


steel shim stock 
then enjoy 
No- 


tionally advertised top quality products. 


Sell the stock — sell the rack. 
the pleasure of your repect sales 


Your name printed FREE on rack with order 


for 25 or more racks. 


SIMPLE TO USE 
Customer simply snips stock 





© LAMINATED © 


off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 

















O COMPANY, Inc. O 





4102 Union Street. Glenbrook. Conn. 








DIAMOND 


DIAMALLOY 


WRENCHES 


Are best where use is 
heavy and continuous 

Made of special anal 
ysis alloy steel, carefully 
heat treated for rugged 


>] 
service, individually in lie. 


Q 
spected and tested e 


$s) 


& 


wt 
. 


yay 


oe 


The kind particular me- 
chanics choose Jaws 
are hardened and temp- 
ered, frames strong and 
true, threads and teeth 
smooth and accurate. 
Nickel-chrome plated, 
with buffed head. Packed 


in individual boxes 


DIAMOND CALK 
HORSESHOE CO. 


DULUTH, MINN. 


TORONTO, ONT. 


James S. Hamer 


Graton & Knight 
Names Representative 


James S. Hamer has been named 
sales rept itati of Graton & 
Knight Co. for the territory of west 
Kentucky, 
sissippi and 


i¢ rcp! 


central ‘Tennessec ind 
northern Arkansas and M 
southern Indiana 

With KeithSimmons Co., Nash 
ville, Tenn., since 1948 except for two 
years’ n the Air Force, he has 
for Buford Bros., 
for General 


SETVIC 
ilso worked five vear 
Nashville, and two vears 
Truck Sales, Nashvilk 
He will sell both Graton & Knight 
leathers and the 
International 


lines of 
Packings 


Sales Manager Resigns 
at Russell, Burdsall & Ward 


Emmet | Harding, Port Chester 
manager of Ru Burdsall & 
Ward Bolt & Nut Co., has resigned 
Formerly vice-president and 
manager of the Corbin Screw 
101 American 
ned Russe 


} 
) 4 


sales 
Divi 
ware (¢ orp., he 

I sur 1 & Ward five 
nm the Division 


future 
t remain 
ire industry 











APPREHENSIVE ABOUT 
APPLES 


A new source of potential danger 


was brought to light in a recent 
satety-poster competition for the chil 
dren of employees in a western tube 
McGrow-Hill publi- 
One entry, 


little 


plant, Electronics 


cation, says which pic- 


tured mony round red objects 
falling to the ground, wos captioned: 


“Beware of Apple Trees!” 
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Industry Automation 
Has Long Way to Go 


American industrv ha 
ized only about 10-15 
full potential applicati 
control, according to Hen 
president of Brown Instrum 
sion of Minneapolis-Hone 
lator Ce 

Sharper competition i 
dustry toward greater auton 
this confronts management 
most challenging opportu 
the beginning of mass produ 
said in a recent statement 
ogress in the field 

It is difficult, he said, t 
the actual amounts industr 
automatic control sinc: 
this field range from m 
giant cumputers, Geiger 
devices me isuring the ten 
molten steel. There is am) 
that these expenditure 
though, and the total 
have reached $3 billion 
in a recent McGraw-Hill 

Industry plans to 5] Cn STAR DEMAND GOES UP 


plants and equipment 


lees, Sani 9 Gr 955 teen hc ocd BECAUSE STAR QUALITY 


out, and estimates of what | ” 
of this is directed toward 1 
tion and improvements requit t iS Op Ua [ 


matic controls range fr 





Application to Broaden 
For over 75 years, Star Blades have been known for 


consistently high quality—quality that keeps demand on the up-grade. 


He predicted that IDI 
tomatic control 
larly in the petroleum . 
oy , That’s only one reason, though, why it pays to stock Star. Here are some others 
rec! industries I ne t 
hy id. will b Star blades have always been sold only through recognized distributors 
ne sak ili ¢ . 

mic energ roni Over the years, Star uniformity has made more people ask for them 
rmament : ' than any other brand. 


; 


i machiner I Consistent national advertising to your customers makes sales 
taink t easier, and easy sales are profitable sales 
° . 
The Star line is a complete line—every generally used 
type of hand, power and bandsaw blade, plus the 
famous Star No. 20 frame 





Experienced Star factory representatives 
are always available to solve special 
metal-cutting problems 
Imprinted sales helps avail- 
able without charge. 


iT PAYS 
TO STOCK 
STAR 


Inquiries Are Invited From 
Interested Industrial Distributors 


CLEMSON 


PAPER WORK for rkit assett CLEMSON BROS., Inc. 

& Wright, In ‘ ee is MIDDLETOWN, N.Y. U.S.A 

( i M. | t : Makers of Hand and Power Hocksow Blodes, Frames, Metal ond 
inager « Wood Cutting Band Sew Blades ond Clemson Lown Machines. 
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SOLD THRU DISTRIBUTORS 
For ALL SODERING—WELDING— 
BRAZING PROBLEMS 


Sedering Sticks + Sedering Ol' 
+ Sodering Flux « Staintess Steel Potish « Sodering 
Liquide « Sedering Syrup + Sedering Acid « Solid 
Sali Am * Send tor Free Sedering Chart which 
metiing point of all soders 


* Sedering Paste 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 














THERE’S AN 
EASIER 


1 WAY! 


TIME and EFFORT 


PENETRATING OIL 
AND RUST SOLVENT 


SULFLO 


Recommended for Use 


Corroded 


TOOLS, BOLTS, NUTS, 
Frozen STUDS, Ex: 


Comes in handy squirt spout pint cans and 
economy gallon cans 


on Rusty or 


Companion 
Maintenance 
Other Quality Products Items 
By SULFLO Pipe 
SULFLO Jowt Compounds 
Reguler ond Oil 
irsoluble Types 
SULFLO 
Soldering Fluxes 
Liquid ond 
Paste Types 
Avatlable 
Throwgh Your 
Favorite 
Supply House 


SULFLO 
INC. 


ELIZABETH 4 
x. i 


NO. 1 CUTTING OFL 
The preferred ot! of 
Master Plumbers ond 

Meintenence Men 


SERVICE ITEMS 


SULFLO BOILER SEAL 
SULFLO FUEL OL 
TREATMENT 


SULFLO BONER 
WATER TREATMENT 


Federal-Mogul Names District Managers 


Walter T. Camp 


Walter T. Camp has been named 
manager of the Chicago district of 
Federal-Mogul Corp.’s Service Divi 

! u ding Harlan C 

died Lt 


Skinner 
ember 10 

With the company 17 years except 
for four vears of World War II service 
in the Marine Corps, he was at one 
time a salesman in the San Francisco 
ict and later San Francis 
e 1952 he has been 
in Dallas, ‘Texas 

W. Gardner 


oO man 
distri t 


Wichita di 
igned is 
Man 
ilesman, tak 

i managership 
Portland 
ver district 
not yet an 


) I re is 
. manager. R. B 


Be tat nl 


(ruennert rormer 
to anot! 
ignment 


been Wichita sales 

years. With the 

mpany since 1926, he spent several 
n the Detroit plant and trans 
1949 to the Service Division 
in Detroit 
with the 
Previously he 
1utomotive and 
served in the 


ferred in 


s special markets managet 
Mr. Manguse ha 
company since 1947 
had worked in the 
allied fields and had 
Navy in World War II 


been 











FOR FISHERMEN ONLY 


The Soviet Fishing Authority hos 
placed a substantial radio order with 
a British firm for transmitters, all 
wave receivers, combined medium and 
short-wave direction finders and asso 
ciated units, Electronics, McGraw-Hill 
publication, reports. The units will be 
used on 20 deep-sea fishing vessels 
now under construction in Russia 
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George W. Gardner 


R. B. Manguse 





Behr-Manning 
Names Officers 
Edwin C. Evans h een 
vice-president of Behr-M 1 
und William I. Clark, J]: 
the president in additior 
is Secretar’ 
Mr. Evan 
1934 as 


sis department 


} | 
1 member les 


in purchasing coming pul 


went in 194¢ n 1952 he was 


director 


veor 1 
it Wa 


To Sell Wolverine Line 


W olvern 
nent & He 
\ B. Murrav Co 
sales agent for 


exchanger tube 


He t 14 


named 


s duties 


ined ft ympany in 


anal 

years 
hasing 

made 











ME€o 


J&L ads link the product with 


;  Bo0d distributer Service 
Fr J&L quality to users of 


2. They tell 
7 users of Stee] pj 
from the J&L Distribup?* * buy 
This ad wilt 
customers in t 


be read by your 
rade Publications 


Jal-Duct Steel Radiant Heating Pipe is especially produced to permit easy, 
economical installation trouble-free service throughout the entire life 


Specify JAL-DUCT of the building for which it is specified. 


. . . HERE’S HOW: 
Radiant Heating Pipe Easy Bending—Jal-Duct is made of soft, open-hearth steel that bends and 


forms easily without reducing inside diameters . . . allows unrestricted flow 


for safe, economical of hot water. 


Easy Welding—Jal-Duct can be easily welded by standard welding techniques. 


. . 

installations No Maintenance After Installation Properly installed, Jal-Duct will last 
the life of the building. Structural soundness is assured because Jal-Duct 
has a coefficient of expansion and contraction almost identical to that of 


plaster or concrete. 


For more detailed information contact your nearest 
Jal-Duct distributor or call... 


WELDED PIPE 
1/@* To 4* - ee 
SEAMLESS Pire C, / 


STEEL CORPORATION — Pittsburgh 


OVER 400 LEADING DISTRIBUTORS CARRY J&L STEEL PIPE LET THEM SERVE YOU 
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“SECRET” IS THIS TAPER 


PLUS 
THIS WASHER! 


/ SOCKET CAP SCREWS 


it last vou can use socket screws that 
will 


Leb: 10K 


not loosen under any vibration! 
are the answer to this 
and oil-tight. They re 


modifications 


LED-LOK CAP SCREWS 


I water gas- 


mbly 
ndards. Better get the facts on LED-LOK 


> ASSe 


hangs Ss oT 


D LC RE W 


HC Ww LE 
srer 1 


sTerP 2 


—_— 
i 
STEP 2 STEP 3 | 


, CREWS EXCLUSIVELY 


ssi Mate inate 


6500 AVON CHICAGO 31, ILLINOIS 
NLY TH 1 AUTHORIZED INDUSTRIAL DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 


Charles T. Everett 


Beaver 
Names President 


Pipe Tools 


Everett | 


Charl | 
president general manag 
rector of Beaver Pipe 1 

With the 
last vear a exe 
} 


sitrs 
itive 


vic 


md general manager, he 


that vice pre ident of 
brand (¢ orp \ major im 
World W if Il he I 


Universit f Cin 


during 
of the 


Republic Mfg. Co. 
Opens New Quarters 
Republic Mfg. ¢ 


1 new building on Br 


land thar 
for 
du ti 
Mpa! 


firms t 


Th 
the following 
Power Transmission ( 
Ind.; Air En & 
Minneapolis; Leinart En 
Atlanta nd Flow 
Sales ¢ Birming! 


ginecring 


U.S. Industries 
Buys Burbank Firm 


The Fra ration \ 
into the Vernon plant 
tries’ Axelson Mfg. ( 
Fray milling machi 
through the pr 
sales organization 


Axelson Milling 


ws the 


mpan mce 


ind 
_ In 
May 
president 
was 
Bingham-Her 
the 
graduate 
nati 


DpDe solid 


son 


n elected 


a di 


ot 


before 


Army 


The 
ld 
lathe 


be known 


hine 





Industry Itself 
Biggest Educator 


you call the shots 


+... we'll make them. 


As a Wood's Distributor, you can definitely 
depend upon us to meet your customers’ 
Power Transmission requirements, whether it 
involves field engineering assistance, main- 
tenance problems, special equipment for un- 
usual instalictions or rush delivery of power 
transmission equipment not in stock. 


DOUGHNUTS FROM YAM 
~ apnea? pod sat Nobody outsells Wood's Distributors because 
wheat in a newly-potented doughnut of delayed deliveries or esi product — 
mix, Food Engineering, McGrew-Hill formance. When a Wood's Distributor makes a 
publication says. In the process, pre SS py sale he can depend upon Wood's to help him 
: keep his customers sold. 





cooked sweet potatoes are mixed with 
soluble solids to form a smooth poste 
which ts blended with additional solids 


to form a first flour; the second flour , 
=.->s T. B. Wood’s Sons Co 
and then mixed with the sweet potot s a s 


Cambridge, Mass. «+ Newerk, MN. J. + Dellas, Texas + Cleveland, Obie 














253 


NDUSTRIAL DISTRIBUTION © FEBRUARY, 1955 








Units 
in 


Cree 


A 750-lb. Hydraulic Lift 
thet provides Versatility at 
LOW COST 


A rugged machine, designed 
with hundreds of 


moke it 


for safety 
ideal for 
Available 
in manual model, 3 units for 


uses thot 


shops of all sizes 


the price of one 


ae 


<< 
~ 
~ 

aw 


- 


Fork for pal 
lets drums, 
stacking Op 
erctes in 26” 
Giste Fork 
width adjust 
able 1414 

24 


2 


Platform tor 
moving tools 
dies fixtures 
Lifts up to 
55 Fast 


_ 
" 

smeoth opera \ 

tion 


Boom ideal 
for meinte 
nance, produc 
tien and tool 
room. Boom 
optional ex 
tre. Capacity 


500 ibs 


Get a lift you con depend on 


Write TODAY for 


literature, prices. 


MANUFACTURING 
COMPANY 


Manufacturer of Hydraulic Equip 
1221 Harmon Place 


Minneapolis 3, Minnesota 


Schwanhausser Named Worthington President 


Edwin J. Schwanhausser 








Walther H. Feldmann 


Edwin J. Schwanhausser has been 
elected president of Worthington 
Corp., Harrison, N. J, 
Hobart C. Ramsey, named chairman 
f the board 

Mr. Ramsey will continue as chief 
Howard Bruce, for 

board chairman, has been named 

rman of the ex committec 
urence E. Seark retiring as vict 
hairman of the board, but will con 


utive officer 


utive 


tinue as a director 
Walther H. Feldmann, vice-pres 
ident in charge of sales for the past 
four years, succeeds Mr. Schwanhaus 
ser in his former post of executive vice 
president. The new vice-president for 
Thomas |]. Kehane, former 
mt vice presid nt and general 
; manager 
William A. Meiter, central sales 
takes Mr. Kehane’s former 
post s; general sal 
Charles A. Butcher has been named 
vice-president for planning, after four 
years as assistant to the president 
New Central Region sales manager 
eeding Mr. Meiter is Clarence S$ 


i manager 
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succeeding 


Hobart C. Ramsey 


Thomas J. Kehane 


William A. Meiter 


Wentworth, f 

manager 
Fred 

since 

1949, has been appointed manager of 

original equipment sales, Air Condi- 
tioning & Refrigeration Division 

Mr. Ramse the lew 

Conti 4 


board ch iit 


5s 





* INSERTED TOOTH SAW 


For heavy production cutting of 
steel, brass, copper and aluminum 
Alternating square and beveled 
teeth “tri-vide”’ chips for easy cut- 
ting and clearance. Maximum saw 
clearance gives cooler, freer cutting 

permits exiremely high rate of 
feed. High Speed Steel Teeth can be 
easily replaced singly or in com- 
plete sets. 





%* SEGMENTAL SAW 


For especially smooth cuts on pro- 
duction work. Extra-service High 
Speed Steel toothed segments are 
securely held in a tough alloy plate 
by a tongue and groove design, have 
quick clearance for faster, freer cut- 
ting. Teethare alternately square and 
beveled for easy cutting and clear- 
ance of “tri-vided”’ chips. Can be 
sharpened on any automatic grinder. 


For Fast Service 


from 





* SOLID TOOTH SAW 


For general shop cut-off jobs . . . for 
use on smaller automatic cut-off ma- 
chines, and for cutting jobs where 
narrow kerf is important. Clearance 
ground and furnished in High Speed, 
Si-Maloy (Pat.), or Semi-High 
Speed Steel. Simonds own steel, plus 
accurate heat treating and grinding 
give these saws longer life, more de- 
pendable performance. 


OoOnos 
rial Supply 


Complete Stocks 
_ RIBUTOR 








SIMONDS 


| SAW AND STEEL CO. Z 


ll Foctory Branches in Boston, Chicago, Sen Froncisco ond Portland, Oregon 
Conodion Factory in Montreal, Que. Simonds Divisions Simonds Steel Mull, 
leckport, N. Y. Simonds Abrasive Co., Phile., Pa., and Arvide, Que., Conede 


CIRCULAR Metal Cutting SAW 
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1. BUILT-UP ROOFING SPECIALTIES MANUAL is only one 
of the Carey individual product manuals made available to 
distributors for use with customers. Architects, engineers, 
contractors, and industrial executives are pleased to re- 
ceive this valuable compilation of roofing data. 


‘e 't. ree 
@, 


Oe Ree, 


4. POWERFUL INDUSTRIAL ADVERTISING is a key part 
of the Carey distributor-help program. Advertising features 
actual case histories where tangible benefits result from 
use of Carey products. 

Since Carey products must be sold to men who have an 


important voice in buying, Carey selects magazines care- 
fully to get maximum results from advertising expenditures. 


“FACTORY... 


MANAGEMENT AND MAINTENANCE 











a 
—=—S 

2. OTHER CAREY MANUALS used by distribu- 

tors are shown above. Included in these books 

are numerous drawings and photographs showing exact 

method of application and erection. Manuals are kept up- 


to-date with frequently-issued additions and changes. 


5. L. CHARLES UNDERWOOD, Manager, Sales Pro- 
motion and Advertising, The Philip Carey Manufac- 
facturing Company, reports on the job assigned to 
industrial advertising: ‘Executives in the plant opera- 
tion and manufacturing divisions of industries are 
vital to the sale of our many industrial products. We 
look to advertising to carry our important message.” 


3. MAILERS, such as this one on Carey's new Fire-Chex 
Vapor Barrier are used frequently to interest architects, 
engineers, and industrial operating executives. 


6. “FACTORY HAS BEEN ON OUR SCHEDULE for many 
years . . . and it is just as important to us today as when 
we first started using it,"’ says Mr. Underwood, ‘'It is a very 
able means of reaching the industrial buying group in 
charge of plant operation." 


Distributors who handle the Philip Carey line get the 
help of powerful advertising in FACTORY .. . do YOU on 
the product lines you handle? 


sales volume for you—on every product line you handle. Ask for the sales support that includes regular advertising in FACTORY 


A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 








NO caus « DAMAGE 


4 et Hee ael case et 


- to HAMILTON ——_— 
Revelation 
SUCTION gel revit 


ue 7, CORD INSERTED 





Charles A. Butcher 


man, has been president since 1949 
A graduate of the United States Naval 
Academy. he has held various execu 
tive posts in ngin ring ind 
manufacturing 
poration in 192 
Mr. Schwanhau 
ident, joined W 
became a director 
tive vice-presiden | } 
Ne Cs = Mr. Feldmann 1 Electric Ma 
et. te : ; aS: , P chinery Manufacturing Co. in 1922 
.. CRUSHED BY TRUCK TRAFFIC . ED SHAPE ind was its presid r n it became 
1 Worthington ibsidiary in 1944. 
No wire is used in the carcass of Weather and wear-resistant cor Mr. Kehane has b vith Worthing- 
Hamilton REVELATION Suc rugated cover over the multi-ply ton since 1915. Mr. Meiter, with the 
tion Hose. Specially-treated, hard carcass provides a smooth-bore compan nce 1927, wv first a sales 
twisted cord and multi-ply heavy suction hose for mining or con engineer in Cl d ai later 
duck insure recovery to original struction work in six popular headed the Buffalo district of Mr 
shape and prevent conventional sizes from 1” to 3° I.D. Ask your Butcher was vice-president and general 
failure due to crushing abuse Jobber for details, or send for manager OF rocker heeler Electric 
our literature Mfg. Co. when | ned Worthing 
ton in 1950, and before that had been 
with Westinghor lectric Corp 
ves, REVELATION SUCTION Mr. We rth started with the 
HOSE is designed to meet specific needs, company in 192 ts Los Angeles 
just as are the other 22 industrial hoses distn t, later : ssively as 
genera me n St. Louis, 
listed below. Write us today for further senionel maneeer of sie in 


information, literature and prices No vision in icago, gen 
obligation, ot course eral lin lesn 1iCago, and, 
since 1950, Detr distr manager 
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CREAMERY ROAD BUILDERS TANK TRUCK 
DREDGING SLEEVES ROCK WOOL VACUUM 
ACID HOSE FIRE SAND BLAST VARI-PURPOSE 
Aim HOSE FUEL LINE SPRAY WATER DISCHARGE 
BREWERS HOSE PAINT SPRAY STEAM WELDING 
CONTRACTORS PLASTIC HOSE & PIPE SUCTION, WIRE-INSERTED WIRE BRAIDED 











Be sure...use Hamilton... Always dependabie! 


HAMILTON RUBBER 


MANUFACTURING CORPORATION 
Executive Office and Factories, 101 Meade St., Trenton, N.J. 


Branches in 


CHICAGO + CLEVELAND + HOUSTON © PITTSBURGH 
INDIANAPOLIS + LOS ANGELES » NEW YORK + SAN FRANCISCO Cseaen 0. CGeatuenth 
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Equipment Distributors 
See Tough Competition You can sell more tools 


Construction equipment distribu 


tors think business will be good this on every call a when 


year, but competition will be tougher . ‘ 

Most of those polled recently bi rT nay il Ss 
their trade ceoieaiiok: Associated you se icaaim 
Equipment Distributors, predict that 
construction volume will continue th« 
trend of recent years and increase agai! 
this year. Only a few feel that 
struction will level off and virtual 
none look for a decreasc 

Distributors reflected universal pess 
mism concerning the used equipment 
market, however. 





Some Had Lower Sales 


Although 1954  constructi 


passed the 1953 mark, sales 

struction machinery in many parts "7 Hine nae dea 
the country slipped below 1953 
When comparing 1954 with 195 
equipment distributors east of the Mis 


sissippi generally fared better tha = a © 


Western firms. Optimism con 





‘ 


troy 


increased sales this year is strong in a “ 
areas except New York and th , sama 
Northwest, wl re Ol 


, where predictions 





moderately optimistic 


Many Problems Ahead A 


Equipment dealers agre¢ 
petition throughout this ill 
their a ition ALLOY “SUPERRENCHES"” 
reports. Many fear that prof IN 386 SIZES ... 30 PATTERNS 
hrink is 1 result, ind there I I . k A Wu 
Openings from 5" to 3% 


' 
the keenest in years 


for firms that are relatively weak fir 
cially 

Used equipment is a major headach 
in the construction machinery field 


’ 


the survey showed. Almost all dea selection of correctly designed, durable Williams 


Thousands of plants now realize Williams distribu 


tors have something really unusual in the wide 


said their used inventor DOV tools stocked locally They can depend upon 
normal. The used market wil ml 

n lower, this year, they pred 
new depreciation schedules allowed } juickly, efficiently and economically. Consistent 


getting the right sizes and patterns t do any job 


} 


1954 tax legislation are expected advertising and promotion point up superiority of 
make used machinery less attract 
purchasers compared to 
chinery J. H. WILLIAMS & CO. 401 VULCAN ST. BUFFALO 7, N.Y. 
The new depreciation jul 
mversely, are expected 
ew equipment sale 
I spite ot the sc Dl 
rwhelming majori 
polled feel that 1955 + 
them as a wh 
d highway constru 
tht over-all construct 


the line; help you build profitable volume 


*"The Broadest Line of Its Kind" 


: ; CARBON AND ALLOY STEEL WRENCHES * DETACHAGLE SOCKETS AND 
Syntron Chicago Sales ¢ 1aS aj DRIVERS * INDUSTRIAL IMPACT SOCKETS * TOOL HOLDERS « CL‘TTER 
1 Gilbert Bilbrant and R. B BITS * LATHE DOGS © SET-UP TOOLS * "C” CLAMPS + THUMB NUTS 
AND SCREWS * HOIST HOOKS * EYE GOLTS * MACHINE HANDLES « ROD 
ENDS * CHAIN PIPE TONGS AND VISES * FLANGE-JACKS + PLIERS 
iwo ternton SCREW DRIVERS © HAMMERS * GEAR PULLERS © EXTRACTORS 


Join Syntron Staff 


pointe 
Dietsche to hand] les in the Chi 
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CASH IN ON 
WILLIAMS 
ADVERTISING 
SUPPORT. TALK 
WILLIAMS ON 
EVERY CALL. 





WRITE FOR 
CATALOG 302 


=< 





= 





-—ALLIGATOR— 


CONVEYOR 
BELT LACING 
: eto 4 ae ® 





Every 
Tooth B. E. Bostwick 
A Vise 





J. Wiss & Sons 
in Long Continuous Lengths for Conveyor Belts .. . Names Sales Head 
: "ackage ( ors, Ports : . » » ‘ : 
*% Excellent for Packag onveyors, Portable Loaders, Trenching and Ditching B. I Bostwick has been elected 
Machines, etc ; , aad 
‘ sid ll ( rg ( Ate « 
% In canneries where corrosion or rust is a problem specify Alligator made of nl egg we os - - - 
: advertising of J. Wiss & Sons Co. 
Stainless or Monel 4 ll 
With the company 27 years, he was 


% For magnetic separators or anti-sparking specify Alligator made of Everdur. : 
formerly general sales manager. 


% Separable and smooth on both sides 
*% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 


Order from Your Supply House. Ask for Bulletin A-60 


FLEXIBLE STEEL LACING CO.,46331exington $t., Chicage 44, lil. New Manual Outlines 


Fasteners Packaging 


JUST A HAMMER TO APPLY IT Ihe Industrial Fasteners Institute 


has published a new 40-page “Manual 


Easy to sell because on Packing of Bolts and Nuts” as part 


it's the soldering flux of its program for the uniform packag 
that’s easy to use. ing of fasteners 
The manual lists carton quantities 


that help you SELL Fast selling as well as ind weights for machine, carriage and 


fast acting to properly lag bolts as well as packaged nuts 
ecadiien motel fer ¢ Ihe standards are expected to help 
strong union. distributors reduce to a minimum the 
number of case sizes and give them a 


Gun toe standard case size from all manufac 


in the turers ~ ' 
long run. Ihe recommended practice is based 


GRINDERS on a revised listing of full container 
AL DOF = ; : Available im lia quantities proposed by the Institute 
BALDOR Grinders hb tet e os . oh 
af motors protected agalact dust dirt ortt - uid and paste to the Department of Commerce 
and metal partictes less servicing Customers like ts her r r : + 
eters are dynamically balanced or emeeth oo advan sare. Novembe rs - aie —_ of their sim 
eration. wide olen ence betwee wheele and me beck for more plified Practice Recommendation 
. a, gracteine oriadios 
Rubyfuid will | 460 > 
/ sings iv) ve ted tor tite > 
~ - ball. beari ~ tworicated ‘ make friends and R , 4 
ide range » te She. & te sdividuall J . " > en twa 
ht ae RAP RU BA build business for The booklet in tw parts, the 
shops and industry : you, too first part recording only the proposed 
Sturdy-bwilt for heavy-duty and fully guaran For steiniess A. 
teed by Baldor—a basic manutacturer of grinders steel. sell Ruby’s revision of R60-43, the second includ 
for more than W years 
6. Competitivety priced—e better value considering ee. ing the Institute’s recommended prac 
for that meta! 


1 
last 


tial mt « years of service 


tice for carton dimensions, carton 
BALDOR ELECTRIC co quantities and cas limensions for 
4344 Duncon A ST. Lous “% ° RUBY each size of produ t ust ymanily dis 
ve _M 

tributed in packages. The carton quan 
ask CHEMICAL CO. titics and number of cartons per case 
FoR i_. 76 S. MeDowell St ire so designed as to comply with the 

Bul 7 . 
‘ee Columbia 8, Ohio quantity requirements if the proposed 

* / eens revision of R60-43 


Result of Long Study 


4 Recommendations in the manual 
the result of long studv bv the 


Packaging Committ vf the Institute 


Baldor Beach Grinder ir 


motor, 8 wheels 
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following a survey some years ago that 
that 
lly the full container quantities of 
R60-43. Because of the erratic 
tion im quantities from item to item, 
is found that there existed a wide 
iety of container sizes and propor 
In all, the 17 companies coop 
g in the survey used 214 differ 
cases and no specific case was used 
re than one manufacturer 
Chis very compli 
| situation in any particular bolt 


found sroducers followed genet 


: 
Varia 


tw 


epresented a 


ind an even more compl 


\bber’s warchous« 


ted situation ma 


he received 


here pacakaged goods 
from several manufacturers,”’ the book 
: 


omments 


1947 Group Started Work 


In 1947, the Institute appointed a 


ymmittee on Packaging and in 1951 
th 


( 
employed a packaging technician 


problem was to arrive at quantities of 


bolts that could be packed in a 
yntaimers as possible Also. it wa 
ilized that the detail design of con 

uld not be standardized b 
of the variety of packing mat 
matcrial and 


s 
teu 
i¢ 


tainer 
cause 
con 


rials dimensions 


tainer designs 

Ihe solution, the committee felt, 
sume a case having minimum 
Then, by actual 
test packing, a series of cartons were 
determined which would contain 
round numbers of bolts, such as 25 
50, 100, et Any of 
within the 
s of the case 


was found 


was fo a 


dimensions 


] 
iInsiac 


these irton 


] nest neath minimut 
mp} 
sC ilone be ius 
ge numbers of 
smaller sizes of 

two smaller 

mtain nuts 

»f machine, carri 

g bolts 
The 


manual ICC 


packing system described 
rding to th 


mplifies the number of 
whicl 
} 


Da 


iScs ind prov ide $ Cases 


together on a 


S I 


tacked 


modular 





GREAT WHITE WAY 


The 18 street lights in Fifficktown, 
Pa., have been turned on again for 
the first time since 1932, reports Elec- 
trical World, McGraw-Hill publication 
They were originally turned off as an 
economy move, but the town's 15 fami 
have finally convinced commis 
to pay 


les 
sioners for 


them 


they con cftord 














on Stub Screw 
Machine Reamers 


in any specific size 
from .060” thru 1” 


Here’s another reason why your cards should read 
L&l in "55 — 24 hour delivery on Stub Screw Machine 
Reamers from .060” thru 1” — the quality and delivery 
your customers want and need! This offer applies to 
the first two dozen in each order of a given size reamer. 
Now take a look at the L&l deal — the most complete 
reamer line, broader range of standard sizes, price and 
delivery second to none, and the most complete dis- 
tributor sales story. Get full details — write for the L&l 
story foday, and stop gambling with less than the best 
in reamers. 


“the reamer specialists” 


LAVALLEE & IDE, INC. 
Chicopee, Mass. 
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WHAT ES  Mau-Sherwood Opens Branch in Akron 


Karnak 


ALUMINUM-ASPHALT COATING? 


Your customers will 
be calling for it. 


An exclusive blending of specially pre- 

pared asphalt and minute aluminum 

flakes forms a coating that provides 

unique cooling and protective qualities 

being used more and more by industry. 

The asphalt 

penetrates, 

: grips and 

" ay waterproofs 

the flat alumi- 

num flakes 

form an 

Opaque metal- 

lic shield that 

reflects heat, 

ultra-violet 

and infra-red rays. The combination 

preserves the roofing and provides a 

considerably cooler under-roof area. It 

applies by spray or brush as supplied 
in the container. 


Karnak is produced by one of the most 
reliable manufacturers of asphalt water- 
proofing products. It is made of special 
ls to an exact formula that 

the maximum protection at 

[ a warranty on each 

tifies that at least two 


juminum flak €s go into 


FREE UNIT 


welitt now 


Your Cu mer 


Heat Lamp Tester 
Dramat lily 


4 


| Par im 
N and “Mainter 
customers on Karnak 


Industrial Equipment 
ance” are selling your 
Be sure your customers will be satisfied. 
Sell Karnak, there is no better. Manu- 
factured by Lewis Asphalt Engineering 
Corp., 30 Church St., New York 7, N.Y. 


Karnak 


WATERPROOFING 
PRODUCTS 
rik t- Mail lil Ala, la A 


LAE Corp 
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new ofhce-warehouse 


] Mau-Sherwood Supply 
opened a new branch in 
Ohio. Under the management 
ink Quati, the unit will extend 
land firm’s coverage of an 
segment of the Ohio sales 


at the branch will be abra 
ind fittings, cutting 
hoists, and 


Stocked 
y ilves 
transmission, 
Iwo outside salesmen, 
ass ind Al Parcell, 
Akron territory. On 
ili be John Kisel 

w off warehouse, 
equipped with truckloading 
f ; lo ited it 752 North 


Main St 


will 


tele 


I} * ind 





Seattle Salesman 
Named by Bristol 
Ihe Bristol (¢ 
W ebbe T 
he Se 


Bi 
Ini 


ritory. He 


uppointed 


eld sales en- 
working out 


in the 


1943, he 
is imstru- 
tol’s New 


field sales 


istrument 





Starrett President Wins 


President Arthur H. Starrett, of The I 

Lafayette Leadership Baton as one of a 

Sons of the American Revolution for 

Here, seated, he initiated by civic 

which nominated him for the honor in 

K ler, violinist, and Jacqueline Cochr 
fr the national organizat 


4 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °* e CLEVELAND 13, OHIO 


“SHINY HEADS” “HI-CARBS” 
America's Best Looking Cap Screw Heat Treated Black Satin Finish 
Made of high carbon steel — AISI Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- C- 1038. Furnished with black satin 
ished hexagon head cap screws — fi » due to double heat treat- 
bright finish. Heads machined top ment. Hexagon heads die made, 
cnd bottom. Hexagon faces clean not machined. Points machine 
cut, smooth and true, mirror finish turned; flat and chamfered. Ten- 
Tensile str ength 90 000 p.s.i. sile strength in accordance with 
Carried in stock. SAE Grade 5. Carried in stock. 


“LO-CARBS” SET SCREWS 


ade of AISI C-1018 steel — bright Squere head and headless — cup 
r use > wher e heat treat point. Case hardened. Expertly 
is not required and where made by the pioneers in yn 
nary hexagon heads are satis Cup Point Set Screws by the col 
ids die made upset process. Cup points machine 
ned. Points turned. Carried in stock 
e st rengt h 


FILLISTER CAP SCREWS FLAT HEAD CAP SCREWS 


Heads completely machined top Heads completely machined top 
and bottom. Milled slots—less and bottom. Milled slots — less 
burrs. Flat and chamfered machined burrs. Flat and chemfered machined 
point. Carried in stock point. Carried in stock 


* 


“SHINYLAND” STUDS ADJUSTING SCREWS 
All studs made steam-tight on ta Valve tappet adjusting screws — 
end unless otherwise spentiied. ——— 2 head style — to blue print 
’ with flat and chamiered machined specilications—hexzagon head hard; 
poist Nut end, ove! point. Land polished if specified — threads soft 
e 


bright, to close tolorance—pointe machine 


awenn thseede ebiny turned; flat and chamfered. 


mirror finish. Carried in stock 


* 7 
CONNECTING ROD BOLTS SPRING BOLTS 


Made of alloy stee! — heat treated — Case hardened to proper depth and 
threads rolled or cut — finished to ground to close tolerances. Thread 
extremely close thread and body end annealed. Supplied in various 
tolerances — body ground where heed sha with oil holes and 
specified. Expertly made by the grooves of dilterent kinds, and flats 
pioneers in produsins connecting accurately mill 

t 


tod bolts by the cold upset process 


FERRY PATENTED ACORN NUTS 
For ornamental purposes. Stee! in- Tepped 1/4” to 3/4” inclusive 
sert — stee! cover Finish: plein, Cross section of Ferry patented 
zinc plated, cadmium pleted. Size acorn nut, showing how steel hexe- 
9/16", 3/4",15/16" across the flets gon out fits enugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 


The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment ...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrav 


licaily-operated Mulcoram this unique 


coupling is there fo stay virtually molded 


to the hose by a multiple gripping arrange-. 


ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose 
even under highest pressures Furthermore 
it is not necessary to alter the hose in any 
way before making the attachment no 
t buffing or cutting of the cover 


“MULCONROY Sicsk.... 


With the "Mulcoram” ond “Hole- 
dail” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details 


& 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily ond economically it can be 
operated in your own shop, with 
out skilled labor to provide coupled 
hose of ony description, with coup 
lings that can't come off and which 
actvally prolong the life of the hose 
by protecting it against the effects of 


continuous flexing at connecting points 


WHERE OTHERS 


Salesman 
| | and col 


BELYING NAME, Inside 
Robert | Wylde seem 
lected as he handles phone rder at 
Syracuse branch of R. C. Neal Co., 
Buffalo, N. Y 





Small Business Agency 
To Aid Financing Plans 


\ cooperative to imform 
nall firm f steps necessary to raise 
ipital through urities has been 
rganized jointly by the Small Busi- 

ind the Securi 
Ommission. 
ide the Small 
urrent mforma 
pplicable to the 


progi ill 


) firms, Serv 

S.E.€ ind similar 

st Regional and 

of the S.B.A., particu 

is where the 

does not have offices, will serve 
information cent 

Wendell B. Barnes 


Administrator, said in 


jocated im ar 


Small Business 
imnouncing the 
small firms have 
venture 
I Cxpansion 


program that many 
difhculty obtaining risk of 
capital for modernization 
One of the isons, he 


11 
that mai hr 


‘ 


suggested, is 
ns managements lack 
umiliarity with requirements to be 
> 


mm in issuing securnifi 


Special Rules for Stock Issues 


Ralph H. Demmler, S.E.C. chair 
man, said many small business manage 
ments are unaware that special regula- 
tions apply to sales of their securities. 
For example, issues of securities not 
exceeding $300,000 ar exempt from 

gistration under the Securities Act. 
ipon compliance with the provisions 
ft the ¢ Regulation A 

Among pr ts the two agencies 
will und ire publications 


ince with stock 
iT | 


MMmassion § 


educational 
ywNeTS 
wners at 
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S.B.A. field offices will be the follow- 
ing: the Securities Act of 1933, as 
amended; “Guide to Forms Adopted 
under the Securities Act of 1933;” 


an S.E.C. release with respect to pri- 


vate offerings of securities which are 
exempt from registration; “The Work 
of the S.E.C.;” and releases and forms 
dealing with the Regulation A exemp 
tion from registration under the Se 
curities Act for issues of securities not 
exceeding $300,000. 


Approved 1,964 Loans 


The Small Business Administration 
has approved 1,964 loans totaling 
$61,956,646 in the 15 months of its 
existence, Wendell B. Barnes, ad 
ministrator, reported recently. 

Of these, 1,061 totaling $57,258, 
654 were loans to assist small busi- 
ness firms and 903, totaling $4,697, 
992 were disaster loans. 

Private banks participated in 70% 
of the loans. 


Robertshaw-Fulton 
Moves Detroit Office 


Robertshaw-Fulton Controls Co 
has moved its Detroit sales offices to 
new, larger quarters at 8406 West 
McNichols Road. 

District staff members of the Rob 
ertshaw-Thermostat, Fulton Syphon, 
Bridgeport Thermostat and Fielden 
Instrument Divisions have their head 
quarters here. Charles M. Stainton, 
vice-president and director of sales, 
said expansion of sales necessitated the 
move 


Hamilton Rubber Names 
New Chicago Manager 


Hamilton Rubber Mfg. Co. has ap 
pointed Andrew S. Kaminski Jr., as 
division manager of its Chicago 
branch , 

He has served in the company’s 
sales organization both in the office 
ind field since 1947. A native of 
Chicago, he is a graduate of St. Louis 
University and a World War IT Navy 


eteran 





CURB ON CHEWING 


Pills now can be made with an outer 
coating so hard that they can’t be 
chewed, according to Chemical Week, 
McGraw-Hill publication. The coating, 
recently invented by a pharmaceuti- 
cal firm, is intended to protect the 
mouth from discoloring dyes used for 
diagnosis and from unpleasant-tasting 
medicines 











| 


LOVE JN 
TAHITI 

















“George defies anyone to steal our car. He 
chains it to a lamp post with Campbell Chain!” 


Campbell makes safe, dependable chain to meet 
every requirement. Practically every business 
uses chain . . . for maintenance . . . on the pro- 
duction line . . . or on original equipment. You 
can increase your profit-per-call by selling 
CAMPBELL—the chain that’s inspected link-by- 
link to assure long life. Write for your copy of 


our complete catalog. 


CAMPBELL CHAIN Company 


. CHAIN 


Portiend, Oregon + Sacramento, Californie 


| Main Office, York, Pa. « West Burlington, lowe 
| Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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the “CHICAGO” line 
of threaded products 
is a good line to follow 


rs 5 





eee ee 
ieee ee ee ee 


r | 


* Less soles resistance becavse— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less “on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that “Chicago” Threaded 
Products offer you a better line to follow “all down the line’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today 


This new 36 page catalog tells the whole 
story of the “Chicago” complete line of 
threaded products. Ask for your copy 
today 





aL “ri ™ HEAL 
AP SCREWS 
All “Chicago” Screw Products come 

packed in strong, easier-to-see packages 

Color coded labels mean faster selection, 

greater savings of time in your stock- 

rooms 


HIGHLIGHTS OF THE CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

« Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive “Chicago” stainless steel and brass fasteners 

in a large range of sizes and styles 
available for immediate shipment. 


7%e CHICAGO 


SCREW COMPANY ‘0 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


SAFETY PLUS” Socket Set Screws, alloy and stainless + Socket Head Cap Screws, alloy and stainiess, Flat Head, alloy 
« Socket Head Stripper Bolts « Socket Pipe Plugs « Square Mead Dog Pornt Set Screws + Socket Keys and Key Kits « 
CHICAGO Head Cap Screws, bright. heat treated. stainiess and brass + Square Head and Headless Set Screws « 
Fiat Cap Screws + Milled Stee! Studs + Hexagon Nuts, stee! and brass + Castle Nuts + Taper Pins 
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E. L. 


Distribution Manager 
Named by DeWalt 
DeWalt Inc. has appé inted E. I 


of sales ad 
mn manager 
for keeping 
the company’s field staff informed on 
wailability of various products and 
interpreting field requirements to 


management for guaging future pro 
duction. Expediting, routing and final 
ipproval of all orders and selection of 
transport faciliti for shipping the 
firm’s products to all parts of the 
country and many foreign nations are 

ilso among his duti¢ 
Supervisor of sales administration 
ince 1948. Mr. Barton had been a 
sales correspondent for six years previ- 
He joined the mpany in 194] 


Seco Industries 
Names Representative 


Mann, for listrict man 

rk and northern New 

g Steam Specialty 

' rol & Hammond 

»., Cleveland, ha ined Seco Indus 

In W k City 

Seco was recently named to repre 

ent the Strong li in its territory 
Charles Sechtig heads the firm 


Brainpower Wasted, 
Says Goodrich Executive 


Managements that over-emphasize 
= 


llege diploma are probably wast- 


s brainpower, Dr. Eleroy L. Strom 
g, manager of training and person 
nel research for 3. F. Goodrich 
Co. told a group business leaders 

recently 
Only a small proportion of Amer- 
a's population has had the advantage 
her n, he pointed out 


opulation 1s 
llege or uni 





ersity curriculum, so any company 
that restricts its creative-thinking and 


problem-solving jobs to college gi l 
ites is cheating itself of untapp 
mental reserves of great potential 

Dr. Stromberg addressed the re 
Ohio State Safety Conference 
Cleveland 

The former chairman of Western 
Reserve University’s psychology de 
partment called industry's cur 
misuse” of brain resources 
ling.”” He scored industrial leader 
for failing to train those who are 
tally capable to assume responsibility 
for management, inventiveness and 
science 

“It is certain that among the men 
ind women who constitute industry 
physical manpower resources, th 
ire many who, if given the opportun 
ity, could demonstrate that the 
ible to carry out many assignm 
iow classified as iobs for colle ge oI id 
ites,”” he said. “Industrial management 
needs to free itself by recognizing that 
maturity experience and growing 
knowledge exist in every man and not 
ilone in the college graduat« 


Taps for production .. . 
Dr. Stromberg said he was not argu P P 


ing im any way against colleges ‘ ; yas in all standard and special 
But industry, he said, has failed t 


upgrade both the college-trained and yt § we sizes ... . ore available from 
the non-college-trained to tasks p1 : : 
erly utilizing their backgrounds n . i your nearby Bay State Tap 


llege-trained people, he said 


burdened with tasks which distributor. Gain precision 


is adequately be performed b ) 
who have college ability wit! th a performance on every 
formal training tapping job with controlled 
Too Much Simplification 
contour taps, made by 
Another cause of wasted brainy ee 
I d, is the systematic approacl : a . BAY STATE TAP & DIE CO., 
ial jobs whereby I : : ‘ 
ome little more than a “he MANSFIELD, MASS. 
action 4 
ommended that mar 
re pains to examun 
its of specifi jobs It ma 
hat the people filling them 
e challenging tasks to k 
ind productive 
inl plified iob 


BAY STATE 





WORKS AGAINST PRESSURE 


A safeguard against over-zealous 
“Boy Scouts” is now avoilable, Contro/ 
Engineering, McGraw-Hill publication 
says, in the form of an automatically 
adjustable tourniquet. Pressure is con 
trolled by a self-regulating valve, 
which bleeds carbon dioxide to the in 
flating cuff 
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there’s nothing better than a satisfied customer We like it, you like it 


and the customer likes it 





For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Grifin POWERFLEX and Grifin SHARPFLEX 
better blades tor better metal cutting 


Our factory traine perts are ready to help you with your service problems 


Send for the Griffin Cata Now! 


(/ 1] 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: john H. Grobom & Co. inc., 105 Dwone Street, New York 8, N.Y 
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New Detroit Warehouse 
Opened by Permacel Tape 


Permacel Tape Corp. has opened a 
new suburban Detroit warehouse at 
615 Livernois Ave., Ferndale, Mich., 
six miles from the heart of the city 

The building is a modern-styled, 
one-story structure, equipped with 
scientific controls to store the com- 
pany’s complete line of pressure sensi- 
tive tapes and other products. It is de- 
signed to expand service in the Ohio, 
Michigan and Kentucky area, William 
Bullock, district manager, announced. 
George Fitzgerald, Permacel industrial 
sales manager, said it should provide 
more efficient operation in the “con 
stantly expanding” tape industry 

Permacel has other warehouses in 
New Brunswick, N. J., its headquar- 
ters; Chicago; Dallas; Atlanta; Los 
Angeles; San Francisco, and Seattle. 

The new branch, which has 11,000 
sq. ft. of space is equipped with drop 
down driveways and portable conveyor 
systems to ease handling. Controls 
provide for a 67-degree temperature 
and dry atmospheric conditions to 
prevent roll distortion and other ad- 
verse effects on stored tape 


Do Employees 
Understand Business? 
What the U. S. Chamber of Com 


merce terms “startling musconcep- 
tions” of American business were 
revealed recently in a nationwide cross- 
section survey of 1,100 white-collar 
ind manual employees, the Chamber 
has announced 

The Opinion Research Corp. con 
ducted the survey, in which em- 
ployees were asked, “Which would 
you say has done the most to protect 
the freedom of the individual in this 
ountry—government leaders, union 
leaders, or business leaders?” 

Some 59%, according to the Cham 
ber’s publication, “Washington Re 
port,” picked government leaders. 
Union leaders got 18% of the votes; 
business leaders 7%; all three, 1‘ 
ind no opinion, 15 

Another question isked was 
‘Which would you say has done the 
most to improve the living standards 
of the people in this country?” 

On this one, union leaders were 
given the major share of credit by 
47% of those polled; business leaders, 
18%; government leaders 18%; all 
three 5%; 12% had no opinion. 

Said the Chamber’s publication: 
Such answers can only result from 
misconceptions. For more than 20 
years businessmen have been the 
leaders of the fight to preserve the 
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freedom of the individual in this F as 


country. At times, they seemed to be 
the only group concerned 

“To most businessmen, it 
truism that our living standards are 
the result of the amazing productivity 
of industry. But many of their em 
ployees obviously don’t realize that 
only an increase in the production of 
gi woods and services can raise the gen 
eral living standard.” 


is a 


Not a Question of Faith 


lhe answers, the publication notes, 
indicate that employees may have little 
faith in business leaders. But, the 
editors add, answers to other ques 
tions on the survey refute that con 
lusion. Employees rated business 
leaders above government and union 
leaders in such categories as intelligent 
forward-looking, fair-minded, capable, 
hard-working, energetic, trustworthy, 
honest and truthful 


But Lack of Understanding 
t | i it 


savs 


Such answers make it clear 
employees respect businessmen,” 
the publication. “Therefore, 
only one conclusion 
inswers to the first two 
businessmen have failed to explain 
their role in society to their em 
ployees.”” 

Ihe editors cite Emile | 
Pont Co.’s employee relations 
director, for his emphasis the 
crititical need for vigorous efforts to 
and 


you Can 
from the 


questions 


draw 


du Pont 
du 
on 
explain business to employees 
others 

Mr. du Pont called the problem 
national’ but said it could not be 
solved by action in Washington. “It 
must be tackled by management every 
where, with each plant in each com 
munity taking the initiative to create 
understanding among their 
people, for understanding begins a 


own 


; 


home 
Tell Employees the Story 


“Take your employees into 
onfidence,” is Mr. du Pont’s 
“Show them their 
bound up in the company’s 
Demonstrate to them that their 
of the company’s earnings is fair 
proper. Don’t try to answer th 
representations of business enen 
in speeches to your associates 
lon’t need to be convinced, b 


advice 
how welfare 

welfare 
res 


it im your plant, among 
There is the field t 
ultivated. and because they knew you 
believe there is field 
you can be most effective. In 
ving days ahead, we will need 
ll of the industrial strength we can 
to block the advance of the 
of freedom.” 


employees 


ind you, the 
where 
the tr 


muster 


nemic 
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Plan Your Next Catalog 
for Years of Selling... 


%se-Leaf Binders 


Unless all your lines change every year, why 
reprint your entire catalog? Low-cost, easily 
inserted sheets or sections keep it up to date 
and in sequence... when you enjoy the sales 
advantages Heinn Loose-Leaf Binders bring 
You measure your gains in at least six 
important ways 


> No more staggering bills for tight- 
bound catalogs that may be obso- 
lete before they're in the field. 


> More efficient catalog distribu- 
tion, with sections going to some 
customers,complete presentations 


to others. 
> Greater customer interest because 


of logically presented catalog 
information 


> Easier selling, with no need for 
supplementary catalog bulletins 
that often cause confusion. 

> Custom styling that fits your 


> Less sales correspondence about 
“business personality.” 


catalog errors 
Hundreds of manufacturers and wholesalers place repeat orders with 
Heinn. They would advise you to mail the coupon for the whole story. 
Originators of the Leose-Leaf System of Cataloging 
Leaders in 1896 ... amd Sell Leaders 
pease eeeeneeeeeessosoesssseseosseesscoesee 


Probable Probable 
Quantities Quantities 


Representatives 
in Principal Cities 


Information, please 
CATALOG BINDERS 
(.)] SALESMEN’S 


~ CATALOG BINDER 
(WITH HANDLES) 


) INDEXES 
PRICE BOOKS 


COUNTER CATALOG 
PLATFORMS 


() Have your representative call. 


NAME 


TITLE 


FIRM NN 
ADDRESS El 
<i 
» 


269 


CITY, STATE 





WHAT DO YOUR 
CUSTOMERS WANT 
IN A VISE? 


SEMI-STEEL CASTINGS 
LONG LIFE 

EXTRA STRENGTH 
ACCURATE MACHINING 
UNCONDITIONAL 
GUARANTEE 


YOU CAN GIVE THEM AIL 
OF THESE AND MORE INA 


MORGAN VISE 


ie Aa 


HINISTS' VISE , - 


id Jaw Stationary Base 


~ 


it ‘Ss fils 


MBINAT 


Y BENCH c 


You can supply your customers with 
exactly the right vise for their re 
quirements fromthe complete Morgan 
line. Morgan vises are engineered, 
built, merchandised and nationally 
advertised to help the distributor sell 
more vises to the Industrial Buyer. 
WRITE FOR THE MORGAN DISTRIB- 


UTOR'S PLAN. 
MORGAN VISE COMPANY 


110 N. JEFFERSON ST 
CHICAGO 6 ILLINOIS 
Established 1892 


Hardware Sales 
Seen at 3 Billion 


Retail hardware sales next 
billion mark, the 


ycal Ihlay 
approach the three 
National Retail Har 
predicts 


Ihe estimated + 


lware Association 


750.000.000 
Russell R. Muel 


tor, said budget 


| 


er, association di 
elling and a pr 
licted increase in construction could 
yunt for the 
He said the budget selling plan, un 


credit will be extended 


added sales 


ler which 
where none exists now, is the most 


nportant de velopment in the 
1954 and 


The plan will be in operation 


indus 
try in perhaps in modern 
times 
spring, he said 


in many stores by lat 


Hard-to-Get Items 
Listed for Military 


irtment has com 
lanning List 
most critical and im 

which mobilization 
homas Pike, 
ot Detense for Sup 
innounced recently 
The list contains hard-to-get mili 

nd items that would account for 
80 percent of our total 


I he Defense Dep 
cted i Preter ntial 
ntaining the 
int items f 
inning is mandator 
Assistant Secretary 
ind Logistics 


timated 
hard goods 
n a general 


services als: 

l of “second 

| menting the De 
irtment 

Department also has 

Register of Planned 

listing 

that are currentl 

in the department's in 

planning pro 

iction Alloca 


approx 


t Alphabeti il 
fhces having 


yonsi bility 


Not Available to Public 
Pike iM veither the 
Planning List nor the 
egister 1 wvailable for 
vy exception to this 
identified officials 
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PRECISION BRAND 
ARBOR 
“oY SPACERS 
and SHIMS 


¢ 


pu 


FOR FAST, 
ACCURATE 
SPACING 
Tops n every respect 
Arbor Spacers and Shin 


accurate spacing of 
fer knives gong sows 
uses. They come neat 
thicknesses from .001 

7 


and *% to nole diamete 


WITH KEYWAY WITHOUT KEYWAY 


PRECISION STEEL 
WAREHOUSE, INC. 


44 Ww. KINZIE T HICAGO 24 LLINO 


AT LAST! Fay 


WHAT EVERY Ke? 
WIRE ROPE 1D 
USER 3 
WANTS! | 


“HAMMERBLOW"” 


Wire Rope CUTTERS 


Th 1 th lis + 
PROMPT ten >. Sa 
f ts 
—_— see 
industrial plants, ship- 
PROFITABLE yeuis, quanten, tud> 
4 : lis got EVERY. 
MARK-UP THING—10-second ac- 
tion: rugged construc- 
GUARANTEED tion: easy operation: 
safety. Light, medium, 
h d models. 
3 SIZES FOR tat etaaiiten sends 
ALL NEEDS a to local dis- 
tributors. 
re v y 724 B AUSTIN ST 


NEWARK 5, NJ. 
Bigelow 81046 
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of companies on the Alphabetical 
Register may, under certain condi 
tions, be shown entries pertaining to 
their own organizations 
Firms May Offer Capacity 

Any firm that is not on the Alpha 
betical Register may offer its produc 
tion capacity as a planned wartime 
supplier. It should do this by com 
municating with the military off 
which purchases the items it is 1 
making or would expect to make 
time of war. This office can be identi 
fied by obtaining copies of “Purchased 
Items and Purchasing Locations of the 
Department of Defense” and “How t 
Sell to the Department of Defense 
both of which booklets are availabk 
free from the Central Military Pro 
curement Information Office in Wash 
ington 

Any management that is not certain 
whether its firm is on the Alphabetical 
List can find out by contacting the 
nearest Army, Navy or Air Force Pro 
curement Office. 


Census Bureau 
Starts Big Mailing 


The U. S. Bureau of Cen 

started mailing questionnair 
2,000,000 firms for its 
g economi picture 

countn 

The mailings are divided into thi 
separate divisions—the Census of Bi 
ness (for wholesale, retail and 
trades), the Census of Manufact 
ind the Census of Mineral Industr 

Businessmen have been i 
make complete and a 
ind to return their forn 
for the $8.4 million 
project which will provid 
omplete business census 

Retail, wholesale and servi 
were tabulated in 1948 and 
tures in 1947 

Managements have been 
that del 
handling extensive follow-u 


iy in inswecring 


ensu takers, including t 
ills, telegrams, letters and 

visits, all of which add to the 

of the government’s project 
ies also will add to the 


lating 


Information Confidential 


Information given will be 
trictly confidential, Government 
ials have promised. The 
required by law and penalti 


xacted for failure to respon 


List Comes from Files 
1¢ mailing list 


firms is made 


always measure up! 


Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair 
play policy . . . and your assurance 
of extra profit and extra customer 


good will 


From factory to you to the customer 
B-RIGHT-ON products are satis 
faction controlled. They always 


measure up on 


PRODUCT Carefully selected ma 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality 


PROMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT 
ON distributor for what they need, 


when they need it 


POLICY— Brighton sells through dis 
tributors, backing up their salesmen 
with factory experts und~=s their 


stock with centrally located factory 
reserves 

Write for the B-RIGHT-ON Dis 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


THE BRIGHTON SCREW & MANUFACTURING CO. 
Cincinnati 2, Ohio 


1827 Reading Road 
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Information of the 


a. Security records 
same nature from another 1,000,000 
companies which do not have employ 
ees under Social Security will be taken 
from income tax returns 


The Census Bureau has 38 field 


f ii G id td offices where completed question 
or seiing ou Ss umMmps al the mceiend. ‘Thee ofl te 


naires i 
hecked, assorted and then sent to the 
Pump sales sometimes bog down on bureau’s office in Louisville, Ky., 


. eat _ | 
questions that seem more technical where information will be placed on 
punched c irds 


than they actually are. I 
The cards will be fed into two elec 
tronic computors at tl bureau's 


Washington headquar 
simple, three-step procedure that may It : 


The experience of sev eral pump sales- 


men for Goulds distributors suggests a 


is expected th by fall, pre 


improve your profit record on pump liminary statistical information will 
sales start to flow from the | uu. How 
ever, the operatior ll take some 
time, as one-third he firms being 

] lon afne 
what he’s going to pump, how fast, tabulated — om sya 
wailable until after April 15 tax 


Ist step—Find out all the details your 
prospect's pumping problem involves: 


from where to where. under what , 


filing date 
conditions. 
Asking questions shows an interest 


in his problem that no prospect will r : 
resent—and it answers the unknowns Don’t By-Pass Channels, 


that make you shy away from pump Electrical Group Told 
problems. Scoring attempts to by pass distrib 


I 
2nd step —Check the appropriate utors, Arthur W. Hooper, executive 
Goulds bulletins and manuals for what director of the National Association 
of Electrical Distribu ld a New 
Jersey trade group recently that the 

straight line he distributor 


Then, if you're still uncertain as to is the shortest distar between pro- 
ducer and consu! 
“We don’t har traight line to 
. = ¥ - , om re 
Goulds branch office. They'll be glad day, and we 0 my, oi 
feeling the result r failure,” he 
to help you in any way they can : ’ 
told the oh i] League of 


you need to know to help your customer 


select the pump that matches his need. 


whether you've made the best selec- 


tion, write or phone your nearest 


Esse 
bulletins — prices— deliveries—and 
i Newark, N. |] e are trying to 


any other pertinent information. fn ome anode dl ae Mek then 


1 number of angles . Some 
parts of the electrical industry appear 
to be following a rse or curve di- 


e 
. < ; 2 rectly opposite to the direction of the 
ee =u 7 _— over-all industrn 
, : He termed prod 1, distribution 
ind consumption the “masters” of the 
economy. “If each of these masters 
performs the duties assigned to him 
efficiently and in accordance with the 
principles decreed—not by them, but 
rather by the economy itself—then the 
standard of living continues to mount 
upwards and ther it 


} 
imong ill parts of the industry. 


| prosperity 


Suburban Moves Important 


He stressed the move of 17,000,000 
people to the suburbs since 1947 as a 


7 


factor which, along with increased 


— . 
— PUMPS I | population and increased family in- 
—— 2 ‘ come, necessitates a new look at dis- 


meEmBeR 
 ~! tribution as a “master 
i Se Falls | Calling for industry-wide coopera- 
tion, he said Somewhere we have 
New York lost sight of our main objective—to 
2 contribute our share to the building 


{TLANTA + BOSTON + CHICAGO « HOUSTON « NEW YORK « PHILADELPHIA of an ever-better nomy. No single 
PITTSBURGH + TULSA branch of the industry can accom- 
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plish the goal by itself 


f the industrv—utility, contractor 
ealer, manufacturer and wholesale 


istributor exists because it fulfills 


ed. However, when we start 
in attempt t 
ih the pipelines 


carries the 


Itimate user 
ompletel 
tribution 


Supervising Youth 
Described in Booklet 


for younger emplo 
good vork habits. and 
Ihe first section de 
iologi | makeup of 


sccond part gives pe 


help them adjust t 


vailable from th (, 
nnting Office, Washin 


the supph lasts 


Horton Chuck 
Names Representatives 


nd the Southern a1 
The FE. H 


New manufacturers repr 


} 


©, 


fey 
rr 


nt 








WHAT ABOUT SHEETS 


The Army's “Honest John” artillery 
missiles are protected with electric 
blankets prior to firing, according te 
Aviation Week, McGraw-Hill publico 
tion. The blankets keep the missiles 
explosive charge at proper tempera 


ture 





- Only Bristol distributors get this 


ouble-barreled selling power 


A complete line of both hex and exclusive multiple-spline 
socket screws gives Bristol distributors a real head-start on their 
competitors. 

On top of the sales edge that carrying both types of screws 
gives them, Bristol distributors can also count on these extra 
sales helps: 


ADVERTISING AIDS Engineering data sheets give y 


; : os ' 
National advertising campaigns create technical answers you need 


prospects SALES AIDS 
Hard-hitting direct mail drives home 
product features and advantages 

Envelope stuffers and advertising novel- 
ties remind customers of your produc ts 


Window display stands <1 
breadth of Bristol line 
Shows ond displays demonstr 


. uct features 
Bristol's copy and cut services help your 


wn advertising 
INFORMATION AIDS 
Publicity releases keep prospects in step That's the kind of help that 
with product development both dollars and sense for Bz 
Bulletins, price sheets put facts and fig- tributors. Still a limited numb 
ures at your fingertips distributorships open, too. 


BRISTOLS “es. 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 


Smartly packaged samples |i 
put your best foot forward 
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FROM THE 
BIGGEST 
TO THE 
SMALLEST 


A Full Line 


of Unishears 


by Stanley 


U3610 
Cuts up to 10 gauge 


Stanley offers a complete 
line of electric shears with 
cutting capacities from 18 
to © gauge hot rolled steel. 
6 portable models, y bench 
models and the big floor 


unit shown above. 


Stock Stanley Unishears 
and be ready to supply the 
right shears for every cut- 
ting job. Write Stanley 
Electric Tools, 482 Myrtle 
Street, New Britain, Conn., 


U218 — 4% Ibs. 
Cuts up to 18 gauge 


6 [STANLEY] 
Electric Tooke 


A Division of The Stanley Works 


for complete details. 








TOOLS © HARDWARE © STEEL © STEEL STRAPPING 
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Douglass Lindsay 


Southern Representatives 


Assigned by Fairbanks 


The Fairbanks ¢ | ippointed 
Douglass Lis to its Virginia terri- 
tory, succe ng har W. Freeman, 
Jr.. who | been transferred to 
Georgia 

Both represent will sell the 
ompan n [ hich will 
be serviced f{ t ; fac 
torv and wat Rag 
land, manager of the fir yuthern 
Area branch office e, an 


} 


nounces 


Charles W. Freeman 





ABUNDANCE OF HEAT 
ENERGY 


World resources of uranium and 
thorium promise 22 times as much 
heat energy as those of gas, petro 
leum and coal combined, Electrical 
World, McGraw-Hill publication, says 














Vanton Pump 
Moves Offices 


from New Ye 
illside, N. J 
mpany officer 
ilities was made pos 
d production and res 


ind was 


Continental Serew 
Names Representative 


tinental Screw Cx 
Willard G. Hart 
ntati in Mint 
ind South Dakot 
fice [ 1 St. I 


Scovill Executive Named 


S ll Mfg. ¢ 
Hick 


Vy a 





RADAR ON WINDSHIELDS 


Interceptor aircraft eventually may 
hove rodar information displayed di 
rectly on the cockpit windshield, ac 

rding to Aviation Week, McGrow 


H publication. An electrical firm 


! 
has developed transparent phosphors 
which, in combination with flat pic 
ture tube developments now in pr 

gress, moy permit radar imoces on 


windshields instead of on specic 


reens 








4 eae 


SOLDER 
—_—_—_ 


AARRAAALAR ES 


SBA eKe 


(Aig 


SEND TODAY for Kester’s new 78- 
page informotive textbook “SOLDER 
. Its Fundomentals and Usage.’ 


e almost universal ace eptance and popularity of Kester Fiux-( ORI 


SOLDER Is largely du 0 its qu ilitv, based on constant solder alloy 


ntrol ind onsistent flix for nulae Ke ster comes in ‘ fluxe _ with all 
iilable In 5 core SIZeCS A) nce Ke ster s the type ol solder that 


everybody wants, it’s far easier to sell and to sell it again and again 


You see, a full spool of Kester Flux-Core Solder never lasts very long! 


KESTER SOLDER 


O M PA NY 4201 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, New Jersey * Brantford, Canada 
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Psychological Testing Aids Any Size Business 


ts have con 





nt io ceve I two types f 


= 
t tandard 


which permit imm«¢ ‘ iluation of 

the peopl tested | indards hav 
ing been established in idvance 
presentative groups 0 essful « 


ind the 


Not the Complete Answer 


The muti 


wa t ’ 


which f 
king the correct on . 
tra 


4 iin 


ft tour possible imswers given for cach +) oat 
i¢ ip] 


: , . 1; : t . 
restion. The person being tested | the physical examination. But ” 


vy, fv inutes w é , , 
Sa nve minute to answecrt a can give ts not ybtainable = else 
many questions as he can correcth ate the tented cleien 


ifty stions are used in the test in 
Fifty question ; In the hiring process. for examp! 


el 
tudies have proved that many basi 
psychological traits required for efh 
rent performance innot be spott 
im a face-to-fa intervi Extreme 


dificult to gauge ar ich traits 


perception attitude, which is basi 
good lerical work kotor COOT 
tion, for the semi-skilled worker: 1 


orv and extroversion r the sal 


P U R E MAN I L A ind judgment and org nizational 


it th techni 


ROPE Ao, 


traits whi 


“W ATERPROOFED” or attract 


wh h 





and 


“MILDEW-PROOFED” 


For your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 
Hiring 


Fitler research has developed a powerful 

new substance for the control of mildew. ‘ 
mold fungi and bacteria with which each 

fiber of Fitler Pure Manila Rope is thor FITLER 
oughiy impregnated. Now, these ageold 

scavengers of cellulose—digesting fungi 

which for hundreds of years have robbed 

good rope of useful service, can at last 


be controlled 


SOLD BY INDUSTRIAL DISTRIBUTORS SINCE 1804 


THE EDWIN H. FITLER CO. ning 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
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me and money 

ing attempts to train peopie wh 
lack aptitudes to absorb that particula 
training. Aptitude tests are the most 
effective wav of determining the em 
] ' 


lovee’s potential to learn 


l'ransfer—W hen a present employ 
being considered for transfer fron 
ne job to another, it is essential t 
know his aptitudes to perform the new 
His test scores, taken as an ipphi 
nt and on file, should be consulte 
lation to the new job classifica 
If he was not tested as 
int. he should take the tests bef 
ransfer decision 1 
ts 


IFES 


Promotion—Studies 
ver an De a fil 
potential as a su 
iobs have enti 
i] pattern 
be checked, bef 
bilities for th 
losing 
i¢ FAN 


Discharge—If an 


begins to slip or he | ’ 
em, it is well to test him t f : 


! placed lacks the } 


ttern required by the jol uf 

ot” hay ong ep any TWO-WHEEL AND PLATFORM HAND TRUCKS 
d beto e qu 

d Rugged construction, smoother operation takes the load 

Five Broad Areas of Traits off your customer's mind. The most complete line of hand 
_ : and platform trucks for every kind of service. 


Careful inve stigations over the past Tie-in to Cash-in with Fairbanks high-impact direct mail 
irs have isolated m program that’s pre-selling your customers to create sales 
\ological traits in human be for you! 

aa ag cen a This month your customers will be receiving Fairbanks 

ie sores oak a | hard-selling letters and promotional literature on 

fe ial ' Fairbanks Two-Wheel and Platform Hand Trucks. 

5 This means extra business, extra profits for you if you tie 

your own promotion and selling in with our “Product of 
the Month”. You chalk up extra sales! Extra profits! 


of strong and w 
each emplovee shoul 
elv as possible wit! 
h uses the trait 
When a m 
lls for the ps' 
he is weak 
he im Wor 
ow hard he tr 
holo 
roup 


x! 


l. Aptitudes—Th: 


rfactor ree 
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YOU CANKOT BUY 
YOU CANNOT SELL 
betterpipe couplings 


— 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 
made to A.P.l. and A/S! 


Specifications 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 
monufactured to 


A.S.A. Stondords 


Write today for Catalogs and 
current Distributor prices on 
Harrisburg Couplings and Flanges 


MSC 4D 2/54 


ie: veaes ia PERRSTLVAMIA'S CAPITAL 


Harrisburg Steel 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 
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tw nen both witl } ptituaes, one 
because 


} 
il 


may be the bet 
of his other psychological traits, su 


as interests and personality 


2. Interests-Motivations— These are 


und dislikes, and the 


a person's like 
Interests are tested 


goals he has in life 


] 


for such areas as sales-persuasive, serv 


i 


hani al. clerx il, 
computational, and literary. Motiva- 


tions includes the man’s drive toward 


ce, sciaentinc, mi 


} 


such goals as prestige, problem-solving, 
practical business affair ind social 
It is very important that the 
employee like the types of assignments 
Similar it the 


| the proper goal 


welfare 


involved in his job 
key-personnel lev 
pattern is essential 


3. Personality-Temperament Traits 

Il hese ite i ps ! CT mal and 
ocial adjustments—how well he gets 
ilong with othe: whether he is ex 
troverted or intr rted, aggressive o1 
ring, how much h tands on hi 
reet, leader 

ind initiative. For posi 


f a sales, contact 


qualities, per 


UPervISOTy 
personality testing in essen 
iflet claim For 
d-some technical fields, a 


eric al, mt 


but not 


4. Biographical background—This is 
DCTSO! | ! ite, in terms of 
history 

health, 

ipplicant 

the habit 

1 good 

of what he likely to do 

neral ma 
nformation 


iture ind of h 
ind stability. This 
ype obtained fro 

ink and interview 
nd in the biographi j 
the weighted application 
nd the non-directive inter- 
Jobs have been studied to de 
termine those biographical traits which 
ire actually related to job success, and 


to exclude the wl 


5. Skills—Th me 


e an ‘ i pecific fields, 


person’s 


vision, office 
hin operatio skilled factory 
rk. Skill is essen 1 in many job 


rmance of 


iS enginecring 


ror mmmedi 


issignment ie ests for par 
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A NEW 


AUTOMATIC 
VALVE 


TO SOLVE YOUR 
TANK OR DRUM 
FILLING PROBLEMS 





———— 
Here is the solution to your container 
filling problems. It is the DAVIS two- 
step solenoid valve especially designed 
for accurate weighing and filling. No 
more guesswork, no more spillage, no 
more waste. You get faster filling that 
always keeps step with production.This 
valve is ruggedly built to withstand 
years of hard service. Standard or 
explosion - proof housing available. No 
matter what liquids you are handling 
DAVIS can meet your need, giving you 
the most efficient, economical opera- 
tion possible 
ATTENTION JOBBERS 

Here . : ar - 

ar liffere ari 
of 

¢ b ~lu and 
have Olling p 
compiate details t 


er Ahm iicltit See) Mitel 11h, bs 


2544 Sovth Washtenaw © Chicago &, Illinois 





ipply his aptitudes in terms of hi 
interests, personality traits, etc. At the 
key-personnel level, the author sug 
gests. it is often desirable to use a 


complete battery of tests covering all 


five areas ha o 


Five “Job Families” 
































Each job in business has a 
of traits which are require 1, 
those which have no significance The 
Dictionary of Occupational Titles,’ 
published by the U.S Depart vent of 
abor, lists and defines 40,023 
iob titles. However, when the 
tudied in terms of the 

gical trait patterns the fall 
ice of industrial ps 
to relatively few “job famuil 


major job families 


has its 
traits, different from 
other familie 5 Ch major 
have been further 
term their p 
into 24 “job area 
is follows 


Cl rical: juUnIOT cle rk 
iT ichine operator 


lerk, secretarn 


Mechanical: unskilled 
worker, factory-ma 


‘Spi Rida d meee tren Advertising and Sales Material 


Sales: sales cle “a Helps You Sell More 


lechnical g 
tec! ul, writer 1pm ISEFUCTOE Each month, thousands of your customers are told about the 
Face advantages of Flex-O-Tube hose, reusable fittings and hose assem- 


Supervisor 
blies in leading trade journals. 


t : ti TY pcT 
Are they interested? You bet they are . . . we have the inquiries 
to prove it. This kind of consistent, effective advertising helps you 
sell your present customers more easily and opens important new 
doors for these and your other lines. 


Patterns Are Known 


But that’s not all; Flex-O-Tube also provides you with effective 
selling tools. Catalogs are easy to use and contain complete tech- 
nical information—price lists and other material are simple and 
clear cut. 


lf you are an established supply or 
engineering specialty house, we will 
be happy to discuss our industrial dis- 
tribution program with you in detail. 


Hast 


Minimum qualified, : REGISTERED TRADE MARK 





i¢ icip 


tivity will just ’ DIVISION OF MERIDAN CORPORATION 


spec 2535 JIM DALY ROAD . INKSTER, MICHIGAN 


Well qualified for better-t Fiex-O-Tube Co. (Coneda), Ltd., Windsor, Ontaric 


’ 
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Dtained technical SUPCTVISOT I ther Kev 


t pro le< ; if worker The time needed to give the 
tests ranges from half an hour for rank 


ind-hle jobs, up to three hours for a 


b 


! aL b 


est forms, manua 


Best qualified, or 


’ if yr 
: ’ 


a ike | i 
fully, to m iT hat ti c key man 
many small panies inter 


ri ; 
nca 


Overqualified, n ‘ , ' | personne | 
th t] , rsonnel t e based o1 udies of ed in usit vc il tests some 
Chis 1S espe 

to deciding 


get them, 


j 
used 


Many Tests Available ; aie iaee i plicable to 


; ; 


(et the Right One 


U. S. Rubber Names 
Sales Control Head 


\I 





Hove your pick of 7, 000—thet’s 
right, “seven thousond’’—-sizes 
RIGHT OFF THE SHELF! And 
thet’s not all. We con give you 
speedy service on “specials,” 
too Don’t’ turn down your 
customers’ inquiries on special 
items Turn them over to us 
if it’s stainless, we con moke 
it We mill, drill, grind, tap, 
slot, thread, heed, stomp ond 
bend. We'll get off te @ quick 
start from either o bivepriat or 
sample 


/ . 
P STOCK OR SPECIAL LOOK 
~ OL } OO] } ) ' TO STAR FOR STAINLESS STEEL 
' FASTENERS RIGHT OFF THE 
SHELF TO YOU 
Bolts and Cop Screws 


for Socket, Set ond Cap 
Nuts, Woshers APPRENTICE PROGRAM 


Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine Screws of sons likely to take over an oi! job 
bership, some jobbers are farming 


them out to fellow distributors for 





In order to broaden the experience 


training, National Petroleum News 
McGrow-Hill publication, reports. One 
jobber, for example, may arrange to 
hire the son of a distributor in a dif 
Write wore ” phone for your 
STAR , > A ferent city for three years’ experience 
t the ne A atalo = 
y td aman 9 crews Neve thus preventing “in-breeding in the 


LAR BRIGHT AND 
SONY MEADS business through experience with dif 


>< STAR STAINLESS SCREW CO. wana stes 


645 Union Bivd., Paterson 2, N. 4. * ‘phone: Little Falls 4-2300 


<¥ 


04 
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Here’s another example of why 


Bright Forecasts 


“AUTOMATIC DRILL HEADS 


Agricultural Machinery: | 


han 


Aircraft: Ap] 
ndustt 
ntract 
Air Force pr 
ire i ontinues 
fon as it will 
nor 
rocurement 
civil airplane 
the civilian sid 
to the tune of ippro 
n With 80 
ipproximate 
try is second I t 
t ; This Drill Head 
work on T 
asalé long 


connecting 


lot N 


Tay! 


manufactur 


nt 
i 


Aluminum Alumu 


moss oe = t , 
Bape Sv -Aagpeore— sec Manufacturer saves $5000 per year using 
p DUMORE AUTOMATIC DRILL HEAD 


3.2 billion 
small aircraft instrument parts fre 


ximately th tot 1S 
; HIS manufacturer produces 
~ quently requiring tolerances measured in ten thousandths of an inch 
Here's how installation of a Dumore Automatic Drill Head paid off 
1) In a year's operation the Drill Head tripled small hole drilling 
t, accounted tor savings of $5000 in cost ol product on alo 
It climinated the need for premium skilled help because it aut 
ally controls speed feed pressure and stroke. And ( >) 


Automobiles and Trucks: A at 
© 7c drill lite by 400% or more 


ind 


1ctio 


UMORT 
(iibore 


la as c 


PRECISION TOOLS 


1321 Seventeenth S$? * Racine, Wis 
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You a target? 


Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 
It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 
) Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with commu- 
nity Civil Defense action. 
[) Check contents and locations of first-aid kits. 
Be sure they’re adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 


[) Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 
[) Encourage your stoff and your community to 
have their homes prepared. Run ads in your plant 
paper, in local newspapers, over TV and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 
America. 

Act now . . . check off these four simple points... 
lives are at stake... have you a right to delay? 
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<iG ORANGE 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heat-treated Available 
for chain sizes 14", 5/16 
4”, we”, Ye" 

SAVES TIME—can be attached anywhere on 
the job. Only a pair of pliers needed 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


Forged of HI-STRENGTH STEEL 
Available in sizes %&“ to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-cciered or golvanized 

Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 





337.193 trucks were produced 
Chemicals: Many areas of this in- 
istry will reach new highs in 1955 

1 leveling-off last year due largely 
idual inventory reduction. The 
reas of the industry which use 
largest dollar volume of chemi- 
synthetic fibres and plastics—are 
expected to continue their enormous 
growth rate of doubling every five 
urs. The drug and pharmaceutical 
ndustrv will continue its methodical, 
t rapid expansion, which is roughly 
times the average of all manu- 
industries 


iring 


Communications: Main telephone 
tallations in 1955 will show a gain 
1.180.000 as com 
red with a gain of about 1,125,000 
1954 [he current backlog of 
totaling 690,000 should be re 
100,000 by the 


f ipproximatel) 


| to around end 


Construction: New construction ac 
in 1955 is expected to reach 
n all time high of $39.5 billion, with 
private and public construction 
new highs, on top of the 


Pruit 


~ 


achieved in 1954. 
ential building, with new non 
using starts expected to total 
) units, will provide the big 
ost to new construction this 


S54 


billion 








Farquhar 


power-belt and gravity 


CONVEYORS 


are profit makers 


FOR YOU 


Heres Proof 
They are presold for you by 
hard selling ads in Flow, 
Modern Materials Handling, 
Chain Store Age, Business 
Week, and many .other busi- 
ness publications. They pro- 
duce red “hot inquiries—help 
make Farquhar a more profit- 
able line for you to handle. 
Write details 
today! 


for « franchise 


WRITE TO 
THE OLIVER CORPORATION 
A. B. FARQUHAR DIVISION 
Conveyor Dept. D-46, York, Pa 


New annual records for con- 

on outlays are anticipated for 
mercial buildings, churches, and 

r nearly all important classes of state 
1 local construction 
is schools, highways, sewer and 
facilities. These 
than offset a continued decline 


irect 


government 
mcCTCases will 


federal construction 


Consumer Durables: With the di 


n of high inventories, which 
had served as a brake on the produ 
tion of most consumer durable goods 
1954, nearly all lines from 
sporting goods, toys, pens 
to furniture, 
ind ceramics in favor 


1955 


during 
ewelry 

pencils household 
lian cs ire 


positions for 


Containers: Production of industrial 
ntainers, in teto, in 1954 was only 
it 5 percent under the record level 
Based on the gen 
favorable outlook for business 
1955, the universal use of container 
ickaging materials in manufac 
ind = distribution activities 
keep the container industry 


tine 
ik 


ed in 1953 


it near record levels during 


Copper The anticipated 
| mstruction activity 
mufacture of durabk 

military 

ult 


higher 
ind in 
goods, 
lized 


ected t 


procurement 
in a correspond 
gh level of production in the 
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Master 


PADLOCKS 
7 


“ee 


te > 
Prete 
Ri 


FOR EVERY 
INDUSTRIAL 
USE! 


. 


STAINLESS 
STEEL JACKETED 
COMBINATION 
PADLOCKS 


e-w 


FAMOUS MASTER 


LAMINATED 
PADLOCKS 


Whatever the security job... 
there's a Master padlock fo fit! 


There's a steady, year ‘round need for 
padlock protection in every plant. And 
Master gives you the widest possible 
padlock selection with which to serve 
your customers: Special long or short 
shackle styles; steel or brass cases; 
keyed alike or Master-keyed sets; 
chain fittings for all styles. 


Typical industrial uses for 
Master Padlocks: 


| 
i 


LOCKERS 





Meke se 


Master Padlocks 


Master lock Company. Milwaukee 45. Wis. 
Worlds Largest Padlock Manufacturers 
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The 
cuts 
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pipe, 
rials, 
‘n 


\," 
stainless 
industry 
heavy-duty 


ind illoy tabricating in 
above 1954 Ad 
from 
sources should provide 
of the 


the increased demand 


copper 

moderate! 
il production of 
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‘ oppe ! 


supplic red metal 
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ble rodu oO of ( 
1955 should 
t factory price 
th ar timated $5 
his would 


tol ; 


tronics: P 
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{> na 
vared A 


1 1954 Ippro 
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mi 


and Steel 
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lron 


tecl market 
thc 

upport will 
oil country goods, 
and an 
for 


that the itality ft the 
hould rhe 
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second 
come 


id we mto 
strong 
trom automobile 

ind construction, 
heavy foreign 


teel products 


ontamer 
xpected demand 
ind 
With 
million 
full 


Consumption in 


ron 
im estimated production ot 
tons, 1954 was the 
histor 
pro 
inventories 


54 ingot 


pest peacetime vear m 


1954 exceeded 

ISUMer 

With thi 
yleted 


selv balance 


inventor 
1955 pro 
con 
usec a mod 


in iron and 


industr 
ot ton 
roba 


produ 
ild establish 
mon records 


1 of busi 


Lumber, Plywood and Wood Prod- 
\\ t (Coast trike ur 


idl Or" ral 
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THE TOOL 

YOU CAN SELL 
TO ALL 

INDUSTRIES 


Key-Hok SELLS FAST because it cuts wood, 
meto!, cuts costs on all types of installation 
mointenence work. Cuts steel plote, transite, 
corrugated metals, ali kinds of building mote 
etc. Can't be beat ior heavy duty cutting jobs, 
ond heavier steel and other alloys—even 
steel! Here is ao tool that mokes ALL 
your ready customer. Key-Hok fits ony 


44" electric of air drill with chuck 


speeds of 2000 to 3000 R.P.M 


KEY-HAK DIVISION 


PRODUCERS & DISTRIBUTORS Inc. 


714 South Sixth St 


Allentown, Po 





ane. 


PoeTasit 


LEA 





Selling Key-Hok assures 
repeat sales of PAD high 
speed power Saw Blades 


= 
ER. 


And for every Key-Hek Sew you 
sell, there ore continuing soles of 
PAD Power Sew Blades. There is 
@ PAD High Speed Blade for every 
cutting purpose, especially designed 
for use with the Key-Hok The 
combination of the Key-Hok Porto- 
ble Power Sew plus PAD Biedes is 
a dependable source of profits for 
industria! distributors 
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should show an 


1955 


least 5 pere 


production 


mcrease of at ent 


Tools: Substantial reduc 
tion in new orders now as compared 
with a vear ago indicates machine 
tool shipments for 1955 will drop to 
sibout $600 million ompared with 
the approximately $9 million worth 
shipped in 1954. However, Govern 
ment orders which appear mminent 
may boost this figure substantiall, 
The National Ma Tool Show 
in September, the first since 1947, 
should convince many to replace ob 
solete equipment, it these 
would not be refi d in the 
ment total 1 195¢ 


Machine 


hine 


orders 
ship 
until i 
Motion Pictures 
it the box-ofh 
the 


uality production 


ntrates 


r than quan 


mdustry upon 


cessful inh 
DOX office 
Chis 
Ver l 153 
weekh 


80 millon person 


which proved so su 
54 when estimat 
totaled $1.2 Wion 
ent 
brought the averag¢ id 
iT Th 
} 


market for | ln ri 


ns n 


1954 


quipment ‘roduction of 


Power Ff 
y iting 


domestic 
n 1955 

ximately 12 illion kilo 
cluding 1954 expansion 


to the 


new ener unit 


ele tri powcr svst will 
total ap 

watts. | 
program 

through 1957 ills f 
+56 rating 
a combined capacity million 
kilowatts and orders for of these 
be placed in | ; The 
the 


passed tin 


' 
I 
' 


heduled period 
placing in 
new units with 


SCTVICE gen 


units will 


capabilities of electri 
power syst 100 million 
kilowatt 
pacity 1s 


the next 


em 
mark in 1954 and this ca 
expected ble within 


10 vear 


Public Sewers: Increasing demands 
for public ind abate 
ment of stream pollution will require 
new construction for the next five 
vears at nearly three times the level 
of the last five years 


SCWCT SeTV 1Ce 


Public Water Supplies: New con 
struction for the next five vears will 
have to average nearly double the level 
of the last five vears to take care of 
the annual 24 increase in 
population water 
supplies iverage 
nual 


percent 
served D\ 
the 4 percent 


in water use 


public 


ind 


increase 


Pulp, Paper and Paperboard: Pro- 
duction of all grades of these products 
expected to reach ill time high 
1955 of 27 million tons or better 
percent im 

ate 6.5 m 


1954. wh 


in 





DCI 
pel 


53 


Rubber: Domesti 
bber in 1954 was 


/ percent below the all 


Shipbuilding 

g n this ime 
not expe 
tatus 

gh it may 


ird 


Shoes and Leather: O: 
footw 
eld In No ember ind D« 
Keep most factories bus 
first three months of 1955 
footwear industrv accounts for 
nt of the leather consumpti 


outiook for the leather indust 


producer;s 


» quite favor ible 


lextiles: After many months of ¢ 

sed business, textile manufacturer 
report a considerable improvement it 
volume took place in the last quarter 
of 1954 and a continuation of satis 
factory mill activity is predicted for 
the first half of 1955 at least. In gen 
eral, prices and profits are unsatisfac 
tory, but these may be expected te 
improve under the influence of su 
tained volume 


_Tin: A 5 percent increase in dom the NEW Ingersoll-Rand 20 hp self- 


consumption in 1955 over the 
stimated 56,000 tons consume 


1954 is anticipated. The International contained air compressor using 
lin Agreement is pected to be pu 
 entiee aah eee the famous I-R Channel Valves. 


peration cal 


ment 


>.UUY tons of tin n Here is a new addition to the Ingersoll-Rand compressor 


tablished. 1 , 
late : oaiel line that can mean prestige and profit to you. This all 


ecther with possibh é‘ new 20 hp unit is equipped with the famous I-R Channel 

nption, should ab i] Valves, the same valves used on our larger compressors 

upply and requ through 4000 hp. You can offer more air per horsepower 

and assure your customers of the same dependability that 

Ingersoll-Rand has built into units from '/2 through 15 hp 

To Sell Strong Line Ask the I-R Branch Representative who calls on you o: 
get in touch with our nearest I-R branch office and have 

them give you the facts on this new compressor that has 

been engineered to take a 20 hp motor. Available eithe: 

direct connected or belted...don’t miss this opportunity 


to build your sales. 


To Handle SIP Lince ersoll -Rand 


\ n SIP ( h 
rd Machi ool 11 Broadway, New York 4, N.Y 


Paty 





( 
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How to keep informed on the 


part of your business 


AT YOUR FINGER TIPS, issue after issue, is one of your richest veins 

of job information — advertising. You might call it 

the “with what” type — which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared specifically to the betterment 
of your business, this is the kind of practical data which may 

well help you do a job quicker, better — save your company money. 


Each advertiser is obviously doing his level best to give you 

helpful information. By showing, through the advertising pages, how his 
product or service can benefit you and your company, he is taking 

his most efficient way toward a sale. 


Add up all the advertisers and you've got a gold mine of current, 
on-the-job information. Yours for the reading are a wealth of data and 
facts on the very latest in products, services, tools .. . 

product developments, materials, processes, methods. 


You, too, have a big stake in the advertising pages. Read them regularly, 
carefully to keep job-informed on the “with what” part of your business. 


McGRAW-HILL PUBLICATIONS 
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ars of precision toolmaking 


On the occasion of our 75th Anniversary Year, we wish to thank our 
many Industrial Supply Distributors for their loyalty, cooperation and 
efficient service over the years. 


From the invention of the combination square to a line of more than 
3000 fine tools. From a room in a small machine shop to the largest 
manufacturing plant in the world devoted exclusively to the 
production of mechanic's hand measuring tools and precision 
instruments, dial indicators, hacksaws, band saws, band knives and 
precision ground die and flat stock. This is the contribution made to 
industry and to millions of skilled craftsmen by 

Laroy S. Starrett and the company which he founded. 


The universal preference for Starrett Tools is in no small part due to the many benefits 
derived by us and by our customers from dealing with you as a Starrett Industrial Supply 


Distributor. 


“WORLD'S GREATEST TOOLMAKERS” 





ACCO Resistered’ Sli 


r 


WHAT 
“ACCO REGISTERED” 
MEANS... 


The best material 


Unit safety factor (on bodies, 
rings, links, hooks) 


Proof test of complete sling 
to twice the working 
load limit 


Actual field service test 
of each design 


Metal identification ring 
on each sling 


Signed Registry Certificate 
with each sling 


Photo courtesy Allis-Chalmers 


Make money preventing accidents 


e Your hair stands up straight when you see 
the makeshift slings used in plants in your 
territory. It may be your fault... at least you 
could prevent some of the accidents . . . if you 
sold slings as safe as ACCO Registered Slings. 
For instance, you can sell a variety of ACCO 
Registered Sling Chains, to the length needed, 
with a choice of sling, grab, or foundry hooks 
and fittings for special or general purpose use. 
You can offer acco.oy sling chains in sizes 
from 4” to 14” that have four-leg working 


ACCO 


*Trode Mork Registered 


load limits from 9,500 lbs. to 199,000 Ibs. at 
a 60° angle. These are not theoretical limits. 
They are based on actual proof-testing of each 
completed acco Registered Sling Chain to 
insure safe operation. 
a . o 

If you sell material handling equipment, 
you should sell sling chains... ACCO Regis- 
tered Sling Chains. They’ll let you make 
money preventing accidents. Write our near- 
est district office today for information. 


American Chain Division 


AMERICAN CHAIN & CABLE 





York, Pa., Boston, Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 


Portland 


Ore., San Francisco, Bridgeport, Conn 





